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and here’s why: 





®@ Large rotor bearings are designed for long enduring service 
® Double case construction prevents distortion of measuring element 


@ All steel welded housing withstands strains, stresses and pressures 


Field operating records prove Brodie BiRotor Meters’ long service per- 
formance with low maintenance and high sustained accuracy. For depend- 
able petroleum product measurement avail yourself of Brodie’s specialized 


metering experience. 


ALL-STSEL \ 


Brople 2if METERS 


RALPH N. BRODIE COMPANY - San Leandro, California, U.S.A. 


MT. VERNON, WN. Y. DALLAS 2, TEXAS CHICAGO OFFICE: SEATTLE 9, WASH. LOS ANGELES 22, CALIF. 
550 So. Columbus Ave. 167 Parkhouse St. 1227 Circle Ave., Forest Park, tll. 271 9th Ave. N. 5401 E. Sheila Street 


REPRESENTATIVES WITH STOCKS AND SERVICE FACILITIES IN ALL PRINCIPAL CITIES 





@ REDUCES ENGINE-DEPOSIT FORMATION 


@ HOLDS BACK OCTANE REQUIREMENT INCREASE 


@ REDUCES SURFACE IGNITION 


New “Ethyl’’ formulation 
gives marketing advantage 
at no cost increase 


Ethyl’s recently announced antiknock com- 
pound Motor Plus provides refiners with a real 
economic gain in the manufacture of high-qual- 
ity gasoline. It enables refiners to obtain addi- 
tional antiknock value at no extra cost—to 
provide motorists with a better gasoline—a 
gasoline giving knock-free performance, better 


economy and less engine deposits. 


TANK CARS of new Motor Plus 
rolled out of Ethyl’s Houston and 
Baton Rouge plants the day this 


Motor Plus contains additional ethylene di 
bromide. This higher bromine content has a 
marked effect on the formation of engine de 
posits in these ways: 

1, Engine deposits are reduced as much as 12°, 
by weight. 

2. Octane requirement increase is held back 
ly octane number on the average, and up to 


1.3 numbers. 


3. Surface ignition is reduced 16°, on the 
average, and as much as 25‘/, in some cases. 
New Motor Plus can be put to work without 
any change in refining operations. That means 
refiners and their customers can start enjoying 
all its benefits immediately. Your Ethyl Rep- 


resentative will be glad to provide details. 











improved “Ethyl” formulation was 
announced. As a result, many re 
finers are already enjoying its 
varied advantages. 








ETHYL CORPORATION 


NEW YORK 17, N. Y 
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COUPLING 


ASSEMBLIES 








KAMLOKS positive seal all along the line assures greater 
safety in handling any type of liquid. A perfectly tight no leak 
connection is made in seconds by sliding coupler over adaptor, 
then pressing cam levers. No decals to engage, no twisting 
friction against gaskets, no tools required. KAMLOKS pro- 
vide long years of economical trouble free service. 

Available in any combination to meet coupling requirements 
in sizes from 34” to 4” inclusive. Sizes 34” through 4” of spe- 
cial hard wear-resistant bronze and OPALUMIN (hi-tensile 
aluminum alloy requiring no additional heat treating). 1” 
through 4” of monel. 1” and 2” (633A and 633B only) of 
stainless steel. 








Parts A, E, F, are interchangeable with parts B, C, D, G, H, 


a@ in the same size. 
FREE BULLETIN 
F-10 tells the @) BRONZE MONEL * ALUMINUM + STAINLESS STEEL 


complete KAMLOK ae. OPW CORPORATION 


Nari 2 2735 COLERAIN AVE. @ CINCINNATI 25, OHIO 


NATIONAL PETROLEUM NEWS °* July, 1955 





Vol. 47, No. 


7 


Established in 1909 


CONTENTS 


THIS ISSUE’S HIGHLIGHTS. . 


What API 
marketing men 
decided at 
their St. Louis 
convention 

p 3 


Upper Midwest's 
top Independent 


strengthens 
hand p 


How Tex 


its 
«9 


New distribution 
center in suburbs 
peps up division 
operations p. 68 


an 


licked overhead 


costs by chang! 


ng 


delivery setup 


p 


The item-by-ite 


g? 


Modern equip- 
ment face-lifts a 
major company 
warehouse 
system p. 108 


m 


costs of building 
up an LP-Gas 


bulk plant p. 1 


July, 1955 « 


30 


How the 
Aluminum truck 
tank controversy 
shapes up 
now p. 139 


National ry 
Petroleum News 


THE GREEN SECTION 

page 9 Ahead of the News 
11 Petroleum Indicators 
12 Supply and Demand 


INDUSTRY NEWS 
38 How API Marketing Men Tackle Industry Problems 
41 What the Lease Talk Is All About 
44 NOJC To ‘Expose’ Consumer Account Practices 
46 API Readies Management School Know-How 
51 Brief but Significant 
52 How Independent Is Challenging the Majors 
56 Probers Hear Pressure Claims 


MANAGEMENT NEXT MONTH: 


68 New Home Hikes Division’s Efficiency 
72 API Tells You ‘What's My Line’ People are 
77 How Jobbers Can Get Long-Term Loans P 
80 Major Sees Collect-as-You-Go Plan Best earning more... 
What this means 
TRANSPORTATION 


82 Streamlined Operation Cuts Marketer's Costs 


to oil marketers 


OCIATIONS 
93 North Carolina’s Parker Steps Down 


97 How Small Jobber Makes Top Service Pay 
99 How to Stop Home Tank Corrosion 
103 How to Go Broke Selling Heating Oil 


TIRES-BATTERIES-ACCESS< 1ES 
108 Outmoded Warehouses Can Be Streamlined—Here’s How 


115 Premium Tires Are Pushed at Stations 
119 How to Boost Station Tire Sales 


BULK PLANTS AND TERMIN 


130 What It Costs to Construct an LP-Gas Bulk Plant 


EQUIPMENT 


139 Where Aluminum Tanks Stand Today 
144 Tank Truck Code Gets Overhauling 


iL MARKETS AND 2 
158 Oil Market Review 
160 Prices at Refineries and Terminals 
166 Prices by Tank Wagon 
169 Crude Oil Prices 


)EPARTMENTS 


5 Publisher’s Page Statistics 
37 Editorially Speaking About Oil People 
95 What They’re Saying Coming Meetings 
123 Regions Classified Advertising 
157 Money-Making Ideas Advertisers’ Index 


NATIONAL PetTRoLeuM News is published monthly, with an additional issue in mid-May, by McGraw-Hill Publishing Com 
pany, Inc., James H. McGraw (1860-1948) founder. Executive, Editorial and Advertising Offices, McGraw-Hill Buliding 
330 W. 42nd St., New York 36, N. Y. Publication Office, 1309 Noble St., Philadelphia 23, Pa. Donald C. McGraw, President; 
Paul Montgomery, Executive Vice President; Joseph A. Gerardi, Vice President and Treasurer; John J. Cooke, Secretary; 
Nelson Bond, Executive Vice President, Publications Division; Ralph B. Smith, Vice President and Editorial Director; Joseph 
H. Allen, Vice President and Director of Advertising; J. E. Blackburn, Jr, Vice President and Circulation Director Subscrip 
tions; Address correspondence to NaTIONAL PeTaot“euM News-—Subscription Service, 130 W. 42nd St., New York 4%, N. ¥ 
Current single copies (except mid-May statistical and reference issue, $1): Domestic 50¢; foreign $1.50. Subscription rates 
U.S. and possessions, $5 for one year, $8 for two years, $10 for three years; Canada, % for one year, $9 for two years, $12 


for three 


three years; 


other Western Hemisphere countries and the may $10 for one year, $16 for two years, $20 for 
all other countries, $15 for one year, $25 for two years 


40 for three years. Orders must indicate company and 


position. Entered as second class matter November 10, 1954 at the Post Office in Philadelphia, Pennsylvania, under the Act 


of March 


Printed in U. S. A. Copyright 1955 by McGraw-Hill Publishing Co., Inc. All rights reserved 


NATIONAL PETROLEUM NEWS 





COAST TO COAST. 
4 Hrs., 24 Minvtes— 


Another World Record Made with the Help of Mobiloil 


In the Air—1954-— Joe 
DeBona, flying a piston- 
engine Mustang, covered 
the distance from Los 
Angeles to New York in 
4 hrs., 24 min., 7 sec. 
a new transcontinental 
record for conventional 
aircraft! 


On Land—1947— John Cobb, driv 

ing his giant 2000-hp car, streaked 
across Utah's salt flats at an amazing 
record average speed of 393.82 mph! 


New Mobiloil 
Special Powers Mop 


hd . 

‘ toil 

as it Protects! Meant 

SS 
These two great products— 
Mobiloil and Mobiloil Special——are 
cro the world’s most famous lubricants. 
= , rh Mobiloil is first choice with more 
On Water—1952 Stan Sayres’ fa motorists than any other brand. And 
mous Hydroplane-—Slo-Mo-Shun IV Mobiloil Special already outsells all 
averaged 178.49 mph on Lake other year-’round motor oils by far 
Washington to smash all speed rec 

ords for water craft! 








SOCONY MOBIL OIL COMPANY, INC. 
Makers of 


Mobiloil — World's Largest - Selling Mobiloil Special —America’s Most 
Motor Oil Popular Year-'round Motor Oil 


NbDW YORK 4, N. Y 26 Broadway « CHICAGO ILLINOIS a Va Buren St. « BALTIMORE 

WISCONSIN. 907 Bouth First ®t. « KANSAS CITY 15, MISSOURI—025 Grand Aves « DETROIT 32. MICHIGAN-003 West Grand Blvd. ¢ ST. LOUIS 8 MISSOURI 

4140 Lindell Bivd, ¢ DALLAS 1, THXAS-Magnolia Petroleum Co, Magnolia Building * LOS ANGELES 54 CAL.4ieneral Petroleum Corp 612 8. Flower St 
Socony Mobil maintains many other conveniently located service offices to give you close and fast cooperation 


18. MARYLANI>-1914 North Charles St. «© MILWAUKEE 
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Publisher's Page 


P' rROLEUM WEEK makes its debut this month as a sister 
publication to NPN 


Although it’s not a marketing magazine, I expect many of 
you will be interested in it. You expressed interest last autumn 
when I outlined McGraw-Hill’s development plans for the 
Platt publications. (McGraw-Hill bought the Platt publications 


two years ago.) 


First, Petroleum Week is an across-the-board news weekly 
for the oil industry. That means significant development in all 
segments of the industry will be reported—exploration, drill- 
ing production, manufacturing, pipelining, industrial relations, 


economics and so on 
How does it differ from NPN? 


NPN confines itself to oil marketing. By specializing in that 
field, NPN serves as a basic source of on-the-job information 
for men concerned with the distribution and marketing of oil 
and TBA products. Petroleum Week will report only the high- 
lights in marketing—-not so much for marketers as for readers 
in other segments of the industry who want to keep abreast of 
marketing without getting into details 


Why did NPN go monthly instead of the new magazine’ 


A poll of readers, plus extensive research, convinced us 
that NPN could do a better job as an all-marketing magazine 
on a monthly basis. (A weekly price service fills the needs of 
the few readers who used NPN primarily for prices.) Ac 
ceptance of the monthly NPN assures us that the changeover 
was a good idea. Circulation has risen steadily since the 


changeover and is now at a new NPN high 


On the other hand, a weekly is the best medium for fast, 
across-the-industry reporting. Hence, Petroleum Week 


NPN continues as the prime source of how-to-market infor 
mation in the oil industry. For some marketers——especially 
those at a policy-influencing level—-Petroleum Week will be 


a valuable source of information on over-all oil development 


lo bring you up to date on the publications in the McGraw 
Hill petroleum division, we now have: NPN; its Facthook 
(including the TBA Directory and Buyers’ Guide); NPN 
Weekly Price Service; Petroleum Week: Petroleum Processing 
manufacturing, monthly; Platt’'s Oileram News, a daily news 
service for top management; Platt's Oilgram Price Service 


a daily price report, and the annual Price Handbook 


HARRY WaADDEL! Publisher 





Youre missing out on 
in gasoline history 
CONOCO Super 


Contact the Conoco Manager 
in the Continental Oil Company office —=——_\ 
nearest you. oe 





the greatest success 


if you're not selling 
Gasoline with TCP" 


*Trademark owned and patent applied for by Shell Oil Company 








R. W. Abrahamson, 610 Roanoke Building 


Seventh & Marquette Sts., Minneapolis 2, Minn. 


C. D. Carlson, 757 West Second South 
P.O. Box 2250, Salt Lake City 10, Utah 


J. B. Dickey, 301 East 51st Street 
Kansas City 12, Missouri 

Dean Hadfield, 1710 Fair Building 
Ft. Worth, Texas 

P. M. Hirth, 1755 Glenarm Place 


Denver, Colorado 


Willis Johnson, 1321 Kaw Avenue 
P.O. Box 1398, Butte, Montana 


T. H. Joyce, 117 Trumbull Avenue, S.E. 
P.O. Box 1342, Albuquerque, New Mexico 


J. L. McCulley, 305 Spokane and Eastern Building 
Spokane, Washington 


C. M. Reed, Armstrong Building 
704 Dallas, P.O. Box 2197, Houston, Texas 


M. T. Swanson, 125 Park Avenue 
P.O. Box 795, Oklahoma City, Oklahoma 


Warner Tyler, 1301 W. Belden Avenue 
Chicago, Illinois 


K. R. White, 836 Stuart Building 
P.O. Box 393, Lincoln 1, Nebraska 


E. A. Williford, General Sales Manager, 
Continental Oil Company 
P.O. Box 2197, Houston, Texas 


J. G. Willis, 2065 Union Avenue 
Memphis, Tenn. 
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CORPORA 


Hemisphere International Corporation of New Orleans knows that 
protection in transit is vital for Hemisphere motor oils, lubricants 
and greases. They ship to all parts of the world—under all 

kinds of conditions. 


The solution is Tri-Sure* Closures on every drum. Tri-Sure Closures 
make sure that the high quality that is sealed in Hemisphere drums 
at the refinery is delivered to customers thousands of miles away —free 
of impurities and contamination, safe from leakage and tampering. 


The Tri-Sure Tab Seal with private design, shown above, is the 


newest drum closure seal and is rapidly becoming standard with g 
shippers the world over. CL SURES 


Give your products the protection of the Tri-Sure Flange, Plug and *The “Tri-Sure” Trademark is a mark of re- 
Seal— proven dependable in shipments all over the world. When you liability backed by over 30 years serving 


, industry. It tells your customers that genuine 
Tri-Sure Flanges (inserted with genuine Tri- 

Tri-Sure Closures are available in Sure dies), Plugs and Seals have been used. 

CANADA: Tri-Sure Products Limited, St. Catharines, Ontario, Canada 

CONTINENTAL EUROPE: B. Van Leer N. V., Stadhouderskade 6, Amsterdam, Holland 

THE UNITED KINGDOM: Van Leer Industries, Ltd., Seymour House, 17 Waterloo Place, Pall Mall S$. W. 1, London, England 

BRAZIL: Tri-Sure $/A Industria e Comércio, Sao Paulo, Brazil 


AMERICAN FLANGE & MANUFACTURING CO. INC., 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 


order drums, always specify ‘““Tri-Sure Closures.’ 
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Ahead of the News, 
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Another Turbine Car?—Talk around Detroit is that an 
independent car manufacturer will join the race toward a 
commercial gas turbine. Top management of the company, 
say reports, feels getting a turbine ready for production is 
essential to staying competitive. 


Atoms and the Jobber—The pinch of atomic energy 
competition may hit a limited number of local oil market- 
ers first. A spokesman for House-Senate Committee on 
Atomic Energy says small, package atomic plants soon will 
be competitive with diesel fuel in supplying electric gen- 
erating plants in isolated areas. “In such instances,” warns 
Rep. W. S. Cole (R., N.Y.), “our local fuel oil marketers 
may be required to develop new sources of revenue.” 


Lawn-Spray Law—Massachusetts liquid fertilizer dis- 
tributors expect a law next year telling them how many 
gallons of mixture to apply for each 1,000 sq. ft. of lawn. 
That way, they say, lawns will get the same value from 
liquid as they would from dry fertilizer. 


New Style at Shell—A full-scale test of the “compact” 
look in service station islands is planned by Shell Oil Co. 
The 11-ft. island—maximum four to a station—holds two 
pumps set flush side-by-side, an oil display cabinet, island 
service box, air and water hoses and an overhead light. The 
style has been used in a three-island Secaucus, N. J., 
station. A similar one will be built in each of the 18 Shell 
operating divisions to test dealer and customer reaction. 
If the style gets the nod, it will become standard. 


Shamrock Eyes Agents—Shamrock Oil & Gas Corp. of 
Amarillo, Tex., thinking of expanding distribution, is 
taking a close look at the commission agent method. Sham- 
rock has an 11,000-b/d refinery and now markets 65% 
of its throughput in its own name. 


Dry Charge Pick Up—There is an acceleration under way 
in the trend to dry-charge batteries in oil marketing. Look 
for more of them to appear in the private-brand lines of 
major oil companies, as car manufacturers complete the 
swing to 12-volt systems on the 1956 models. It isn’t only 
the fact that 12-volt replacement units may have to remain 
on the shelf for a long time (because calls for them will 
be infrequent for the present). It’s also the growing number 
of sizes that will reach a total of 14 when the last of the 
new models is announced. This compares with the four 
or five sizes that were adequate three years ago. 
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Penn Grade Promotion—Refiners in the Pennsylvania 
Grade Crude Oil Assn., who recently raised their contribu- 
tion to the joint advertising fund from 1¢ a barrel to 2¢, 
may soon approve another increase. All of the additional 
funds are being budgeted to an enlarged consumer adver- 
tising campaign. 


‘Happy Heat’ in Boston—Oil burners sold and installed 
by members of Boston’s Better Home Heat Council, Inc., 
from now on will carry a foolproof guarantee with the 
customer as the judge. If he isn’t satisfied with oil heat, 
he gets back his purchase-price plus free installation of 
his old heating equipment. 


Gas for Florida—Local investors in Jacksonville, Fla., 
who have purchased Jacksonville Gas Corp. from its 
Chicago owners will back a plan to bring natural gas into 
northeast Florida. Oil always has been the principal heat- 
ing fuel there. Only a fringe of the northwest border 
section, from Pensacola eastward, now has natural gas, 
Reports are that Houston Oil & Gas Co. has the best 
chance of getting a certificate of necessity and convenience 
from Federal Power Commission to supply the Jackson- 
ville Gas Corp. 


Tomorrow’s Trucks—Roy Fruechauf foresees trucks and 
trailers out of the pages of a science-fiction story by 1975. 
The president of Fruehauf Trailer Co. says trailers then 
will have “clear plastic tops to admit light for the benefit 
of freight handlers.” Safety devices might include air- 
plane-type steering gear, safety belts and radar screens, he 
says. There will be more plastic trailers, including tank 
units, pulled by turbine-powered tractors equipped with 
automatic transmission and power steering and rolling on 
super-strength tires on an “adequate highway system.” 


Deep Rock Grows—Indications are that Kerr-McGee 
Oil Industries, Inc., now owner of Deep Rock's name and 
marketing facilities, will step up service station construc- 
tion. Word is out that the new management wants more 
retail outlets, and fast, to handle the new two-refinery out- 
put of 35,000 b/d, almost double the former throughput 
of 19,000 b/d in one refinery. Deep Rock Oil Co., mar- 
keting subsidiary, is scouting for station locations in Okla- 
homa. Building plans are expected to start at the refineries 
and work out to marketing, with most new construction 
in areas not served now by Deep Rock jobbers. 


For More Ahead of the News ® 
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= ahead of the news 


More ‘Drive More’—Ethy! Corp.’s “Drive More” pro- 
gram will get strong support from the oil and TBA indus- 
tries. Several major oil companies and TBA makers have 
pledged co-operation with the program and more are 
expected to join. The will distribute direct mail pieces, 
hang posters at stations and retail stores, and many plan 
to use the identifying shield with the slogan “Drive More, 
It Gets Cheaper by the Mile” into their advertising. One 
of the biggest institutional ad programs in years, “Drive 
More” is designed to get more motorists on the road more 
often. 


ike and Imports—President Eisenhower probably will 
balk at oil and coal producers’ demands that he put greater 
imports restrictions under the new trade bill. Opposed in 
principle to curbs, Ike is backed by State Department find- 
ings that second-quarter imports are moving down toward 
levels recommended by the Cabinet Fuels Policy Com- 
mittee. These are about equal to the 1954 imports-domestic 
production ratio. 


island Innovations—Some oi! men see a radical “new 
look” for future gasoline station dispensers—perhaps 
mounted on poles or hanging from overhead bars. Since 
remote-control pumping removes pumps from dispensers, 
they say, there is no actual need for an elaborate sheet- 
metal cabinet with nothing to cover. 


GM ‘Spectacular’—General Motors will mark two firsts 
next month—display of its first gas turbine car at its first 
Powerama, Aug. 21-Sept. 25 in Chicago. The turbine will 
share top billing with GM diesel engines in a mammoth 
show similar to those GM has staged for standard cars 
and appliances—-showing progress and looking to future 
possibilities. The occasion is production of GM’s 100 mil- 
lionth diesel horsepower. 


Truck Wheel Standards—Tire and rim manufacturers 
plan to standardize tubeless truck-bus tires and rims. Tires 
up to and including replacements for the present 11:00 
cross-section will be made only for the new, one-piece drop- 
center rims. A multiple-piece rim employing a sealing ring 
or gasket will be used for all larger sizes. 


New API Division?—American Petroleum Institute may 
have another division soon. API directors are scheduled 
to study a separate divisional status for the Financial and 
Accounting Committee, now operating as a president's 
committee. 
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Canadian ‘API’—Canadian oil men are moving again to 
form a trade body resembling American Petroleum Insti- 
tute, at least in some of its functions. Canadian operating 
men, concerned with the lack of accepted standards in 
materials and equipment, feel such an organization is the 
only remedy. 


Burner School Spreads—Oil-Heat Institute of New 
England's oi! burner service schools will reach seven new 
cities this year in an effort to aid more burner servicemen. 


LP-Gas ‘Station’ Guide-—Liquefied Petroleum Gas 
Assn. will issue a directory of LP-gas motor fuel service 
stations late this fall. By listing locations where LP-gas is 
available for trucks, buses and other vehicles at highway 
locations, LPGA figures it can stimulate conversions to 
the fuel. 


No Renegotiation Worries—Any plan the government 
may adopt to subject certain military oil sales to renegotia- 
tion won't have much effect on oil jobbers. Any change 
wouldn’t apply to the “stock” oil products jobbers sell. 
Emphasis is on alkylates and other specialty items handled 
almost exclusively by larger suppliers. Up to now, all oil 
sales have been exempt as standard commercial items. 
But the renegotiation board fears some products may be so 
limited in competition that there won’t be adequate safe- 
guards against excessive profits. 


Lube vs. Fuel—Some lube specialists are suggesting that 
the search for motor oil additives to minimize combustion 
chamber deposits can be overdone. They emphasize that 
the primary function of motor oil is good lubrication. Com- 
bustion problems, they believe, will be overcome by fuel 
improvements, by combustion chamber changes, or perhaps 
even by treating combustion surfaces with catalytic materi- 
als. 


Pipe (line) Dream—Prospects are dim for a new govern- 
ment-aided pipe line to move oil products from the Gulf 
to the East Coast in wartime. Texas Eastern Transmission 
Corp. has a private plan that may meet the need. In addi- 
tion to switching the “Little Inch” pipe line from gas to 
oil products—now in the works—the company offers to 
install standby facilities permitting it to convert the “Big 
Inch” from gas to oil when needed. The two lines could 
handle over 900,000 b/d, against 500,000 b/d for the 
government-aid line proposed by American Pipe Line Co. 
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SY) petroleum indicators 


MONTHLY PETROLEUM STATISTICS 


Primary stocks (Last Day) 
Finished and unfinished gasoline (thous. bbl.) 
Distillate fuel oil (thous. bbl.) 
Kerosine (thous. bbl.) 
Residual fuel oil (thous. bbl.) 
Crude oil—B. of M. (thous. bbl.) 


Refinery Activity 

Crude runs to stills (thous. bbl. daily) 
Foreign crude included (thous. bbl. daily) 

% of refinery capacity operated 

Refinery Output 
Gasoline (thous. bbl. daily) 
Kerosine (thous. bbl. daily) 
Distillate fuel oil (thous. bbl. daily) 
Residual fuel oil (thous. bbl. daily) 


Crude Supply 


U. S. crude oil production (thous. bbl. daily) 
Crude oil imports (thous. bbl. daily) 


*Through June 10, except crude stocks—June 4, 


June 
1955* 


166,233 


88,414 
27,032 
45,194 


278,236 


7,535 
787 
90.5 


3,669 

250 
1,683 
1,134 


6,598 
714 


Source of Data: API Weekly Reports, except 1954, Bureau of Mines. 


MONTHLY MARKET TRENDS 


Petroleum products in secondary storage (thous. bbl.) 
Exports of crude and refined products (thous. bbl.) 
Average station gasoline price, ex tax (¢ per gal.) 
Gasoline consumption (million gal.) 

Service station permits (number) 

Passenger cars—domestic shipments (thous.) 

Trucks and buses—domestic shipments (thous.) 
Automotive replacement tire shipments (thous.) 
Replacement battery shipments (thous.) 

Oil burner shipments (thous.) 


**On new basis, including urban and rural, unincorporated as well as incorporated places. 


available. 


July, 1955 * NATIONAL PETROLEUM NEWS 


Latest Month 


40,751 (Apr.) 
40,891 (Mar.) 
21.46 (June) 
3,710 (Feb.) 
914 (Sept.) 
728 (Apr.) 
111 (Apr.) 
5,315 (Apr.) 
1,320 (Mar.) 
59 (Mar.) 


NPN PRICE AVERAGES* 
Refinery /Terminal 


(¢ per gal.) 


June** 

1955 

Gasoline 11.35 

Kerosine 10.49 

Distillate 9.04 

Residual 4.44 

4 principal 

products 8.88 

Lube oil 16.83 
Crude at 
well ($ 

per bbl.) 2.82 


June 
1954 
11.64 
10.33 
8.93 
3.80 


8.82 
16.70 


2.81 


*Weighted average price, prin- 
cipal markets. ** Through June 


10. 


May 
1955 


169,151 
82,572 
25,864 
44,272 

280,337 


7,276 
705 
87.3 


3,498 

304 
1,514 
1,116 


6,664 
746 


Previous Month 


42,661 
38,599 
21.57 
3,894 
831 
766 
86 
4,926 
1,647 
58 


June 
1954 


165,404 
86,325 
28,184 
50,216 

285,155 


6,947 
653 
85.1 


3,379 

306 
1,399 
1,123 


6,500 
624 


Year Ago 


42,055 
33,464 
21.81 
3,587 
oe 


515 
80 
4,935 
1,194 
49 


1953 data on new basis not 





= supply and demand 


Six-Month Demand Hits All-Time High 


EMAND for petroleum products 

in the first six months of 1955 

was at a record level. All indications 

pointed to a similar level of consump- 

tion for the second six months of the 
year. 

Total demand for the principal vol- 
ume products—gasoline, kerosine, dis- 
tillate fuel oil and residuals—was 
around 1,328,000,000 bbl. This was 
a 6.1% gain from over-all demand 
during the first half of 1954, and is as 
large a rate of gain as for any six- 
month period since 1950. 

Total gasoline demand for the first 
6 months of the current year was 
about 656,100,000 bbl., 6.6% larger 
than for the same period in 1954. The 
largest increase for any single product 
was for distillate fuel oil, where the 
volume was 7.4% greater than for the 
first six months of 1954. This large 
gain was due to the extended cold 
weather through last spring, which 
maintained shipments of this product 
from refineries for heating oil con- 
sumption. (See accompanying table 
for details of demand by products.) 

Over-all demand for the last six 
months of 1955 may not quite reach 
the total for the first six months, 


TOTAL DEMAND 


Estimated total demand for the vol- 
ume products in the last six months is 
now placed at 1,300,000,000 bbl. With 
this volume of demand for the period, 
total demand for 1955 would reach 
around 2,628,000,000 bbl., which is 
about 5.3% above actual total de- 
mand for 1954, This is above the 
earlier forecasts of 1955 demand. 

There is normally little difference 
between product demand in the two 
six months periods of the year. As 
shown in the accompanying chart, 
from 1950 through 1952, second half 
demand was a little higher than that 
in the first half. Starting in 1953, this 


PETROLEUM DEMAND HAS STEPPED UP SINCE 1950 



































HUNDRED MILLION BBLS 


TOTAL DEMAND 
































1950 1951 1952 














1953 1955 


Total demand principal petroleum products (gasoline, kerosine, distillate fuels, residuals) 
for 6-month periods 1950-1955. First six months of 1955, from Bureau of Mines and API 
data. Second half of 1955, estimated, 1953, 1954, 1955 exclude jet fuels. 





was reversed, and second half demand 
has been slightly under that for the 
first half. Economic and climatic con- 
ditions account for the variance. De- 
mand was high in the first six months 
of 1955 due to steadily improving in- 
dustrial conditions, pushing of new 
car sales early in the year, continuing 
larger use of residual fuels, and heavy 
consumption of heating oils in the 
early spring, when these sales nor- 
mally drop, 


MARKET GROWTH 


Economic and industrial factors 
will continue, through the second half 
of the year, to throw their weight on 
the side of increasing demand for pe- 
troleum products, particularly with 
the removal of strike threats against 


Total Demand Principal Products 
(Gasoline, Kerosine, Distillate and Residual Fuels) 
First Six Months 1954 and 1955, and Rate of Change 


(Millions of bbl.) 


Ist 6 Mos. ist 6 Mos. % 
1954 
615.5 
63.3 
288.2 
284.6 


1953 
605.6 
63.6 
281.1 
306.5 


Product 


Gasoline 
Kerosine 
Distillate Fuel Oil 
Residuals 


1st 6 Mos. % 
1955* Change 
656.1 46.6 
60.3 wh 
309.5 47.4 
302.0 +6.1 


Change 
+-1.6 
—0.5 
+-2.5 
—4,2 





Total 1,256.8 


1,251.6 


—0.4 1,327.9 +6.1 


* Estimated from Bureau of Mines and API data. 
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the largest automobile manufacturers. 

The Economics Department of Mc- 
Graw-Hill points out that production 
rates are increasing for steel, other 
metals, chemical and paper manufac- 
turing industries, which are among the 
top users of fuels. 

Personal incomes will keep rising, 
due to wage increases, which this year 
will include over two million govern- 
ment workers, with higher earnings 
being spent for housing, furniture, ap- 
pliances and new cars. The number of 
housing units completed in 1955 is 
expected to remain around 1,400,000, 
increasing the market for heating oil. 
Auto sales are expected to continue 
high, with concessions being made to 
clear out the 1955 models before the 
1956 models appear in the early fall. 

The sharp step-up of refinery oper- 
ations, starting late in May and con- 
tinuing into June, could threaten the 
stability of the markets for the light 
refined products, even in the face of 
the continued record demand. Crude 
runs to stills, in early June, were up 
around 7,500,000 bbi. daily, about 
8% greater than those in the corre- 
sponding weeks of 1954, and larger 
than required to balance supply- 
demand with refiners’ inventories. 
Gasoline stocks June 10, were 166,- 
233,000 bbl., with 166,000,000 bbl. 
on June 30 estimated as adequate. & 
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Enjay assures you 
satisfied customers 


To satisfy your customers with high quality, dependable 
products, specify Enjay chemicals. The Enjay Company 
supplies a diversified line of uniform, high quality petro 
leum chemicals to the surface coating, chemical and 
petroleum industries. Through the facilities of the new 
Enjay Laboratories you can be assured of the best appli 


cation of Enjay products in your chemical needs. 


PETROLEUM 
PARANOX 
PARATONE 
PARAFLOW 
PARAPOID 
PARADYNE 
PARATAC 
PETROHOL 

Methy! Ethyl Ketone 
Dewaning Ab 

Ethy! Etre 

sopropy! Ether 
Reference Fuel 


RUBBER 
ENIAY BUTY 
VISTANEX 


SURFACE COATING 
PETROHOL 9! 
PETROHOL 9 


CHEMICAL 
PETROHOL 91 
PETROHOL 
PETROHOL PETROHOL 
jAYSOL AYSOt 
secondary Buty! Alcohol Octyt Ab 
secondary Buty! Acetate 


ha 
acy! Alcohol 
sopropy! Acetate 
Acetone 

Mathyl Ethy! Ketone 

ne yclopentadiene 
Ethyt Ether 

sopropy! Ether 
Naphthenuw A 

#0 Octyl Aiconot 

Jecy! Alconot 
enatuced Ethry! Alc on 


enatured E thy! Alc ont 


35 successful 
years of 
leadership in 
serving industry 


Enjay Company, Inc. + 15 West Sist St., New York 19, N. Y. 
Other Offices: Akron + Boston + Chicago + Tulsa 














Peak efficiency at your service outlets determines the ‘‘sales- 
power’ of the millions of dollars invested by your company in its 
products. Safeguard this investment with integrated station equip- 
ment designed, developed and service-proved to work together 
for maximum operating life. Specify the Wayne complete Station- 
Engineered Line. 

ONE HIGH QUALITY—Pumps, lifts, air compressors, high 
boys, hose reels, car washers, island merchandisers and many 
other service units all Wayne-designed, Wayne-built, Wayne 
station-engineered. 

ONE SOURCE OF SUPPLY—No need to buy piecemeal 
with many orders. Consolidate all your station equipment pur- 
chases for uniform planning, easy ordering, fast delivery. 

ONE RESPONSIBILITY—No one knows Wayne equip- 
ment like Wayne. Keep your Wayne station units at peak per- 
formance through Wayne service and planning counsel. 

ONE NATIONWIDE SERVICE—As close as your tele- 
phone is one of the hundreds of Wayne Sales-Service Centers 
staffed with Wayne factory-trained men, completely stocked 
with replacement parts for your Wayne equipment. 

Safeguard the continuous sales of your stations . . . specify 
Wayne Station-Engineered throughout. 


THE WAYNE PUMP COMPANY 
SALISBURY, MARYLAND ¢ TORONTO, CANADA 


MC) = 


“an 

















CAR WASHERS 





¢ Taleo jan Creator Efficioney....rereased Eeonony 


PETROLEUM PRODUCTS 
Gasoline 
Aviation Gasoline 
Jet Fuel 
Stove Ol 
Diesel Fuel 
lube O11 
Asphalt 
Road Oils 
Glycerine 
Anti Freeze 
Oil Emulsions 
Solvents 
Thinners 
Lacquer 


INDUSTRIAL PRODUCTS 
Chemicals 
Paints 
Refrigerants 
Starch Solutions 
Liquid Sizings. 
Varnish 
Gives 
Inks ond Ink Oils 
Rubber Cement 
Acetone 
Pipeline Enamel 
Fire Pumps 


AGRICULTURAL 
Aqua Ammonia 
Anhydrous Ammonia 
and all Liquid 
Fertilizers 


FOOD PRODUCTS 
Liquid Sugar 
Molasses 
Tomotoes 
Chocolate 
lord 
Vegetable Oils 
Syrups 
Fish 
Wines 
Tomoles 
Stearin 


Write for FREE 
Engineering and 
Data Manual on 
Pumps and Meter 


Model DDN 112” Pump de- 
signed especially for the 


small truck operator. 


@ lower initial cost 
@ lower operating costs 
@ lower maintenance costs 


«++ from FIRST to 
LAST drop! 


Granco gives unparalleled pumping service on light liquids or the 
most viscous materials. If it flows Granco can pump it! 

Put Granco’s patented “Universal Joint’ into the 
heart of your operation. Its simple rotor eliminates metallic contact 
for pumping action...there are NO gears, blades, scoops, 
buckets, valves, springs, or cams to wear out. 

There is a GRANCO Pump for every requirement... 

®@ Standard Models are Cast Iron with Bronze Fittings. 


@ Special Models are available constructed of Bronze with 
Stainless Steel Fittings — or — Cast Iron with Iron Fittings. 


@ Custom-Built pumps manufactured to fulfill your specifications. 


Granco Pumps with V-Belt 
Reduction. 


Granco Multiple Pump Units. 





Models DD 112", DEE 2”, and 
EE 2”. Heavy duty truck 


pumps. 


Granco Pumps with Stand- 
ard Gear Drive Reduction in 
Oil Tight Housing, S$ Drive. 


Granco Pumps with Gear-In- 
Head Reduction. Motor, Q 
Drive. 





Model HF transport pump 
with 3” suction and 2/2" dis- 


charge connection. 





Model HH 3” pump witt 
both 3” flanged and 3” 
threaded connections. 





| 
I 
| 
l 
! 
| 
| 
| 
| 
— 
| 
! 
| 
+ 
! 
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Granco fast-flow Pump Suc- 


tion Strainers. 


Granco DEEQ — Gas En- 

gine Drive and 72 hours 

fuel supply. A little pump, 

that does a big job! Over 

150 Units in operation, as Oil Well booster pumps. Available 15-300 GPM 
for all tough field service pumping applications. 





éy GRANBERG CORPORATION 


1308 SIXTY-SEVENTH STREET * OAKLAND 8, CALIFORNIA 
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WHAT YEAR WOULD YOU SAY IT WAS? 


it was the year when Ping Pong was first introduced into the United States from England .. . 
when Carrie Nation made her first hatchet raid .. . when the Pan American Exposition awed 


visitors in Buffalo, New York. 


We have a very special reason for remember 
ing this year since it was the year in which 
the Gulf Company was born 

If you’ve guessed it as 1901—you’re right 

Ten days after the turn of the century, a 
new era in petroleum history exploded in 
Sprindletop, Texas. The world’s most famous 
gusher at Lucas Well, first in the Gulf Coast 
District, shot 200 feet in the air, spilling 


100,000 barrels of oil a day on the land. The 
more than half-a-million oil wells in this 
country are now equipped to channel would- 
be gushers through gathering pipe lines to 
tank farms 

Gulf, and the entire oil industry, are con- 
tinuing to seek new ways to bring better and 
more economical petroleum products to the 


American people 


Gulf Oil Corporation + Gulf Refining Company «+ Pittsburgh, Pa. 
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THE PUMP THAT MAGNIFIES YOUR 
BRAND NAME AT THE... 


lS @ 


YP. 


OUT—make easy reading, at eye level. Customers expect this courtesy. 


THESE FEATURES IMPROVE CUSTOMER RELATIONS 


The new “Tele-View” Rol-Way dial is 50% larger than conventional pump dials 

—has 146° angle of visibility. Brand name, grade, dollars and gallons STAND 
@ Easier brand and grade recognition ® Silent operation. 

| because of greater visibility. @ Clean, modern appearance of the 

@ Much brighter illumination. entire unit suggests progressive 


station management. 


THE NEW TELE-VIEW ROL-WAY PUMP OFFERS MANY SERVICE ECONOMIES 


Bowser engineers have cut the cost of normal Large, flat dial windows are easily replaced if broken 
maintenance and service in the design of this new and are inexpensive. The heavy, deep-stamped steel base 
pump. All operating components are so easily and rigid bolted frame provide the stability to insure 
accessible. The snug-fitting housing is not clut- permanent alignment of working parts. 

tered with unnecessary trim. 


The common base for pump and motor unit floats on rubber 
vibration dampeners. Belt tension is maintained, noise and 
vibration eliminated. 


The improved pumping unit has a new, positive-seating, chatter- 
less nylon by-pass valve, replaceable sleeve bearings for live- 
shaft. The relieved gear body and cover plate reduce friction 
and motor load. 


A new threadless Dresser coupling between pump and meter is 
leakproof, relieves stress in connection, dampens vibration 


The suction stub connection has threadless, flexible seal and 
armored conductor. Installation is greatly simplified. The con- 
nection is leakproof. 


RIE 





Positive hose control permits The exclusive herring-bone- 
(131% ft.) long reach. Hose ex- gear pumping unit is a fine 
cends and stays without hold- example of precision manu- 
ing—retracts automatically facturing. It develops an ex- 
* within housing when nozzle tremely high dry vacuum. 


is returned to receptacle. 


BOWSER, INC. 
13016E. CREIGHTON AVE., FORT WAYNE, IND. 


ESTABLISHED 1885 
w 











Xacto four-cylinder 


—) BRAND 





meter 


provides unquestioned accur- 


acy—"‘The world’s 
widely used meter.” 


most 





CONTAINS XYZ 





ACCURATE MEASUREMENT AY ANY FLOW OF PRESEURE 


TOTAL 0 0 Oscars. 





The attractive customer brand panel appears to “float in space.” It is 
easily installed and large enough for additional line of copy such as 
“PREMIUM” or “Contains XYZ.” This newest Bowser unit is the only 


pump that permits this vital point-of-sale brand name impact on the 


cusomer. Marketing people recognize this advantage. 





AANA ww AAA VAAN 
WAVAN VANVANAAAS ASDA S 








one of the petroleum industry’s biggest headaches 


+ + « complaint of contaminated aviation fuel even though rigid checks prove 
fuel to be contaminate-free when it leaves the refinery. 


modern filter research has found the answer 


» « « and that answer is bulk filtration with Purolator MICRONIC‘ filters right at the 
point of delivery. Purolator’s modern research and engineering laboratories 
have developed the world’s finest airport bulk filtration equipment. And, along 
with it, they have developed valuable ideas for using this equipment to 
guarantee your customer relations. For details, write Purolator Products, Inc., 
Rahway, N. J., Dept. B2-71. *Registered Trade Mark 


TYPICAL INSTALLATIONS 


AT AIRPORT FUELING RACK IN SIDE COMPARTMENT OF AVIATION FUELING TRAILER 
(ten PAG-300 MICRONIC Filters) (two PAG-150 MICRONIC Filters) 


adie 
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Out Front For Profit 


Next to gasoline, Coca-Cola is the most popular item 
the service station carries.* 


And every bottle of Coke you sell puts a customer 
right where you want him—out of his car and 
in buying position for money-making TBA items. 


All you have to do is put a cooler for Coke where 
motorists want it—out front in plain sight. 


A cooler for Coca-Cola helps you build traffic 
and sales in your station and, at the same time, 
pays you an above-average profit margin. 


*From a continuing survey of over 20,000 service 
station customers. 


50 MILLION A DAY! 


“CORE” 18 A REGISTERED TRADE MARE 
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Hometown Advertising Helps You Sell 


new improved PEAK 


Watch for a sales increase this year when you 
stock the new, improved PEAK® Anti-freeze 
and economical NOR'’WAY® Anti-freeze. CSC 
brings you “Hometown Advertising” again for 
1955 because of its proven effectiveness as a 
salesmaker. Not just an “ad” campaign but a 
high-powered sales promotion campaign, aimed 
right at your customers in your local area. 

Your customers will be seeing and hearing 
about the new, improved, different PEAK 
better protection against rust and corrosion than 
any other national brand... anti-foam... won't 
seep or leak from a water-tight system. And 
there'll be reminders about high-strength, low- 
cost NOR'WAY ... the quality economical-type 
anti-freeze: 

Get ready for the best PEAK and NOR'WAY 
season you've ever seen. Order now — take ad- 
vantage of all the selling aids from CSC this fall. 


/ 


2 
§ 
¢ 
5 
6 


New, unusual, television ‘spot’ an- 
nouncements! Car owners will see them 
on leading local stations almost every- 
place where anti-freeze is sold! 


No television in your area? PEAK & 
NOR’WAY local radio spots will do a 
selling job in many such areas. 


Eye-catching newspaper ads spotted 
right on the sports pages every week to 
remind your customers to buy! 


LIFE leads off this tremendous campaign 
in full color! Your best customers will 
see it then come in to see you. 


Ads in leading farm magazines reach 
your best rural customers! 


Attractive, colorful display material! 
Yours free for the asking! Get LIFE ad 
blow-ups, big outdoor banners, window 
banners, protection charts, folders, mail- 
ers . everything you need to tie-in 
with PEAK and NOR‘’WAY advertising! 


Anti Rust 
ical Efficient 


COMMERCIAL SOLVENTS CORPORATION, New York 16, N. Y. 
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NEW suTLER 
Super City-an... 


ie : . — 
Wa "A Baggs "hia LMT. 1765 


This big-capacity truck tank cuts mileage by making several 
industrial, commercial or apartment house deliveries in a 
single trip. Costly backtracking is minimized, to make your 
long routes more profitable. 

The 3500-gallon Super City-an is only slightly longer than 
many old-fashioned units carrying less than a third as much 
The short tank has a tapered platform for easy driving in 


Manufacturers of Oil Equipment ¢ Steel Buildings 
Farm Equipment ¢ Dry Cleaners Equipment 
Special Products 


Factories at Kansas City, Mo. * Galesburg, Ill. + Minneapolis, Minn 


Richmond, Calif. + Birmingham, Ala. + Houston, Texas 
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on fuel oil deliveries, 
with 3500 gallons 
on a straight truck! 


cence “a ae nO 


narrow alleys and crowded industrial streets. 

Your drivers will save time with all of the conveniences 
that made the Butler City-an famous, such as rear controls 
Fast 100-gpm pumping and metering get your drivers on 
the way to the next stop in a hurry 

Your Butler salesman will show how a Super City-an will 
cut your delivery mileage. Call him, or send coupon now! 


BUTLER MANUFACTURING COMPANY 


7454 East |3th $t., Kansas City 26, Missouri 
954 Sixth Ave, $.E., Minneapolis 14, Minnesota 
913 Avenue W, Ensley, Bir gh 8, Alot 
Dept. 54, Richmond, California 

















Engineer checks performance of 500 gpm 
Rockwell Rotocycle meter on 4-in high test 
gasoline line in Rockwell test plant. 


NATIONAL PETROLEUM NEWS °¢ July, 1955 








severe critic 


...@arning money for you in 
the World’s Largest 

e Accounting Streamlined Mechanized controlled accounting of 
Me ter Te st Station asennad ee with Rockwell Registration System of 


This man is working for you. It’s his job and 

the job of those working with him to pre- 

prove the accuracy and durability of every 

Rockwell meter you buy. He tests your 

meters under actual operating conditions 

while measuring the same liquids they 

will handle in the field. When he says a 

meter is right for the specified service, 

you can be sure it is ready to earn money 

for you. You'll gain in greater accuracy, 

longer meter life, less maintenance, and 

lowered maintenance costs. That is why Aree eh Acewrety Yau o} cided hinds eae 
it will pay you to always make Rockwell toch leoding rock at left Bited for romete regitretion 
Rotocycle meters your preference and 

save money on every job. 


Rockwell 


ROTOCYCLE 


YOU CAN REALLY RELY ON ROCKWELL What Do You Want to Measure? Storage facilities with myltiple 
runs permit testing meters on gasoline, solvents, and fuel oils, 


ROCKWELL MANUFACTURING COMPANY °* PITTSBURGH &, PA. 


Atlanta Boston Charlotte Chicago Dallas Houston Los Angeles Midland, Texas N. Kansos City, Mo New York 


Philadelphia Pittsburgh San Francisco Seattle Shreveport, La Tulsa Canadian Gas & Oil Products Soles: Peacock Brothers Limited 
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Bank on a Vask-Force Truek 
to Cut Your Hauling Costs?! 


You'll save money on the job and be way 
ahead at trade-in time with a modern 
Chevrolet heavy-duty hauler ! 


You save with modern high-compression power—Specify a 
new Loadmaster engine . . . or the big 140-h.p. 
Jobmaster (optional at extra cost). With either 
of these highly efficient valve-in-head engines 
you get the most out of a gallon of gas. You 
accelerate fast, level the hilis that could cut 
valuable time from your schedules. And even 
in cold weather you start more quickly with 
Chevrolet’s hefty 12-volt electrical system. 
That’s a big advantage in itself—a husky re- 
serve of electrical power when you need it! 


You save with the most modern truck features your industry 
has ever seen— New standard-width frames 
more rigid with completely parallel side mem- 
bers. Power Brakes are standard on 2-ton jobs; 
other power helpers are available. Panoramic 
windshield, High-Level ventilation, softer seats, 
new concealed Safety Step—they’re features 
that make Task-Force trucks extra easy to live 
with. Driving’s less of a chore. You’re bound to 
save money when you can maintain peak 
efficiency! 

Why buy an old-fashioned truck and stand to 
take a licking at trade-in time? See your Chev- 
rolet dealer for the most modern truck money 
can buy. . . . Chevrolet Division of General 
Motors, Detroit 2, Michigan. 


NEW CHEVROLET 
mer lask-Force trucks 
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Cinclair Wins Top Awards 
for Dealer Aid Program 


Two top national awards 
have been won by Sinclair 
Refining Company for its 
Retail Plan designed 

to help dealers solve their 
marketing problems and 
increase their profits. 
The awards were made 
by the National Visual 
Presentation Association, 
in a competition 

which included entries 
from many leading 
corporations. 


L. W. Leath (right), Vice President and General Sales Manager of Sinclair Refining 


Company receives the NVPA awards from Mr. K. N. Merritt, Vice President of the 
Railway Express Agency. One award was for Sinclair's film, “Selling the Right Way vs. the 
Wrong Way”; the other was for the method of presentation of Sinclair's Retail Selling Plan 


Lubrication Services and Equipment 


The following list shows the range of subjects covered 
by Sinclair’s Retail Selling Plan — designed to build a) How to build customer confidence 

service station profits for Sinclair Dealers. Sinclair has Establishing “full profit” regulars 

made this Plan available to every one of its Represen [echnical training for more profitable lubrication 
tatives. If you would like to know more about any of 
these subjects, a Sinclair Representative will be glad 
to discuss them with you. You may find that one talk How to develop “one-stop” selling procedure 


P ¢ P 
i fit-Building Revenue Services 


with him can mean thousands of extra dollars in your [raining personnel for complete servicing 
gross income next year. 


1. Management for Profit 


sure 


Sales promotion in your own neighborhood 
Business management of a service station How to make advertising pay off 
b) Analysis of station sales potential rl 
ny . I : ». Modern Station Sales Methods 
c) Profit and loss, tax and credit control 


d) Personnel management and analysis a) How to make transient trade more profitable 
i b) Selling car-owners in your own area 

2. Stock Management 

c) Creating a selling spirit in personnel 

Recommended stocks and turnover 

b) Importance of location Explore the possibilities now call your nearest 


c) How to take advantage of seasonal sale patterns Sinclair Representative, or write to Sinclair Refining 


Company, 600 Fifth Avenue, New York 20, N. Y 


There's no obligation! 


Ask about the Sinclair TBA Franchise—featuring Goodyear, the greatest name in rubber 
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A UNITED MOTORS LINE 








DISTRIBUTED BY WHOLESALERS EVERYWHERE 
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Makes Em Top Sellers 


DELCO-REMY COMPLETE BREAKER PLATES 


MAKE REPLACEMENT EASIER, SURER 


There are plenty of customer advantages to help you sell 
Delco-Remy pre-adjusted, center-bearing type breaker plate 
assemblies . . . extra advantages, too, for the man who does 
the installing. Fact is, all he does is put the plate in the 
distributor! Contact points are already aligned, spring tension 
already adjusted, condenser mounted, and clearances already 
checked. Looking at it from the mechanic’s viewpoint, Delco- 
Remy’s complete replacement breaker plate assembly is a real 
time and work saver when servicing Delco-Remy distributors. 


And here are the mechanical advantages the Delco-Remy 
complete breaker assembly offers the customer: 


@ Scientifically spaced support bearings provide maximum 
stability under all operating conditions. @ Smooth motion 
of movable plate on molded anti-friction bearings allows quick, 
accurate response to sudden engine-speed changes. @ Built-in 
oil-retaining felt provides dependable, long-term lubrication. 

@ Chemically treated support plate increases service life by 
resisting surface corrosion and “grooving.” 


Breaker plate assembly packages are available to cover the 
original equipment replacement needs of many 6- and 8-cylinder 
late-model passenger cars from 1949 through 1955. 


See your United Motors catalogs for complete description and 
application data. Then order a stock of Delco-Remy breaker 
plate assemblies from your United Motors distributor. 


Delco-Remy 


ELECTRIYCEH SYSTENMS 


’ 


A 


DELCO-REMY . DIVISION O | GENERAL MOTORS ANDERS 
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Continental style cans 
wag a 


—_— 


f t i ae 
orecasta sunny-—\)- uture 
Today, almost every producer of waxes, polishes, oils, etc., packages in “F’’ style cans. 
With Continental “F” styles, however, you can look forward to more than sturdiness 
and convenience. Colorfully lithographed by master craftsmen, these rugged con- 
tainers give your product a bright competitive edge on crowded supermarket shelves. 

In addition, Continental spares no effort to make Tailor-Made Package Service 
as appealing as ‘‘F” style cans themselves. Whatever size you choose, from four-ounce 
to gallon, we'll deliver just the quantity you want, just when you want them. And 
like our packages, research and engineering tailored precisely to your needs are 
always available. 

Let us show you the sunny sales future that ‘“F’ style cans offer your chemical 
products, Call anytime. 


CONTINENTAL Cc CAN COMPANY 


Eastern Division: 100 E. 42nd St., New York 17 
Central Division: 135 So. La Salle St., Chicago 3 
Pacific Division; Russ Building, San Francisco 4 
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When IBA 


is your question 


RUBBER 


is your answer ! 


You’re certain to find the proper (and profitable) solution 
to your TBA problem at United States Rubber Company. 
For “U.S.” has many years of practical experience as TBA 


supplier to leading oil marketers. “U.S.” provides a variety 
of full lines of highest-quality TBA products, all with top 
public acceptance. “U. S.”” maintains the world’s finest rub- 
ber research and development facilities. And above all, 
“U.S.” is dependable, assuring you a strong, stable source 


of TBA supply. 


Write Oil Marketer Sales Division 
T © 1 | 
United States Rubber Company 
1230 Avenue of the Americas, New York 20, N. Y. 
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INTRODUCING: 


A true multipurpose — 

additive which sets a 
new standard of gear 
lubricant performance. 














OMA 


CHEMICALS ~ PLASTICS 


SERVING INDUSTRY. WHICH SERVES MANKIND 


A NEW DEVELOPMENT —Santopoid 44 combines in one 
additive the best performance characteristics of several 
separate additives that are efféctive only in limited 


applications. 


Santopoid 44, incorporated in quality base oils, meets 
increasing automotive demands for a Superior Multi 
purpose Gear Lubricant. 


1) HIGH SPEED—SHOCK LOAD PASSENGER CAR PROTEC- 
TION Lubricants compounded with Santopoid 44 pro 
vide complete final drive gear protection under the 
most severe road test and laboratory conditions not 
only in the SAE 90 grade but in the SAE 80 grade as well. 


Field experience proves Santopoid 44 suitable for 
I 

proper protection of late-model high-output passenger 

car hypoid gears. 


2) HIGH-TORQUE TRUCK AND BUS PERFORMANCE— 
Field experience proves Santopoid 44 gives better high 
torque, low-speed protection without compromising 
superior high-speed performance. Heavy equipment is 
protected even when performing the most severe off 
highway service. 


3) LUBRICANTS CONTAINING SANTOPOID 44 MEET CUR- 
RENT MILITARY SPECIFICATIONS With this true multi 
purpose additive, lubricants pass all current military 
requirements for Homogeneity, Miscibility, Compati 
bility, Storage Solubility, Copper Strip Activity, and 
greatly exceed performance requirements. 


Monsanto also produces these other quality additwes for 


the petroleum industry: 


Pour point depressants Corrosion inhibitor for distillate fuels 


Motor oi! antioxidants Sludge inhibitor for fuel o 
Viscosity index improver Cutting oil additive 
Gear lubricant additives Inhibitor detergent combinations for 


fut e 


Motor ot! detergents premium and heavy-duty service 


WRITE TODAY for full technical information on 
Monsanto Santopoid 44 tt MONSANTO CHEMICAL 
COMPANY, Organic Chemicals Division, Box 487-R-5, 


St. Louis 1, Missourt. 
1: Rey Pat. Off 








reports J. D. Rockett ROCKETT’S SHELL SERVICE Memphis, Tennessee 


“This is my first venture into the service station business. When 
| took over this station, everyone told me that the best and 
fastest way to build steady customers was through my lubrica- 
tion department. And they all agreed that Lincoln was the 
lubrication equipment to do faster, better jobs. 


“Now | know what they mean! In a short time, I've seen how 
easy it is to keep customers coming back for top-notch lube 
jobs. I'm glad | got started with Lincoln.” 


(signed) J. D. Rockett 
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mco/n lube jobs 


You can build business... 


with a modern, fast-working 
Lincoln Lube department. Every car 
on the rack gives you a chance 

for extra service sales. See 


for yourself 


The man with the plan 


ae eee To LINCOLN ENGINEERING CO. 
his business-building 5702-74 Natural Bridge Ave., St. Louis 20, Mo. 
lubrication department 
was Les Morgan, : Please send me free booklet ‘Path To Profits In The Lube Room 
jobber salesman from 
Ozburn-Abston Co 3 Name 


Company 





Address 
City Zone State 
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Some secrets of winning 


EW CUSTOMERS 


How Skelly wins them...how Skelly keeps 
them... with one of the most startling and 
positive offers ever made to motorists! 





Today Skellymen are winning thousands of new customers 
with these statements only a Skellyman can make! 








TO WIN NEW GASOLINE CUSTOMERS: 


WE GUARANTEE 10% 
MORE MILES OR 10 





Every Skellyman can now guar 
antee 10% more mileage — or 10 
gallons free when customer 
switches to Skelly Supreme Gaso 
line and Motor Oil. Isn't this the 
kind of strong selling you'd like 
to use to win new customers? 





TO WIN NEW MOTOR OIL CUSTOMERS: 


WORLDS LOWEST 
CONSUMPTION 








Never before has the complete 
superiority of a motor oil been so 
schenttinneed by its competitors! 
Performance being claimed today 
for so-called “new” multi-grade 
motor oils was surpassed by 
Skelly Supreme over 5 years ago! 


How Much Is A New Customer Worth To You? 


Skellymen will tell you he’s worth 
plenty. And they should know 
Because Skellymen are “new cus 
tomer” conscious these days—as a 
result of one of the most startling 
and positive offers ever to pull a 
“stranger” across the driveway 


A guarantee of 10% more gas- 
oline mileage — or 10 gallons 
free (when motorist switches 
to the Skelly Supreme “Power 
Pair’ —both gasoline and 
motor oil for 30 days!) 


Actually, there is no “catch” or 
gimmick to this offer, Skelly guar 
antees 10% more mileage only 
because Skelly products can bac 
it up. Recognized oil industry 
testing methods prove it! 


eames 
Shouldn't you be enjoying power- 
ful selling advantages like those 
above? Then, write today for the 
full story on how easily—and profit 
ably, you can be a Skellyman, too! 


on 
‘SKELLY 7 
J 


You get more customers...you make 
more money with a Skelly Franchise! 


WRITE, WIRE OR PHONE 


SKELLY OIL COMPANY 


P. O. Box 436, Kansas City, Mo 


Division Offices: Kansas City - St. Paul - Omaha 
Cedar Rapids - Chicago - Tulsa 
Wichita - Denver - Dallas 





TO WIN NEW LUBE CUSTOMERS: 


1000 MILE MONEY BACK 
WRITTEN GUARANTEE 


> 


Skelly vigorously promotes its 
famous Greasemaster Lubrication 
Plan. No other oil company offers 
more help to its dealers, or a 
more effective promotion to win 
those profitable lube customers— 
and keep them coming back! 








Powerful Advertising 
helps Skellymen 
win new customers 


® Radio—Alex Dreier, with 
the First Network News 
Analysis of the Day. 28 
NBC stations, Monday 
through Saturday 


Radio — Lloyd Burling 
ham, ‘“‘This Farming 
Business.” 28 NBC sta 
tions, every Sat. morning 


TV—top rated half-hour 
shows in 15 key markets 
in Skellyland 


Newspaper—large space 
ads in 58 dailies through- 
out the year. Plus, special 
fuel oil campaign 


Farm publications—con 

tinuing campaign in 12 

major farm papers. 
PLUS traffic-building . . . 
© Highway signs. 


® Point-of-purchase dis- 
plays. 
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editorially speaking =" 


Don’t Push the Little Man Off the Roads 


Unless specific protection is written into the 
law, the small oil marketer is in danger of being 
kept off the highways. The national highway pro- 
gram being considered in Washington lacks pro 
visions for him. 

President Eisenhower's multi-million dollar 
highway program “is silent with regard to free 
enterprise.” That’s the description used by John 
Harper, elder statesman of the National Oil job 
bers Council, testifying in Washington 

The American Petroleum Institute has called 
for “specific guarantees’ 


limited 


for gasoline marketing 


on any access roads 
Experience shows that the little businessman 


finds it almost impossible to sell his products on 


Common Language 


Industry Statesmanship at 


July 


1955 


NATIONAI 


The term “distributor” will replace “jobber 


if the industry accepts a glossary adopted by the 
American Petroleum Institute. 

To simplify the confusion of terms prevalent 
in marketing, API worked out a brief list. Be 
cause “jobber” is one of various terms used 
synonymously from region to region, it gives way 
(Story on p. 72.) 


It’s too bad that a place couldn’t have been 


to “distributor.” 


found for the time-treasured term “jobber.” But 
API's study group feels that its recommendations 


Jobbers were in a mood to take punitive action 
against major oil companies. When they gathered 
in St. Louis for the National Oil Jobbers Council 
meeting, they 


were angry over continued com- 


mercial account price-cutting. They blamed the 
majors 
them move to 


attack the depletion allowance 


A strong bloc of sparked a 
The depletion al 
economic factor for 


integrated companies, also for 


lowance is a vital major 


large and small 


oil producers 


PETROLEUM NEWS 


limited-access roads. Usually the concessions are 


operated on a monopoly or limited-franchise 


basis. This, in effect, pushes the litthe man off 
the road 
A proposal by Mr. Harper deals with the prob 


lem of fostering a competitive situation. Mr: 
Harper suggests that connecting service roads be 
built at intervals along limited-access roads, Com 
petitive service station facilities and other busi 
ness outlets would be built on private property 
fronting the service roads parallel to the high 
ways 

[his arrangement has been practiced success 
fully in some regions. It deserves the support that 


will transform it into reality 


are more appropriately 


And 


members of the general committee voted for the 


descriptive jobber 
new classifications 


So firmly is “jobber” fixed in an oil man 
language, it will be hard to expunge. The API 
doesn't expect overnight acceptance of the 


terminology, but is hopeful that companies will 
iccept it gradually 

The objective is sound: A common language 
for oil marketers. The industry vocabulary should 


benefit 


Work 


Ihe attack was forestalled by Otis Ellis, NOJC 


general counsel and himself a bitter critic of 


A tion 


based on vindictiveness was not sound. (2) Such 


major-company practices. He asserted :(1) 


action would harm other small business men (the 


little producers). His eloquent argument pet 
suaded the delegates to return the resolution to 
the committee. (Story on p $4.) 

Mr Ellis gave a 


statesmanship that | i 


demonstration of industry 


worthy model for all 


segments of the industry 





National 
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News How API Marketing Men 








M. M. BECKES, chairman of Operations and En- 
gineering Committee (Socony Mobil, New York 
City 


RUSSEL S. WILLIAMS, Jobber Advisory 
Committee (Gaseteria, Inc., Indiana- 
polis) 


&. J. LANGHAM, coordinator, 
Marketing Training Council (Sun 
Oil, Philadelphia) 


FRANK R. MARKLEY, chairman of Marketing 
Personnel Training Committee (Sun Oil, Phila- 
delphia) 


JOHN HARPER, chairman of Job- 
ber Advisory Committee (Harper 
Oil Co., Long Island City, N. Y.) 


J. G. JORDAN, API vice president for 
marketing (Shell Oil, New York City) 


Cc. WYLIE STALTER, Marketing Personnel . CHARLES H. ARNOLD, Jobber Advisory 
Training Committee (Coastal Oil Co., Savan- : Committee (Haggart’s Service, Inc., Fargo, 
nah, Ga.) N. Dak.) 

R. W. HIRD, Operations and Engi- 

neering Committee (Continental Oil, 

Houston) 
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industry news —fj 


Tackle Industry Problems 


@ API's marketing meeting ts closer to you than you think 

Only a fraction of the nation’s oil marketers attended the mid-year meeting 
of the American Petroleum Institute Marketing Division at St. Louis (550 
of them). But they represented most of the majors, many jobber segments, 
some commission agents and several strong dealer groups. They took action 
likely to be useful to marketers all over the nation 

So while the St. Louis meeting seems remote to a big-company division 
manager in Minneapolis, or to a jobber in Port Angeles, Wash., or to a fuel 
oil distributor in Pittsfield, Mass., or to a terminal operator in Charleston, 
S. C., or to a commission agent in Kilgore, Tex., its influence reaches 
Minneapolis, Port Angeles, Pittsfield, Charleston and Kilgore. Here are 
some of the projects being undertaken: 


COMMISSION AGENTS e What problems, not covered 
N. L. TURKEVICH (Continental Oil, A survey of relations between com does the agent have? 
Houston) left, and LEWIS E. DUFTY mission emate end thelr eunaiioss te e What changes would the agent 
(American Oil, Baltimore)—both of ‘ ppiier 
Marketing Research Committee being prepared. Object is to determine 
the problems and viewpoints of agents MARKETING EFFICIENCY 
API's new Commission Wholesale 
Marketers Committee can use that 
information in working on commis of the most chal NEWS from 


lenging projects Is 
sion-agent problems 


: to measure mal St. Louis Pie © 
Survey findings would be tabulated k , “ , 
: ’ ‘ting efficiency » ® 
to provide a summary of agents’ opin ; WEOre OF PALCS 


A new field in 
ions and to reveal to companies the ho = 14, 77, 80 
marketing re 


make if he had the chance? 





Object of one 





opinions of their own agents. Respond 





search, this 1s 
ents to the questionnaire will be 


synonymous just now being explored. Standard of 


California has already begun col 
Ihe questionnaire is now being 


drafted and will be submitted to the 
annual API meeting in November be 


lecting data to find out which opera 
tions are making money and how 
fore the survey starts much (June, 55, NPN, p. 81). Find 
I W. Burton, Gulf commission ings will be the basis of changes in 
operations to improve profit situation 
Scope ol APIs project would b 
even more comprehensive. The subject 


marketer in Decatur, Tex., said during 
a committee discussion of the survey 


M: » “y v 
ROBERT H. COLLACOTT, vice chairman of faybe this survey will bring us 


Marketing Research Committee (Standard closer together and eliminate some 
of Ohio, Cleveland) suspicion.” - 
! 


' management in measuring th 
Frank A. Watts, Humble sales ex ‘ ; 
ciency of marketing activity 


will be something like technique 
and procedures useful to marketing 


ecutive and committee chairman, ob 
served, “You mean you think this LUBE OILS 
would open up communications be 
tween suppliers and agents?” Yes, said 
Burton 


\ plan to dk velop annual 
data on lubricating oils is b 
pared. API put up $10,000 for thi 
Some of the points likely to be ex project and ordered the Marketing R 


plored in the survey: search Committee and the Lubri 


e Frequency of contact between Committee to prepare a surve 
supplier and agent. tionnaire for distribution by th 
e Agent's opinion of dealer meet partment of Commercs 
ings 
© Agent's opinion of training pro AUTOMOTIVE WOES 
“ge - grams An increasingly nagging problem 
we, ~ © Agent’s opinion of direct il the difficulty service station emplo 
pinion il ma i | 
J. A. WINGER, Operations and Engi- Campaigns. have in servicing late-model automo 
neering Committee (The Texas Co., e Agent’s opinion of supplier’s n: biles. API appointed a committee t 
New York City) tional and state advertising establish liaison with car manufactul 
e Does the agent think supplier is ers. Object will be to make sure th 
doing all he can to maintain business? car-makers are famaliar with 
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station problems caused by automo- 
bile design. 

Members of the committee selected 
from the Service Station Advisory 
Committee are L. J. Hoar, Sinclair 
Refining, New York City; Samuel 
Rosenwasser, Brooklyn; and William 
Savage, Detroit. Rosenwasser and 
Savage are dealers 


EVAPORATION LOSS 


Details of a Texas experiment to 
ascertain changes in gasoline stocks 
were reported by J. E. Niland to the 
Operations and Engineering Commit- 
tee. The experiment grew out of a bill 
sponsored by Texas service station as 
sociations requesting that billings be 
based on 60 deg. F 

The experiment has been designated 
“Service Station Stock Variations 
Study.” It is more than a temperature 
test because other factors are being 
studied. As Niland explained, the ob 
ject 1s to find out what happens to 
gasoline that is stored underground 

Fifty-three stations are being used 
(37 major company and 16 private 
brand), divided proportionately in five 
temperature zones, About half of 
them pump more than 15,000 gal. per 
month and half under. They vary as 
to size, age, types of driveways, mate 
rial and depth of tanks 
canopied, and some are not. All deal 
ers are career men with at least five 
years service, 

Ihe suppliers agreed to arrange the 
test facilities. Both supplier representa 
tives and dealers took indoctrination 
tests, Four seals were placed on the 
pumps. 

No data about volume delivered 
compared with volume billed will be 
issued until the test is completed. The 
year-long test is in its ninth month this 
July. Findings may not be released 
until early next year. 

“We feel that when the test is com 
pleted, we are going to have factual 
data,” said Niland, “The data should 
satisfy the problem so that it shouldn't 
be a legislative matter.” 


JET FUEL 


M. M. Beckes, chairman of the Op 
erations and Engineering Committee, 
proposed that the group spearhead a 
drive to study the handling and stor 
age of jet fuel. 

Describing handling and storage as 
“very hazardous,” Beckes said the ob 
jective would be a recommendation 
“that will minimize the hazards.” 


BIBLIOGRAPHY 


Some are 


A bibliography of oil industry pub 
lications On marketing operations and 
engineering problems will be released 


40 


by API. 

Object of the Operations and Engi- 
neering Committee is to develop in- 
formation on distribution, storage, 
warehousing, deliveries, maintenance, 
safety and general operational effi- 
ciency. The committee will make the 
information available to jobbers, deal- 
ers and other marketers throughout 
the U. S. 


JOBBER CONTINUITY 


Standard of California analyzed 22 
jobberships and found that 14 were 
set up as COMpanies, two as CO-Opera- 
tives, two as partnerships and four as 
individuals. The individuals had given 
no consideration to continuity. 

Howard R. Cuyler, Standard’s man- 
ager of wholesale sales, described the 
jobber class as a very important seg- 
ment of business. During a panel dis- 
cussion of the Jobber Advisory Com- 
mittee, Cuyler said continuity can be 
solved this way: 

e Training an individual to keep 
an organization alive. 

@ Development of an organization 
that can carry on after the proprietor’s 
death 

Standard of California, he says, 
secks to get the jobbers to allow Stand- 
ard to train the younger people and 
tries to persuade the jobbers to handle 
only the Standard branded line. 

“Now we're in a completely differ- 
ent market,” remarks Cuyler. “The 
jobbers, to maintain their position, are 
looking to their suppliers to pick up 
the slack. If you make it branded only, 
your supplier is more inclined to 
help.” 





On the Cover... 


Pictured are API Marketing 
Division men in action at the 
general session and at earlier 
committee meetings. 

At left in big picture are J. G. 
Jordan of Shell (standing), and 
Howard G. Vesper of Standard 
of California. 

At top right is M. M. Beckes 
of Socony Mobil 

Three jobbers in the picture 
below are (left to right) Charles 
H. Arnold, Fargo, N. Dak.; 
J. P. Gwaltney, Durham, N.C.; 
and John White, Charleston, 
S.C. 

Below them is Robert H. Col- 
lacott of Sohio. 

Next are J. L. Wadlow of 
Shell (left) and Ted O. Groebl, 
jobber of Big Spring, Texas. 

At bottom is Dwight Benton 
of Indiana Standard. 











J. Parks Gwaltney, jobber, Gwallt- 
ney Oil Corp., Durham, N. C., de- 
scribed an insurance trust sales agree- 
ment to provide continuity for his 
partnership. Under this agreement, 
both owners are insured. When one 
associate dies, the other must buy all 
of the decedent’s stock, giving the 
widow a substantial income without 
waiting for liquidation. Insurance pro- 
vides the survivor with money to buy 
the stock, thus guaranteeing con- 
tinuity. 

William W. Milier, jobber, Major 
Petroleum Co., Philadelphia, said his 
company has provided for continuity 
through personnel development. All 
senior department heads are under- 
studied by juniors. Two junior execu- 
tives are being trained to succeed Mil- 
ler and his partner. 


FUEL OIL 


Two new projects are being under- 
taken by the Fuel Oil Committee: 

e Check the possibility of having 
an all-purpose chimney — one that 
uses any fuel — included in national 
and local building codes. 

e Study the possible threat of elec- 
tric home-heating to the heating oil 
market. 

J. A. Collins of Frontier Oil Refin 
ing Corp., Buffalo, N. Y., heads the 
chimney subcommittee that will “ex- 
plore” the chances for the all-purpose 
chimney along two lines: 

It will try to get the National 
Fire Protection Assn. to revise its na- 
tional building code, which now covers 
the Type A chimney and the Type B 
gas vent. Previous industry efforts to 
get similar changes made were aimed 
at Federal Housing Administration 
and Veterans Administration. But 
these government agencies said they 
couldn’t act as long as NFPA sanc- 
tioned the use of either type. 


ACCOUNTING MANUAL 


Service Station Advisory Commit- 
tee is printing 25,000 copies of a sta- 
tion accounting manual to be dis- 
tributed to dealers by supplying 
companies. The manual will be 
“dressed up” for greater appeal to 
dealers and will sell for $1.50. 

rhe big job is to get the dealers to 
use it, committee men said. 





More information from the 
Jobber Advisory Committee on 
pp. 77 and 80. 





The next mid-year meeting will be 
held next May in Atlanta and the 
1957 meeting, in Atlantic City = 
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OR A JOBBER 


(like Tom L. Strong, Strong 
Oil Co., Selma, Ala.) 


You’re Probably Interested in... 


What the Lease Talk Is All About 


THE ISSUE: Should dealers be given longer-term 
service station leases? Long-term advocates fa- 
vor three- to five-year contracts over the custom- 


ary one-year leases. 


HREE MAJOR USS. oil com- 

panies have adopted longer-term 
leases—Atlantic Refining Co., Stand- 
ard of Indiana and Richfield of Cali- 
fornia. 

Two other major American 
panies are reported on the verge of 
sponsoring a longer term lease policy, 
but they haven’t announced their 
intentions publicly 

Iwo Canadian companies have 
started giving longer leases, but their 
identity has been made public 
yet. 

Eagle Oil & Refining Co. a small 
integrated company that markets 
through Golden Eagle outlets on the 
West offering long-term 
leases, 

Officials of 16 major t 
are prepared to hold a series of meet- 
ings with leaders of the National Con 
gress of Petroleum Retailers. NCPR 
is the prime mover in the campaign 
for longer leases. Object of the meet- 
ings is to discuss NCPR’s proposal 
that a_ three-year the 
standard one-year 


com- 


not 


Coast, 1s 


S. companies 


lease replace 
agreement 
Iwo points stand out in the con- 
protection and prestige 
proponents 
would 


troversy 
Long-term 
extended 


argue that 


leases protect the 


July, [95S NATIONAL PETROLEUM 
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THE CIRCUMSTANCES: The matter 
this time perhaps more extensively than ever 
before. So marketing management will be watch- 


industry news a } | 


is up again, 


ing developments closely. 


dictation and 
Suppliers 


dealers from 
summary rent 
take sharp issue there 

Long-term claim that 
dealers would be more encouraged to 
increase their investments if they were 
protected by long leases. Most 
pliers accept that point 

Long-term supporters contend that 
extended would 


economic 


increases 


advocates 


sup 


leases enhance a 


IN A NUTSHELL... 
What They Say About Long-Term Leases 


PRO 


Desire—Dealers want the 


independence—would gain it. 


Control—Company dictation would 
be removed. 


Rent—Rate increases would be 


averted. 


Equipment—Dealers would 


more and better. 


buy 


Dealers—Betier men would be at- 
tracted. 


Failures—Would be reduced. 
Turnover—Would be reduced. 


Morale—Would be enhanced 





dealer's prestige, yielding twin benefits 


higher dealer morale and a more at 
tractive business for other good men 
This, cut 
dealer the 
management problems in retail mar 
keting. Many think 
the problem is that clear-cut 

Dealers at Bat——Shots for this year's 


long-term fired 


they believe would down 


turnover one of sorest 


suppliers don't 


lease Campaign were 





CON 


Not necessarily. Many good deal- 
ers don’t. 


Dealers already have it. 


Dictation is illegal and not sanc- 
tioned by managements. 


Wouldn't be affected. 
Agreed. 


Perhaps. But term is not a prime 
factor. 


Term is not a prime factor. 
Term is not a prime factor. 


Good dealers have good morale 











fj industry news 


in April by William D. Snow, counsel, 
and John W. Nerlinger, Jr., secretary 
of the NCPR. Appearing before the 
Subcommittee on Distribution Prob- 
lems of the House Small Business 
Committee, in Washington, they 
charged that suppliers were exercis- 
ing “economic feudalism.” 

Snow said that lease cancellation 
threats are used by major suppliers to 
control prices illegally, to foment 
price wars and to compel “exclusive 
dealing.” (“Exclusive dealing” is pro- 
hibited by the Federal anti-trust 
statutes). 

One-third of all station operators 
fail every year, Snow claimed. 

Nerlinger voluntary 
abolition of one-year leases. That fail- 
ing, he suggests legislation that would 
provide for divorcement or fix the 
terms upon which retail facilities may 


advocated 


be leased 

Nerlinger’s statement was peppered 
with such phrases as “incessant en 
“bullying 
ruthless 


croachment and dictation,” 
suppliers,” “system of 


dispossession,” “lease domination” and 


“economic feudalism.” 

Quick to reply, representatives of 
major suppliers refuted the charges. 
C. J. Guzzo, vice president in charge 
of domestic marketing, Gulf Oil Corp., 
said price wars are costly to the 
majors, The charge that majors force 
dealers into price wars by threat of 
cancellation is ridiculous, he told a 
House Small Business subcommittee. 
“Whenever these price wars break 
out,” he said, “we are faced with the 
necessity of saving our dealers’ eco- 
nomic lives.” 

It becomes apparent that lease terms 
constitute one phase of the running 
problem of supplier-dealer relations 


TYPES OF LEASES 


Both Atlantic and Richfield write 
three-year Indiana Standard 
offers two to five-year leases. Sohio, 
with a flexible program, has leases 
ranging from six months to 12 years 

Longer-term leases are contingent 
on dealer performance that satisfies 
the supplier. Typical of the long-term 
lease is Richfield’s: Three-year leases 
are granted to dealers who have been 
with the company at least two years 
and who have maintained the station 
property to Richfield’s 
4 dealer may terminate a lease by 
giving seven days’ notice 

Since Richfield began offering the 
three-year contracts in December, 
1953, only a few dealers have been 
disqualified for property neglect. 
About half its 3,600 dealers are on 
three-year leases. 

“Model” Lease 


leases, 


satisfaction 


NCPR has drafted 


1? 


a model lease that it is trying to per- 
suade suppliers to adopt. Based on the 
Richfield contract, it calls for a three- 
year term with a three-year option. It 
provides for security against cancella- 
tion except for “a breach of sub- 
stantial covenants.” 

NCPR’s model lease also contains 
these features: a fixed-fee rental in- 
stead of one based on gallonage. 

One-Year Lease—-For many com- 
panies, the standard one year lease is 
the favorite. The marketing executive 
of a major Eastern company says, 
“We use the one-year lease because 
it 18 most Convenient. 

“The one-year term permits early 
adjustment of rents on fast-growing 
suburban spots. Sudden population 
spurts, new school taxes, and so on, 
sometimes bring a sharp rise in prop- 
erty values. But we don’t try to get 
more money unless we can present 
sound evidence of increased value, 
of a kind the dealer can recognize. 

“We have no objection to giving 
an established dealer who has been 
with us a long time, a lease for three 
years. We have requests like that 
once in a while. We got two in the 
last few months and both were ap- 
proved 

“We need the short-term lease as a 
protection in metropolitan areas. 
There we are most likely to take on 
a dealer who turns out bad for a 
number of reasons. If we were com- 
pelled to grant longer terms we would 
need higher minimum rentals. Other- 
wise we would be left holding the 
bag on a piece of property costing us 
perhaps $500 a month, while the 
dealer went into the used car busi- 
ness and let the gallonage slide way 
off. We are not in the real estate 
business. We want to sell our petro- 
leum products.” 


WHO DEMANDS THEM? 


NCPR is the driving force behind 
the three-year 

A top major company marketing 
executive declared that “a small 
minority of younger men” are the 
most vocal advocates of longer leases 

Another major, which prides itself 
on a large corps of veteran dealers, re- 
ported that almost all long-time deal 
ers are still operating on one-year 


lease. 


leases 

James W. Ross, assistant general 
mapecer of sales at large for Indiana 
Standard, questioned whether dealers 
evatiy want long-term leases. Indiana 
S¥ndard offers leases running from 
two to five years. Even so, “a large 
majority” of company dealers have 
expressed no interest in such leases 
but are “perfectly content” to go ahead 


on year-to-year leases, Ross says. 

“We haven't been conscious of any 
dealer pressure for longer terms,” says 
the marketing executive of an East 
Coast major. “We give longer terms 
to an established dealer who asks for 
them providing we see no_ future 
complications.” 

Still, the fact that three majors 
have gone for them, that two other 
multi-state marketers are eyeing them 
and that 16 majors are willing to dis- 
cuss them indicates that the issue is 
a live one. 


RENT RATES 


One argument advanced for the 
longer lease is that it would protect 
dealers from rental increases when 
the contract is renewed. 

Suppliers reply that a higher rate 
would be written into a long-term 
lease to safeguard the company. 

Typical comment of a_ big-com- 
pany executive is this: “To justify 
longer leases dealers will have to 
commit themselves to higher rentals 
on some kind of a flat rate basis. We 
would have to look ahead three years 
and try to estimate what a fair rental 
might be over that period. I believe 
that dealer groups that are agitating 
for longer leases recognize that they 
have to give something too.” 

Commenting on rent increases, an- 
other major marketer says, “Often a 
new dealer is started at a rental rate 
less than enough to realize a 3% re- 
turn on the station investment, with 
the hope of getting a higher rate as 
station volume builds up. Often the 
location will be a fringe area, such as 
new residential community, or along 
a new highway. 

“For example, suppose a dealer is 
started at $250 a month in a station 
where the investment requires a $400 
rental. Later if the business grows as 
expected, the station should return 
a higher rent. Even where the dealer 
seems to agree in advance he may 
later complain when the supplier asks 
for more rent. 

“In any event our company does not 
make a profit out of station real estate 
Probably, if anything, we do not re 
cover our full costs.” 

From one of the companies con- 
sidering longer leases: 

“Longer term fixed, 
uniform rental could only be written 
for established stations in communi- 
ties where property values have been 
stable for a long time. For newer 
spots it may be possible to work out 
some kind of a graduated rent sched- 
ule, say $250, $350, $350, for a three- 
year lease.” 

Rental rates vary from 1.5¢ to 2.25¢ 


leases at a 
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per gal. Gone is the penny-a-gal. 
figure with the nickel cigar. Average 
rates include 1.6¢, 1.65¢ and 1.75¢. 
Higher real estate and building costs 
have shoved up rents. 


COERCION 


Suppliers are very sensitive about 
charges that they threaten eviction to 
keep dealers in line. As independent 
businessmen, dealers are not subject 
to supplier directives, says the law. 

These charges enter the field of 
“exclusive dealing” (i.e., an arrange- 
ment whereby a dealer buys all re- 
seller products from one supplier 
only). That’s against the Federal anti- 
trust laws and is a vast subject by 
itself. 

Briefly, though, long-term 
lease advocates believe that longer 
contracts would eliminate coercion 
Top managements declare that they 
don’t knowingly sanction coercion and 
attribute cases of it to employee zeal 

A major company sales official 
says, “Our division and district of- 
fices tell the dealers what they think 
should be done to get more business 
and make more money. Some small 
per cent of dealers are going to resent 
that. But I think we have to keep on 
trying to make better business men 
out of them anyway. But if a dealer 
is getting good results, making the 
station pay for him and for us, we 
would never want to cancel his lease 
because he didn’t follow some of our 
ideas. We would have rocks in our 
head to do that.” 

Another big-company marketer 
remarks, “The field men at times may 
use threats in one form or another 
instead of spending 30 minutes to sell 
the man. That’s because they are 
human and it’s their job to get the 
business. If we got the men together 
and held a ‘prayer meeting’ on the 
subject of no coercion, the men would 
backtrack so far they wouldn't sell 
anything. 

“There is also a difference between 
persuasion and coercion, and_ the 
dealer easily confuses them. Then, 
too, a handy way for dealer to turn 
down some outside salesman he 
doesn’t want to listen to is to make 
the excuse that his supplier won't let 
him buy whatever the salesman is 
trying to sell.” 


THE DEALER 


Several factors revolve around the 
dealer, as a beneficiary of longer 
agreements. 

Security—It is generally agreed that 
the assurance of a long lease would 
tend to encourage a dealer to buy 
more and better equipment 


some 
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George R. Miller, retail sales mar- 
ager for Richfield of California, says 
the three-year plan gives the dealers 
a better base on which to plan their 
merchandising program and to build 
their business. 

“It gives them a feeling of security 
and us a feeling of security, too,” he 
says 

An Eastern marketing 
comments, “Personally, I can see 
why dealers are looking for more 
security. Everybody is, and besides, 
operating a service station today is 
getting to be a pretty big business 
rhe investment is larger and the deale 
wants some assurance of permanence 
You can’t hate him for that.” 

Quality—-One argument is that a 
better grade of men would be attracted 
to dealerships by long-term contracts 

Most major company marketers are 
unwilling to reduce a long, mean 
problem to that simple solution. They 
believe that the problem of getting 
and keeping good men goes well be 
yond the length of a lease 

A West Coast major company ex 
ecutive declares, “The guy who drops 
out of a short lease will drop out of 
a longer one. Our biggest problem 
will still be to find the right man. | 
don’t see how a longer lease can help 
anyone. We don’t have enough con 
trol over dealers now for their own 
good. We can’t make them do the 
things that would help their business.’ 

Morale—It is argued that the 
prestige resulting from a long busi 
ness agreement would stimulate dealer 
morale. That draws a not-necessarily- 
so retort from suppliers who contend 
that their 
morale. 

Turnover and Failures 
acknowledge that dealer 
high and is a constant problem. But 
they doubt that longer leases would 
reduce turnove! 

Suppliers attribute only a_ portion 
of turnover to business failures. And 
they question NCPR claims that a 
third of dealers go out of business 
every year. 

J. W. Ross, Indiana Standard, said 
that dealer turnover in his company 
was about 19% in 1954, but only 2% 
was due to financial failure. S. H 
Elliott, Sohio marketing vice presi 
dent said that less than 14% of 
Sohio’s dealers quit annually 

A major company marketing head 
disputing the one-third turnover claim 
commented, “It couldn’t possibly be 
true of all Often 
some one station will undergo several 
changes of dealers within a year. Our 
studies also show there are 
other reasons for a dealer quitting be 


executive 


good dealers have good 


Suppliers 
turnover 1s 


service stations 


many 
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sides failure. A new man may enter 
the field and not like it. Or a man may 
run a station for a long term of years 
and may quit for example, because 
he or his wife object to the long hours. 

“There are other cases where rea- 
sons of preference, or the health of 


the dealer or some member of his 
farauly may induce him to sell out in 
one place in order to go into business 
in another part of the country. These 
are all included in the total dealer 


turnover, but are not cases of failure.” 


JOBBER POSITION 


The majority of oil jobbers and 
consignees also use one-year leases 
Also like the major suppliers they are 
skeptical about the value of longer 
terms. 

A typical oil jobber in the South- 
west says all jobbers have so much 
trouble finding dealers that no good 
dealer has to worry about cancella 
tion. Instead it’s the supplier who has 
to worry about keeping him 

More important, they feel, is the 
development of mutual trust and 
confidence 

They say no lease ts necessary if a 
jobber does this: works closely with 
helps them solve their 
presents new 


his dealers 
problems; constantly 
sales programs and aids and func 
tions with the dealer more or less as 
With such a relationship 


neither the jobber nor the dealer has 


a partner 


any fears about the continuation of 
their agreement 

A prominent 
don’t think any supplier is having too 
demands from 
long-term 
knows he 


jobber observes ig 


many complaints or 
his efficient dealers over 
leases. The good dealer 
doesn’t have to worry. It’s the ‘cats 
and dogs’ who are more interested 


in getting longer leases.” 


HISTORY 


About five years ago, NCPR opened 
its campaign for longer-term leases 
by writing to the major companies 
asking for an opportunity to discuss 
the subject. Three companies acknowl 
edged the letters, said John Nerlinger, 
Jr.. NCPR secretary. They said they 
preferred to negotiate directly with 
their own dealers on an equitable basis 
without association assistance 

In 1953, a liaison committee formed 
by NCPR and the National Oil Job 
bers Council studied the 
Meanwhile Atlantic Refining pio 
neered the three-year lease 

On Dec. 20, 1954, NCPR again 
lettered the All but one re- 
plied, and each indicated the com 
pany was willing to discuss long-term 
leases with NCPR representatives. @ 


situation 


majors 


14 
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NOJC to Expose’ Consumer Account 


Jobbers Will 'Name Names.’ But Attack on Depletion Allowance Is Postponed 


“I am sick of seeing this industry 
take advantage of jobbers’ attempts to 
be co-operative and solve problems 
within the industry. There seems to be 
an all-too prevalent opinion among 
the supplying group that it is enough 
if they can maneuver in some way to 
subdue jobbers’ complaints to the point 
of restraining their actions just this 
side of seeking legislative or legal 
relief/—rather than to make an honest 
effort to solve the problems underly 
ing those complaints.’—Otis Ellis, 
general counsel, National Oil Jobbers 
Council 


()''s ELLIS was talking 
commercial accounts when he 
said that at National Oil Jobbers 
Council’s May meeting in St. Louis 
His words expressed a deep under 
current of bitterness among many job- 
bers across the country who feel they 
have been “outmaneuvered” by sup 
pliers for too long. And the 150 rep 
resentatives of NOJC( 
ciations who heard Ellis speak at St 
Louis decided it was time for action 
e They approved a plan for pub 
licly exposing companies with com 


about 


member asso 


mercial account “malpractices.” 

e And they came close to starting 
a campaign for a cut in the oil deple 
tion allowance, convinced that crude 
profits are used to subsidize consumer 
sales and other marketing operations 


SPOTLIGHT ON OFFENDERS 


NOJC decided on its policy of nam 


ing the names of commercial account 
offenders after hearing Chairman John 
White and General Counsel Ellis. 
White recalled that he has been iden 
tifying suppliers that undersell their 
jobbers, and added: “I intend to con- 
tinue this policy unless the member- 
ship instructs me to the contrary.” 

Ellis had suggested that member 
state associations “turn the spotlight 
on principal offending companies, and 
through the medium of publications 
and from your platforms make known 
the companies’ activities calling 
names, times and places.” He said 
“a complete 
statement of how the action came 
about, and the results.” 

NOJC will not push for “remedial 
legislation” unless such exposure 
proves “fruitless.” 

The Council thus took the first of 
three steps listed by Chairman White 
as the possible ways to curb suppliers 
that raid accounts. The other two: 
legal action and legislation 


DEPLETION BATTLE 


For a time, NOJC was on the verge 
of taking the drastic step of asking for 
legislation, The Economic Concentra- 


jobbers should include 





NEWS from 
St. Louis... 


Wore on pages 38, 77, 80 
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tion Subcommittee asked the Council 
for action to bring “an immediate, 
substantial reduction” in the 2742 % 
depletion allowance. Tension filled the 
room as subcommittee Chairman 
Miles Mills of Iowa finished reading 
the recommendation. 

Otis Ellis said, “I read it as a man- 
date to me.” 

John Harper, New York jobber and 
former NOJC chairman, rose: “If we 
pass this resolution, the die is cast.” 

Sam Wilkes, Connecticut jobber, 
asserted, “The time has come to take 
action, whatever means are used. We 
want immediate, positive action.” 

H. F. (Hiff) Horning, executive sec- 
retary of Northwest Petroleum Assn., 
said, “It was decided that money from 
the depletion allowance is used in 
marketing—to put the jobber out of 
business. We want to let the world 
know we're tired of having the majors 
gobble up commercial account busi- 
ness.” 

Otis Ellis was then asked by Utah 
jobber Spencer Baggs how he saw the 
issue. Ellis won a standing ovation 
and helped swing the tide against im 
mediate action by saying, in part 

“I think the depletion allowance 
and intangible drilling cost provisions 
available to oil producers are the most 
inequitable tax provisions in the reve- 
nue code as related to other business- 
men, I have complete appreciation for 
all the complaints the jobbers have 
raised 

“LT am morally certain, though not 
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Practices 


factually certain, that the major oil 
companies are using direct and indi- 
rect benefits of the depletion allowance 
drilling costs to 
practices that 


and the intangible 
engage in marketing 
their independent competitors cannot 
cope with. 

“1 want to point out, however, that 
when you reduce the depletion allow- 
ance for the integrated companies 
you also reduce it for the independent 
producers. 

“In the past few I have 
seen independent producers ally them- 
selves with the coal industry with the 
objective of putting a number of my 
Independent residual jobbers on the 
East Coast out of business. Many in 
the producer group have maligned me 
personally and started vicious whisper- 
alienate my rela 


months, 


ing campaigns to 
tions with the Council. 

“My normal inclination 
to seize this opportunity to retaliate 
But I cannot find it in me. My burning 
and driving interest in preserving the 
independent businessman overrules the 
human inclination. | am compelled to 
fight to help preserve the place of the 
little producer 

“Let us not in our attempts to swat 
a fly also smack the baby. Some way 
somehow we must preserve a plac € in 


would be 


our economy for the independents 
who are deserving. By 
will tend to perpetuate those princi- 


ples of Americanism that have made 


so doing, we 


this country great.” 
The fight did not end there. But the 
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NOJC has once voiced its 
strong opposition to government con 
trols in the oil business. Action by the 


Louis put NOJC on 


again 


full council at St 
record as: 

® Opposed to the principle of toll 
NOJC asked a ban on “further 
monopolies” in the sale of oil, food 


roads 
and services on limited access high 
ways 

¢ Opposed to any plans for linking 
the federal gasoline tax to federal high 
way aid, or for increasing the tax rate 

© Opposed to increases in the mini 
mum hourly NOJC voted to 
fight further of the Fait 
Labor Standards Act, and to try to 
restrict the present coverage 

e In favor of a bill (HR 6013) to 
end government operations that com 
pete with private enterprise. This ts 
aimed at government post exchanges 
with 


wage 
extension 


competing private service Sta 
trons 
On other 


tion’s jobbers, NOJC 


matters affecting the na 
took the follow 
ing action 

Costs-Profits The 
proved the 1954 
made by the Accounting Committee 
Survey highlights 


Council ap 


jobber cost survey 


Per cent of Total Sales 


Gasoline Fuel Oil lotal 
Gross profit 13.6% 20.2% 16.5% 
Net profit ey 3] 1.8 
Other income 9 
Total before tax 2 
Income tax 1.1 
Net after tax 1.6 


(For complete report, see June 


NPN, p. 52.) 
Fuel Oil—The Council voted to 
urge the Federal Housing Administra 
tion, the Veterans Administration, and 
other groups to amend building codes 


Other NOJC Decisions 





to require all-purpose chimneys. NOJ¢ 
API help in pushing for at 
flue, to withstand a mint 


1S asking 
least a 7-in 
mum temperature of 1,000 deg. I 

The Council also recommended 
that state jobber associations and their 
members join the Distribution Divi 
sion of Oil-Heat Institute of America 
And all jobbers “who wish to progress 
in the fuel oil business” were urged to 
make burner service available to cus 
tomers 

Natural Gas-——The 
gas producers who favor 
fight to free gas 


Council hit at 
compromise 
legislation” in the 
production from government control 
Although NOJC | still 
controls, it voted to devote its 
energies” in Washington toward legis 
lation of direct interest to jobbers 
rBA—NOJC will ask the five ma 
jor tire manufacturers why they don't 


opposes vis 


mat 


give oil jobbers “the same privileges 
prices and contractural benefits” they 
give to major oil companies 

Storage Data—A 
request for figures on 
stocks of 


Census Bureau 
percentage 


changes in secondary gaso 


line was denied. Council member 
fear attempts by suppliers to “manipu 
late” the market by using jobbers 
stocks information 

Supplier Talks—NOJC urged mem 


ber associations to push Consult Yous 
Month. But selection of the 
State 


Supplier 
month was left to individual 
Zroups 

NOJC Business 
nal affairs, the Council 

1. Voted in Colorado Petroleum 
Marketers Assn. as a new NOJC 
ber (see picture on p. 174) 

2. Decided to hold the NOJC fall 
meeting at the Sherman Hotel in Chi 
cago, Nov. 2-4, and to have all future 


meetings last three days, instead of the 


Iurning to inter 


mem 


former two 
3. Laid plans for a new NOJC du 
gallonage 


structure, based on jobber 


to be submitted at the fall meeting 





view quickly spread that more infor 
mation was needed. As Minnesota 
jobber Myles Hall put it: “How can 
the depletion allowance be kept in the 
producing end of the business? That's 
the big question.” 

And St. Louis jobber Harry Milton 
cautioned against hitting at the majors 
by saying, “I have found I have been 
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able to make more money when my 
supplier was making more money 
Shortly thereafter 


a big majority to a motion by Illinoi 


the Council gave 


matter 
That's 


Economic 


jobber Phil Crippen that the 
be sent back for more study 


where it rests, with the 
Concentration Subcommittee to meet 


in Chicago in August e 
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API Readies Jobber Institute Aids 


A program for making management 
institutes more useful to more jobbers 
is in the making. At the same time, as 
easy guide on how to stage them is 
being prepared. 

These twin projects, giving new 
impetus to management institutes, 
were authorized by the American Pe 
troleum Institute’s marketing division 
at the mid-year St. Louis meeting 
Jobber management institutes, grow 
ing in popularity since they were in 
troduced four years ago, still pose 
problems for jobbers groups. 

These two projects will help over 
come the problems 

@ Recording, editing and transcrib 
ing six jobber management institutes 

@ Writing and publishing a how-to 
handbook on management institutes. 

Both programs are the suggestions 
of L. T. White, manager of business 
research and education, Cities Service 
Petroleum, Inc., and a member of the 
marketing training council. API au 
thorized the marketing personnel train 
ing committee to spend $3,000 on 
each project. 


RESEARCH 


In speaking of the first project 
White says: “Jobbers have held 20 in 
stitutes at which 102 subjects were dis 
cussed, Had these been recorded, the 
basis for knowledge of better inde 
pendent oil marketing practices would 
have been established.” 

The edited proceedings, White adds, 
will make up a library of resource ma 
terial that will “encourage an under 
standing of jobber management prob- 
lems and their solutions.” To make 
this possible, White says copies of the 
proceedings will go to jobber associ- 
ation officers and directors for further 
distribution and to: 

@ API's marketing personnel train 
ing committee, to create interest in 
management research projects and 
help plan future institutes. 

e Extension departments of univer 
sities that might sponsor institutes 


EMPLOYEE TRAINING 


For the use of station operators in 
training and rating their employees, 
the training council is printing a kit 
that according to E. J. Langham, 
council chairman, “wraps up what the 
council had done to date in one neat 
package.” 


46 


tL. T. WHITE 


The kit will contain several em- 
ployee rating charts and these book- 
lets: Developing Your Men Builds 
Profits, Converting Service To Profits, 
Know Your Motor Oil, and How To 
Sell Motor Oil 


HANDBOOK 


Ihe guide, White says, will give 
National Oil Jobber Council groups 
information on how to plan an insti- 
tute, what to study, how to promote 
enrollment, how to conduct the in- 
stitute, and how to evaluate the results. 
And information coming from the 
transcribed institutes will be used to 
keep the book up to date 


VOCATIONAL TRAINING 


The marketing division’s training 
council heard reports that the dis- 
tributive education program, as devel- 
oped by the Division of Extension, 
University of Texas, will get rolling 
on a wider scale this fal! 

It will be carried out at the voca- 
tional school level in combination with 
on-the-job training at service stations. 
Already Texas has a program going in 
137 schools with all segments of the 
oil industry—suppliers, jobbers, deal- 
ers—and education authorities co- 
operating. 

Three of the five study manuals are 
ready to be printed, Mrs. Pauline W. 
Burbrink, director of research for dis- 


NATIONAL 


tributive education at the University of 
lexas, reported. They include Modern 
Service Station, which outlines the 
vocation of  service-station _ selling, 
Housekeeping and Maintenance and 
Selling in the Driveway. Two other 
manuals, Products Sold in Service 
Stations and other Services Rendered 
in Service Stations, are being written. 

Promotion — In putting the pro- 
gram across, the training council will 
not go into all states. Instead, it will 
offer the program to a picked group 
of state supervisors of distributive 
education. Co-operation from NOJC( 
state members is assured. C. Wylie 
Stalter, NOJC’s educational commit- 
tee head, says that NOJC “thinks the 
program is the answer to the prob- 
lem.” 

“We need,” he said, “better opera- 
tors in stations instead of run-of-mill 
people. This plan will make the dealer 
a real operator.” 

It’s expected that eight to ten states 
where jobber operations dominate will 
be used as a test area. To provide a 
check, API plans to push the program 
in two or three direct-marketing states. 


NOJC PROGRAM 


NOJC will continue its four-point 
program at the recommendation of its 
educational committee. The commit- 
tee’s report, made at the jobbers’ semi- 
annual St. Louis session, said progress 
was made last year in: 

© Management institutes: 12 asso- 
ciations held 14 institutes, with more 
than 400 jobbers attending. 

e Management courses for job- 
bers, employees and dealers under 
state university extension service pro- 
grams: One state group has held the 
first of a number of burner service 
clinics for 120 employees and dealers 

e Adult’ distributive education 
courses for jobber employees, dealers 
and their employees at local schools: 
One state group held two burner in- 
stallation and maintenance schools in 
eight cities with more than 450 going 
through the 11-week course. 

e Student preparatory courses in 
local high schools: Interest in this 
program is high. 

The report adds: “Slowly the in- 
dependent petroleum wholesaler is 
evolving a science of management. By 
meeting to discuss common problems, 
we discover we are not alone. 3 
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... there’s no protit 








ona degerted island 


Pump islands without traflic are pump islands without 
profit. Ashland Oil merchandising and promotion 
attracts traflic—and profits—to your outlets. You get 
better gasoline and petroleum products, plus a nearby 
source of supply when you fly the Ashland Oil bannet 
The Ashland Oil Branded jobber does business his own 
way, successfully, because his efforts are strongly sup 


ported by Ashland Oil & Refining ¢ ompany 


ASHLAND OIL & REFINING COMPANY 
Home Office: Ashland, Kentucky 


N. ikl 2616 E. Broadway; BUFFAL NY 4 Ellicott Square, CHICAGO 
NCINNATI, O 1402 Fed. Reserve Bank LEVELAND 
EVANSVILLE, IND 2,00 Broadway; FINDLAY 


nil; NASHVILLE, TENN 5 E. Main, PADUCAH. KY. PITTSBURGH. PA 


The Independent Brand for Independen’‘s 
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NEW But Thoroughly Proven. |. 


FRUERAUFS ALUMINUM | 


6,500 Gall 
Transport; 


chassis 
carrier—8, 





LIGHTER Than Steel By Up To 3,500 Pounds! 
STRONGER By Far Than The Average Aluminum Tank! 
TESTED For Endurance For Over 250,000 Miles! 


TESTED FOR OVER 2 YEARS in excess of 
250,000 miles of tough service, the first new 
Fruehauf Aluminum Gasoline Transport has 
proven its ruggedness and capacity. Constructed 
of a durable new aluminum alloy, this Fruehauf 
tank is stronger in every way than units built 
of conventional materials. For example: the 
average tensile strength across the weld with 
the new Fruehauf alloy is 33,000 Ibs. p.s.i. with 
a 39% elongation, as compared to 28,000 Ibs., 
p.s.1, with a 38% elongation in the average alu- 
minum tank material. 

More payload, greater length of service, and 


+8 


reduction of service needs are the advantages 
to you! Operators who are looking for a com- 
bination of top capacity and top durability can 
now consider the use of aluminum Tank-Trailers 
with complete confidence. Fruehauf, leader in 
dependable Tank-Trailer engineering for a 
quarter of a century, brings you not only the 
product you need but proof of its performance. 
Send in or phone collect today for further 
specifications on these or more specialized alumi- 
num models built by Fruehauf, such as: cement 
tanks, liquid fertilizer tanks, acid tanks, tri- 
cresyl phosphate tanks, and many others. 
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h ultimate tensile 


minum tank wit 
and shear 


strength of 34,000 Ibs. 
strength 21,000 Ibs. p-s.i. 
e Full-length top and bottom fra 
reinforced transition 
e Adjustable upper coupler 
e Fruehauf Gravity Tandem or Lube * Free 
Suspension 
e Full-length top walkway with drains 
e Safety manholes with 10’ fill caps 
e 3” gate valves and square-header manifold 


e Curbside discharge and 3” pipes 


-operated emergency valves 
x 6 air brakes and 10.00 x 20 tires 


e 5154 alu 
p-s-i. 


me with 


e 3” air 


e 162 


EHAUF TRAILE 
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NGINEERED TRANSPORTATION” 
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on Aluminum 


Gasoline Transport; 3 com 
00, 1,200, 
and 3,300 gallons; Tank and 
chassis weight with spare 
tire and carrier—8,780 Ibs. 


7,800 Gall 


partments oe 








World 
s largest Builder of Truck-T 
« railers 


FRUEHAUF TR 
AILER C 
10953 Harper Avenue, eet 
, Michigan 
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® April service station sales climbed 
to $988 million—$44 million above 
March and $85 million higher than 
April 1954. 

SIGNIFICANCE: For 1955's first four 


months, sales hit $3,754 million, up from 
$3,429 million last year. 


® Phillips Petroleum Co. has entered 
the Virginia market through Fuel Oil 
& Equipment Co., Roanoke gasoline, 
heating oil and liquid poh dealer 
now hunting service station sites. 


SIGIFICANCE: This is another forward step 
in what Phillips salesmen call “The March 
to Maine.” 


@ Ethyl Corp. has introduced Motor 
Plus, a new antiknock compound de- 
signed to curb the increase in a car’s 
gasoline octane requirements by re 
ducing engine deposits. 

SIGNIFICANCE: The new product incor- 
porates a change in proportions of the 
chemical scavenging agents added to tet- 
raethyl lead te form the complete com- 
pound. 


@ Government reports show that dur- 
ing the first 1955 quarter, purchases 
of tractors factory-equipped to burn 
liquefied petroleum gas jumped 139% 
over the same period last year. 
SIGNIFICANCE: At this rate, sales may 
reach 10,000 units this year, more than 
double the 1954 total. 


@ Champlin Refining Co., now a sub- 
sidiary of Chicago Corp., is building 
a 6 million-gal. terminal near Colum- 
bus, Neb.—completion due this fall 


SIGNIFICANCE: The new terminal will 
“serve in expanding” Champlin’s trade 
territory. 


@ North Carolina Oil Jobbers Assn 
may adopt a profit-sharing plan. Asso- 
ciation counsel is working with Inter- 
nal Revenue Service in drawing up the 


plan, which will be submitted to mem- 
bers at the fall meeting. 


SIGNIFICANCE: Plan would be administer- 
ed by the association, not jobbers. U. S. 
tax men will keep a close watch on how 
it works, 


@ A bill that would have empowered 
Dade County, Fla., to levy a special 
1¢ to 2¢-gal. gasoline tax to build an 
expressway system was buried by the 
legislature, with an assist from jobbers 
and other oil men. 


SIGNIFICANCE: A tax would have estab- 
lished a precedent for other Florida coun- 
tries, hard-pressed for money because of 
rapid population growth. 


@ By terms of a new law, Florida 
gasoline retailers will get a tax refund 
of 2%—based on a tax of 4¢ gal. 
to take care of evaporation and other 
shrinkage. 

SIGNIFICANCE: The state’s 10,000 retailers 
will get back about $500,000 a year. 


@ American Oil Co., only marketer 
of unleaded gasoline, has launched the 
biggest ad campaign in its history 


SIGNIFICANCE: A multi-million-dollar U1- 
traformer at its Texas City, Tex., refinery 
will produce the unleaded premium. 


@ Socony Mobil Oil Co. is launching 
a program aimed at improving rela- 
tions with dealers, in recognition of 
their “fundamental importance.” 


SIGNIFICANCE: This is part of a growing 
awareness by suppliers of the dealer's 
problems and his role in marketing. 


@ Big-space advertising 
filled with claims and counter claims 
for “additive” and ‘“non-additive’ 
gasolines kicked newspaper ad volume 


programs 


of major oil companies to new highs 
last year, says American Newspaper 


Publishers Assn 


SIGNIFICANCE: This is further evidence of 
stiffening competition in the oi! industry. 


July, 1955 * NATIONAL PETROLEUM NEWS 


@ Lion Oil Co. has bought Ball & 
Simone Oil Co. of Alexandria, La., 
and turned the former independent 
distributor into an agency. 


SIGNIFICANCE: Lion enters Louisiana 
marketing for the first time. Its Louisiana 
operations formerly were confined to 
production. 


@ Interstate Commerce Commission 
has opencd hearings on question of 
whether in-state truck hauls of out-of 
state oil products from pipe line and 
other terminals is interstate or intra 


state Commerce 


SIGNIFICANCE: Assertion of ICC juris- 
diction would force private truckers to 
comply with ICC safety and operating 
rules. 


@ Leveling and grading has begun on 
the 450-acre site of Tide Water Asso 
ciated’s new 130,000-b/d east coast 
refinery near Delaware City, Del 


SIGNIFICANCE: This new plant and im- 
provements now being made at the West 
Coast refinery in Avon, Calif., will give 
both Tide Water divisions the latest in 
refining equipment. 


@ Gasoline station giveaways have 
been stopped in Fresno, Calit., by a 
superior court temporary restraining 
order against 50 retailers. California 
Gasoline Retailers filed suit charging 
giveaways were a lottery 


SIGNIFICANCE: If CGR wins, it could help 
burst the premium bubble. 


@ The average service station dealer, 
says a DuPont survey, attends two of 
the three meetings open to him each 
year. Five of every six use meeting 
ideas at their stations and 32% fol 
iow the selling tips 

SIGNIFICANCE: Survey results emphasize 


the importance of training in the mar- 
keting picture. 





Merger with another 
private-brander, plus 
full-scale station 


expansion program is.. . 


\ ESTERN Oil & Fuel Co. of 


Minneapolis—now the largest 
Independent oil marketer in the Upper 
Midwest—-seems sure to strengthen 
its position during the coming months 

Its 1955 expansion program, al- 
ready well under way, will set Western 
Oil’s Mileage and Direct Service brand 
flags flying at an additional 75 to 100 
retail outlets, either new stations or 
conversions. Construction began last 
May on six new stations in northern 
Minnesota and Wisconsin 


GROWING FORCE 


Since Western Oil introduced its 
Mileage brand in 1949, it has become 
an increasingly dominant factor in the 
marketing 
Minnesota, western Wisconsin, eastern 
North and South Dakota and northern 
lowa. Today, following its merger in 
January with Direct Service Oil Co., 
a private brand marketer, Western Oil 
supplies some 300 stations 


activities of tts area 


H. M. Baskerville W. G. Baskerville 
TOP officers of Western Oil are Henry 
and Walter Baskerville 

How It Started—Western Oil began 
25 years ago as a brokerage firm and 
refiner’s representative. In the 30's it 
became one of the area’s pioneer barg- 
ing companies. It’s still a big river 
transporter today, but it’s also a lead- 
ing refiner 

Iwo years ago, International Re- 
Western Oil  sub- 

11,000 b/d 

Minn., near 


fineries, Inc.—a 
sidiary—opened a new 
refinery at Wrenshall, 


Ae ihe 


Duluth, to process Canadian crude. 
Now virtually all the gasoline pro- 
duced there is being distributed 
through Mileage and Direct Service 
outlets. 

The Merger—<According to Walter 
G. Baskerville, executive vice presi- 
dent of Western Oil, the Wrenshall 
plant was a key factor in the merger 
with Direct Service. 

“Because of our refinery,” he ex- 
plains, “ the merger assured the Direct 
Service group of a stable source of 
supply. It also helped assure Western 
Oil and International Refineries a good 
market for Wrenshall’s production. 

“It was a merger needed by both 
Western Oil and Direct Service. We 
feel it was of great importance, be- 
cause the strictly Independent, private 
brand jobber is becoming scarcer and 
scarcer and he has to fight over the 
available supply of unbranded prod- 
uct. We believe the merger will 

(Continued on p. 55) 
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SALES cet oFF 10 A 
FLYINGA START! 


...with the Motor Oil 


that gives your Customers 


HIGHEST OCTANE 
PERFORMANCE 


...Greater Gasoline M ileage 


From its first appearance, VEEDOL 
10-30 has been a nationwide sales 
leader. Motorists know this motor 
oil gives them highest octane per- 
formance and greater gasoline mile- 
age... up to 40 miles more per tank- 
ful. And those are just the first of 
many important advantages. New 
Veedol 10-30 Motor Oil means easier 
starting, longer battery life and 
quieter hydraulic valve action. It’s 
an all-weather multi-grade oil of 
extra high detergency that will give 
engines longer new-car life. Stock, 
display and push VEEDOL 10-30... 
it will build business for you. 


TIDE WATER 
“== ASSOCIATED 
OIL COMPANY 


New York Houston Tulse 
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with Eaton 


Self-Contained Air Brakes 


In exhaustive tests and actual truck operation, the Eaton self- 
contained ait brake has proved that lining life is increased as 
much as 100 per cent. When necessary, relining service time is 
greatly reduced, cutting labor as much as two to four hours. 

These important advantages are the result of a combina- 
tion of Eaton advancements. Floating split-shoe design—using 
single pins at the anchor ends, with rollers and floating pins at 
the cam ends of the shoes—eliminates the need for anchor-pin 
lubrication, makes for quick action and quick release, and pre- 
vents pin seizure, Simply constructed with fewer parts, over-all 
weight is reduced approximately 15 per cent. 

For a given input, greater braking effort is delivered at the 
drum. The strong rigid chamber bracket, mounted directly on 
the brake spider, entirely <4 remy the short camshaft. Lubri- 
cation of the shaft is provided by a reservoir contained in the 
bracket. This compact, close-coupled design, with reduced bracket 
deflection, reduced camshaft wind-up, and shorter chamber 
stroke, assures quicker, safer truck stops. 


PLUS 


GREATER 
BRAKING EFFICIENCY 


* 
QUICKER ACTION 
* 
QUICKER RELEASE 
. 


QUICK, EASY RELINE 


AXLE DIVISION 








EATON MANUFACTURING COMPANY 
CLEVELAND, OHIO 


i) PRODUCTS: Sodium Cooled, Poppet, and Free Valves « Tappets « Hydraulic Valve Lifters « Valve Seat Inserts , Jet 
Engine Parts « Rotor Pumps « Motor Truck Axles « Permanent Mold Gray Iron Castings « Heater-Defroster Units « Snap Rings 
Springtites* Spring Washers« Cold Drawn Steel « Stampings « Leaf and Coil Springs « Dynamatic Drives, Brakes, Dynamometers 
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(Continued from p. 52) 


strengthen the whole Independent seg 
ment in this area.” 

The Mileage and Direct Service 
stations will continue to be operated 
separately and under their own brands. 
All of the Direct Service officers and 
personnel, however, have been 
grated into Western’s organization, 
headed by president Henry M. Basker 
ville. 


inte- 


MARKETING METHOD 


Both brands are marketed under the 
traditional Independent price struc 
ture, with a price differential ranging 
from 1.6¢ to 2¢ per gal. below major 
brands. 

The Mileage stations feature wide 
driveways and economical but attrac 
tive station buildings. All stations have 
sufficient storage to take transport 
dumps of gasoline. 

A typical Mileage station is set well 
back from the street. It has two to 
four pump islands. The building has 
an all-glass front with a sloping roof 
and wide eaves. Large billboards in the 
background advertise various Mileage 
products. The brand colors of 
red and white are used liberally. 

Sales Push—Western Oil carries on 
an aggressive sales promotion program 
under the direction of T. B. Murphy, 
vice president in charge of sales. 

Sales material being distributed this 
year reports that the average Mileage 
station pumped 243,000 gal. last year. 
The Upper Midwest 
was 111,000 gal 

Murphy use of 
specific case histories to back up the 
claims that the Mileage 


creases gallonage. 


blue, 


Station average 


makes effective 
brand in 
A specific example 
is a station at Mondovi, Minn., which 
had been pumping 4,200 gal. per 
month. After the changeover to Mile 
age, its gallonage rose to 12,000 

“Lighting and cleaning up the sta 
tion as you suggested was a big help,’ 
the dealer reported, “but the main dif- 
ference is the power behind the Mile- 
age name. It has brought back my old 
customers, brought in new customers 
and built up my trade from transients 
off the highway 

“Another factor I particularly ap- 
preciate is the flexibility of operation 
I have with your 
structure. It 


independent price 
enabled me to get 
ahead and stay ahead of competition 
from the other big name brands.” 

Promotion Aids—Western Oil offers 
plenty of promotion 
dealers and jobbers 

It loans the white and blue 
porcelain circle signs, and pump 
globes, for mounting at the stations 

It pays one-half the sta- 


has 


tools to 


sales 


red, 


cost of 
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tionery and envelopes, and provides 
free uniform emblems, road maps and 
cuts 

It pays one-half the cost of leasing 
billboards, and of newspaper and 
radio advertising and theater films. It 
also pays half the cost of direct mail 
services 

It pays all the cost of point-of-sale 
material, including window 
counte! and 


streamers, 


decals, cards display 


fuel oil —$) 


Western Oil 
petroleum marketing companies—Rex 
Oil, which distributes fuel oil in the 
Minneapolis-St. Paul area, and Husky 
Oil, which markets through service 
stations in the Bemidji, Minn., 

Rex Oil is one of the largest dis- 
tributors of fuel oil in the Upper Mid- 
Its marketing activities comprise 
a large share of the 45 million to 50 
million gal. of fuel oil which Western 


also owns two other 


area 


west 


racks Oil distributes each year a 


the trick is in the Hi-Gloss towel... 


IT’S NEW — IT'S DIFFERENT — IT'S REVOLUTIONARY 


FOR PERMANENT CAR BEAUTY 
@ ONLY HI-GLOSS ASSURES TRUE BEAUTY 


@ ONLY HI-GLOSS HAS PENATITE* 
@ ONLY HI-GLOSS ACTUALLY ‘'PLATES'’ THE CAR FINISH AND TRIM 


W", 
or, ¢ 
su 
wy il 
A 
*PENATITE is ao secret 


chemical 


formula reé 
CR ee 
produces ao super-hard 
Look for powerful selling ads in THE 
SATURDAY EVENING POST, LIFE MAGAZINE, 
POPULAR MECHANICS, POPULAR SCIENCE and 
in lecel newspapers 


gloss plate finish in 


stantly 


Hi-Gloss Mokes Money For You — Saves Money For the Cor Owner — Cuts Time ond 
Costs To Less Than '% Usual Stendard Practices. Actually Hi-Gloss Finish Process is the 
cheapest cor beauty process on the market. There will be less car washings os the surface 
will not become so dirty so readily because the surface is herd and smooth ond can be 
wiped off many times with just a Hi-Gloss towel and a pint of water. No hard rubbing or 
polishing is necessary after washing because the Hi-Gioss surface retains its lustre... in 
fact the lustre improves with each successive wiping 

Hi-Gloss produces thot extra high lustre ond deep beauty that cannot be obtained with other 
types of finishes. It is strikingly brilliant when first applied and becomes even harder and 
more brilliant after the first, second or third wiping 


LUSTRE-PLATES THE PAINT, CHROME AND TRIM OF YOUR CAR 
FOR THE USEFUL LIFE OF THE CAR IN ONE EASY APPLICATION 
Free display stand. Window streamers 


Counter cords ond Metal racks — 
Just ask your jobber for a wpply 


Cshobe Sedateay Sa. 


LYNN, MASSACHUSETTS 


You can beautify 
and protect 
your car in 

A HALF HOUR 
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BENNETT 


IS MY NAME... 


Just a routine check, Sir. If 
you need pails in a hurry, then 
we're looking for you 


We want you to do business 

with people you can count on 
Call Bennett for your steel 

container requirements. 


We're ready, when you need us, 
with merchandise that’s pre- 
tested for perfection before it 
reaches you. 


Just give us the facts, Sir. Tell 
us your needs, We’re centrally 
located to ship anywhere 


Open-Head Pails 
Closed Head Pails 


Dome Top Utility Cans 
Hi-Bake Linings 


BENNETT INDUSTRIES 


INCORPORATED 
Peotone, Illinois 
40 Miles South Of Chicago Loop On Route U. S 54 


Chicago Telephone INterocean 68-9480 
Long Distance Peotone 2791 


—f3 industry news 


Probers Hear ‘Pressure’ Claim 


L. F. Johnson, president of Pennzoil 
Co. of California, had the last word 
in the House Small Business Subcom- 
mittee 
tribution 

Chairman James 
Calif.) reopened the hearings long 
enough to take testimony from the 
Los Angeles oil man, who said some- 
thing should be done to make inde- 
pendent gasoline retailers “truly inde- 
pendent.” 

The only independent oil marketer 
to appear at the hearings, Johnson 
said many dealers are afraid to display 
his brand of oil—or even to sell it 
in fear of lease cancellation 

Johnson sympathized with the ma- 
jors’ desire to sell their own oil, but 
he said the situation was so bad that 
some Pennzoil customers took delivery 
at their homes or “next door” to keep 
the secret from their suppliers. 

Independent oil and TBA marketers 
may form an association to “bolster 
the morale” of gasoline dealers, John- 
son testified. Still in the conversational 
stage, the association would give finan- 
cial and legal aid to dealers to foster 
their independence. 

Whether companies themselves ac- 
tually pressure dealers or not, said the 
Pennzoil man, their promotion policies 
undoubtedly encourage salesmen to 
apply the squeeze on their own. 

Ihe committee’s final report ts not 
expected until midsummer. What that 
report will say is doubtful. Members 
Tom Steed (D., Okla.) and Timothy 
Sheehan (R., Ill.) oppose divorcement 
of suppliers from retailing as a solu- 
tion. They want a report urging ma- 
jors to solve the problem themselves 
by forming 
grievances. 

But, says Steed, 
named in the hearings didn’t do them 
selves any good by failing to reply to 


investigation of gasoline dis- 


Roosevelt (D., 


“appeal” bodies to hear 


some suppliers 


charges 
National Oil Council is 
busy on non-congressional matters: 

General Counsel Otis H. Ellis 
and Chairman John White talked over 
“marketing and other jobber prob- 
lems” with Justice Department anti- 
trust attorneys, but have filed no for- 
mal complaint. 

In talks with Federal Housing 
Administration, NOJC is after ruling 
that FHA will not guarantee loans on 
homes not equipped with all-purpose 
flues. But FHA probably won't go 
along, observers say. 

Ellis still is working to place an 
NOJC man on Small Business Ad- 


Jobbers 


NATIONAL 


ministration’s advisory committee. 
SBA says “no” until Congress extends 
its authority. 

Other Capitol action involving oil 
marketers: 

With Eisenhower's signature on the 
reciprocal trade extension bill, do- 
mestic producers approached Defense 
Mobilizer Arthur Flemming with de- 
mands for imports curbs. Residual im- 
ports were down in the second quarter, 
so the President is expected to go slow. 

House Armed Services Committee 
is readying a probe into the need for 
an oil pipe line from Texas to the 
West Coast. Dallasite L. M. Glasco’s 
continuing effort to land aid for such 
a project inspired the move Ad 


Charles H. Burkhardt 


New Man for OHI 
@ Oil-Heat Institute’s distribu- 
tion division has a new national 
secretary. He is Charles H. 
Burkhardt, former general man- 
ager Of Paragon Maintenance 
Co., Mineola, N. Y. Burkhardt 
succeeds Fred Burroughs, now 
associate director of Oil Heating 
Market Reports. 

Burkhardt started out as serv- 
ice manager for Concord Oil 
Co., Brooklyn. After service in 
World War II, he taught New 
York YMCA courses on fuel 
oil. Before going to Paragon he 
edited heating sections of two 
industry periodicals, and was an 
associate editor of Fueloil & Oil 
Heat. He has written two heat- 
ing textbooks: Domestic Oil 
Burners Installation and Servic- 
ing and Baseboard Heating. 

Burkhardt is a native New 
Yorker with a B.S. degree from 
St. John’s University. 
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AVIATION FUEL FOR AIRBORNE AMERICA must be handled quickly, safely and 
economically. That’s why you'll find so many high capacity, dependable Marlow Self-Priming 
Centrifugal Pumps on airport refueling trucks. Whenever fast fuel handling is a requirement 
Marlows are overwhelmingly preferred for their efficiency, low cost and low maintenance 


operation. More and more Marlows are being used for petroleum handling service 


marlows do the job faster! 


Where performance counts, majors and independents alike, are buying more Marlow 


Self-Priming Centrifugal Pumps than any other self-priming pump in the marketing 
field. Marlow has the broadest line of self-primers from which to choose. They're 
“tailor made” for bulk plant or tank truck application. Speed operations . . . modernize 


with Marlows. See your Marlow dealer today or write for Bulletin PM-50. 





LUBEROOM of the MONTH 





WITH SHURE MERCHANDISING EQUIPMENT 


Every square foot of space sells 
ele more service...more gas and oil 


Shure engineers are currently designing and manufacturing selling-fixtures that 
bring in greater sales and profits to many of America's leading oil companies. 


Your stations, too, will sell more home, garden, do-it-yourself, TBA items AND 
MORE GAS AND OIL when they're planned right with Shure-built interiors. 





Write for folder showing full line and suggested 
arrangements for sales-room and lube-room. 


Gahure 


MANUFACTURING CORPORATION 


1601 S. HANLEY RD. + ST. LOUIS 17, MO. 


Da —— Ce ————) 
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Penn Oil Holding Place in Market 


Motor oil sold under the Pennsyl 
vania label continues to hold about 
10% of the domestic market, say 
leaders of the Pennsylvania Grade 
Crude Oil Assn. President C. A. Chip- 
man, independent producer of Boll- 
var, N. Y., at the annual meeting 
held last June in Pittsburgh, estimated 
that Penn Grade refiners produce 
10% of the lubricants sold for all 
purposes. 

Several members agreed with the 
over-all 10% estimate. “The Pennsy! 
vania share of the whole market might 
well be 10%,” said C. L. Suhr, 
Pennzoil Corp. “Our right 
now is very good, with volume run 
ning better than 12% ahead of last 
year,” he added 

A. W. Scott, Wolf's Head Oil Re 
fining Co., Oil City, Pa., also agreed 
He suggested that volume may have 
dropped a little last year when many 
non-Pennsylvania refiners spent extra 
money introducing their new 10W-30 
motor oils. Now that the novelty has 
worn off, promotion has subsided to 
normal, he said. 

Others who agree that Penn Grade 
products are holding their own in the 
market are H. A. Logan, United Re 
fining Co., Warren, Pa.; F. O. Koontz, 


business 





will be affected by coming changes 
in car design. Read the full story 


in the August NPN 











Quaker State Oil Refining Corp.; W. S 
Zehrung and D. G. Proudfoot, both 
of Pennzoil. 

An official of another refiner said 
that in the field of branded motor oils, 
the Penn Grade group easily 
10% of the volume, but if bulk and 
industrial lubes are included he thinks 
the percentage might be a little less 

Demand Rising—There’s growing 
demand in al] lube markets, said D. G 
Proudfoot in a talk before the conven- 
tion. He singled out the steady increase 
in motor vehicles, especially on the 
farm, the boom in outboard motors 
and the expansion of feeder airlines 

A. W. Scott, of Wolf's Head, noted 
that the outboard market is more im- 
portant than its size might indicate 


does 
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Though small by comparson, it 1s 
extra volume added to existing de 
mand from other sources, he pointed 
out. From a profit standpoint, he said, 
‘it can be as significant as an extra 
fraction of an inch on the end of your 
nose.” 

A suggestion that there may be new 
life in the old Appalachian oil field 


was presented by Dr. Herbert P 


industry news—¥¥ 


Woodward, professor ol 
geology, Newark College of Rutgers 
knowledge 
“In com 
pany files or inactive field notebooks 


dean and 
University Geological 
should be pooled, he said 


lies a great volume of valuable infor 
mation 
good,” he said 

A new study of the entire basin, 
plus some purely experimental drill 
ing, might “significant re 
serves of oil and gas” Dr. Woodward 


doing no one any present 


uncover 


said 


Uf you're in 
NOVIE busi 


BUYING OR USING 


@ You'll never go wrong dealing with 


experience. 


@ Now when it comes to making 
color sound motion pictures for the 
Petroleum or TBA industries we're 
about as experienced as anybody 


around. 


@ We're proud of the dozens of films 
we've made about your business... 
We're proud of the effective jobs 


they've done. 


@ You may find that good color mo- 
tion pictures can be produced by 
experienced people for less money 


than you think. 


_=Q-=— 


THE CALVIN CO. 


1105 TRUMAN ROAD 


KANSAS CITY 6. MISSOURI 


NEWS 


— HA. 1230 





Fy industry news 


U.S. Indicts Jersey Dealers 


Innocent pleas to charges of con- 
spiring to fix retail gasoline prices in 
New Jersey come from Garden State 
Gasoline Retailers Assn., Anthony 
Vitolo of Roselle, its president, and 
Irving Lichenstein of Fair Lawns, 
union organizer. Trial is expected to 
begin late this fall. 

The indictment stems from a federal 
grand jury probe of the dealer group’s 
action in upping dealer margins to 
6.7¢ per gal, It is one of many gaso 
line retailing developments in New 
Jersey, Others are: 


for 


© A civil suit filed by the govern- 
ment asking that the Garden State 
group be disbanded 

e Continued government probing 
of agreements between dealers and 
suppliers to see if there is any addi- 
tional price fixing. 

® Increase in price softness to the 
point where dealers threaten to close 
up stations in a strike against suppliers. 
They did this once in 1950 and again 
in 1952, 

® Dealer demands for a law that 
puts the gasoline industry under Public 


DEPENDABILITY 


BLACKMER roaryTruck Pumps | 


The first step to fast, efficient 
deliveries is the use of equipment that ts engineered for year-in, 


Dependable service builds business 


year-out dependability 


— the key 
fo successful 
marketing 


Blackmer Pumps ar designed to give sus- 


tained efhiciency for years of severe service through these outstand- 


ing features 


Self-adjusting for wear vane construction 


Extremely high mechanical efficiency 


Self-priming with high suction lift 


Heavy duty anti-friction bearings 


Cartridge type mechanical seals (TX models) 


liquid materials handling ® 





L 


INDUSTRIAL, HAND AND TRUCK PUMPS, STRAINERS, PRESSURE CONTROL VALVES 
BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


DIVISION SALES OFFICES 
NEW YORK « ATLANTA « CHICAGO « GRAND RAPIDS «+ DALLAS « WASHINGTON « SAN FRANCISCO 
See Yellow pages for your local sales representative 


Utility Commission regulation, with 
PUC having power to set wholesale 
and retail prices, and to dig out actual 
cost figures. Dealers say such powers 
for PUC would mean cheaper gaso- 
line for consumers. The bill is being 
pushed by United Gasoline Retailers 
Assn. Apparently, hopes for Senate 
passage of Assembly Bill 120, under 
which the state would determine cost 
and then prices, are not too bright. 

e Temporary halt in the union 
drive to organize station help. The 
push began with United Auto Work- 
ers, CIO, shortly after margins rose, 
and they passed the ball to CIO’s Re- 
tail Workers Union. That union found 
the campaign a station-to-station oper- 
ation that demanded more manpower 
and money than the union could stand. 
So it gave up. Attempts are being made 
to get Teamsters Union, AFL, inter- 
ested. 

The Garden State indictment alleges 
that the defendants tried to set up a 
uniform price for gasoline throughout 
the state, that they threatened dealers 
who didn’t go along with the move, 
that stations were picketed or threat- 
ened with picketing, and that stations 
were blocked with cars to prevent 
delivery and sale of product 


Refunds, But... 


When New York’s automobile in- 
spection plan went into cold storage 
until Dec. 1, 1956, service station 
operators who plunked down $25 for 
an inspection license wondered what 
would happen to the money. 

Now the state reveals it will make 
refunds. But the Dept. of Taxation 
and Finance, Albany, says they will 
not be made automatically. Any who 
ask for refunds from the Bureau of 
Motor Vehicles, Albany, thereby with- 
draw their applications for official in- 
spection station licenses 





National Petroleum News 


“By George, you're dead 
it is 29.9 cents!” 
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Another of the 
1001 JOBS 
MADE PROFITABLE 


by revolutionary 
GLOBE Ww) Vv: g 
" * ye \, — lia - 
HO 4 ST % | i | : WEAR POINTS FULLY renee 





BY LUBRICANT BECAUSE 


Tubeless tires can now be inspected SUSPENSIONS HANG FREE 


and, in most cases, repaired without ACCOMMODATES ALL CARS 
removing wheels from the car. The time 
required for removing and replacing 
wheels is saved when servicing is done 
on Globe “Frame-Kontact” Hoists. 
There is no bending, stooping, lifting. 
Neither jacks, horses nor wrenches are 


needed. Time saved is profit gained! 
75% OF ALL JOBS HANDLED | 
UP TO 60% FASTER 


For example, complete tire rota- 
tions take 10 minutes or less. Muffler 
installations average 15 minutes. Brakes, 
tail pipes, shock absorbers, starters, 
spring shackles, steering rods, in fact 
all undercar parts are serviced faster, 
more efficiently, on a “‘Frame-K ontact” 
Hoist. 

Globe ‘“Frame-Kontact” Hoists 
provide the highest lifting height plus 
many exclusive design features. 





AccessiBiLlty 


GREATEST YNDERCAR A 


ane at NPN-713. Fie 
18, rth Gveen Stree) (1) 


Please 

send 
GET COMPLETE DATA Frame. Kontact” Hor daiiona informatio 

FROM THE ORIGINATORS OF NM " On Globe 
FRAME LIFTING AME___ 


Cc 
Trade Mark Reg. U. S. Pat. Off OMPANY _ 
Globe "Frame-Kontact™ Hoists 
ore made under one or more of 
the following U. S. Patents 
24586986— 2593630— 2593635 City__ 
—2612344—2612355— tem 
2654443. Other U. S. & Foreign 
Patents pending. 


ADDRESS _ 


1 & 


WORLD’S MOST COMPLETE LINE OF AUTOMOTIVE AND HEAVY-DUTY TRUCK HOISTS 
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Submerged | 
Turbine Pump {0 


* As many as 8 dispensers 
can be connected to 
each Turbine Pump. 


*& No need for return lines 
from the dispensers to 
the tank. 





* Needs no large central air 
eliminators or individual 
dispenser separators. 


* Priming is unnecessary, 
as liquid in tank means 
pump is always primed. 


* Permanent lifetime 
lubrication is sealed in 
at time of manufacture. 


* No stuffing boxes or 
glands to repack, no 
gears to wear. 


ii L\ 


SF 











Installation costs are minimized by 
simple piping arrangement. And 
if more than one tank is to be 
used for each product, tanks can 
be manifolded by using a 
Gilbarco syphon tee. 















































NOW THE 
NEW GILBARCO 


SUBMERGED 
TURBINE PUMP 


Gilbarco Submerged Turbine Pumps set a new high standard in remote control 
gasoline marketing equipment. 


With this new pump and motor unit installed inside the tank through a four-inch flange, 
gasoline is under pressure, instead of suction, for every inch of its flow. Gone are all 
problems of very high suction lift, long horizontal pipe runs, or high altitudes. 

You get quiet, reliable performance and lowest equipment cost. 


For you can save money by installing Gilbarco Submerged Turbines in stations using 


as few as four island dispensers, with outstanding advantages in operating flexibility. 


Write for full information on this new advance in gasoline pumping equipment. 





























Gilbert & Barker Mfg. Co. 
West Springfield, Mass. 











Toronto, Canada 





xy industry news 


Briefs 


The last legal barrier to the pro- 
posed toll road across Illinois from 
Indiana to Wisconsin has been cleared 
U. S. Supreme Court denied a rehear- 
ing to property owners, who claimed 
the 1955 Illinois toll road act was 
illegal because it made no provisions 
for public hearings on the road’s route 





Circuit Court landed on the Jack- 
sonville, Fla., city commission for 
buying gasoline on other than a “low- 
est and most responsible bid” basis. 
The commission says only Sun Oil Co. 
could furnish the type of fuel police 
vehicles needed at regular rather than 
premium prices. The court stopped 
further purchase without bids and 
specifications 





INGERSOLL-RAND 


speed fuel oil handling with the MOTOR PUMP 


and cut pumping costs! 


With fast, dependable fuel oil handling a big profit factor, see 


why I-R Motorpumps are overwhelmingly preferred for their 


efficiency, low cost and long life with minimum maintenance 


For one thing, they're designed for extra power, with all their 


compactness! In sizes from '4 to 75 hp 


ties heads to 650 feet. 


5 to 2800 gpm capaci- 


Ingersoll-Rand Motorpumps in 


straight centrifugal and self-priming models handle practically 


all oil moving needs, faster and more profitably. Write for the 
latest catalog describing I-R Motorpumps for fuel oil handling or 
call your nearest Ingersoll-Rand Pump engineer. 


Ingersoll-Rand 


ll Broadway, New York 4, N.Y 


NATIONAIT 


Fuelgas Corp. of Chester, N. Y., 
has run afoul of Federal Trade Com- 
mission on an_ exclusive dealing 
charge. FTC says Fuelgas sells or 
leases “Homgas” liquified petroleum 
gas, and burning and storage equip- 
ment, to 90 distributors on condition 
they not deal in competitors’ products. 
Hearing is Aug. 16 at Chester. 

os 


American Oil Co., Independent 
Shell distributor in Nashville, Tenn., 
has formed Ameroco, a division to 
build and operate a chain of stations 
in eight southeastern states. Some 
Ameroco stations are expected to be 
operating by next month. American 
now has 57 outlets. 

* 


Pittsburgh Consolidation Coal Co. 
will pump a coal-water slurry by pipe- 
line from Georgetown, Ohio, to the 
Cleveland Electric Illuminating Co. 
to meet a contract for 18 million tons 
of coal annually. The new pipeline 
will run 108 miles from the mine to 
Cleveland. 

* 

Gasoline taxes have gone up in 
Texas (1¢, to 5¢ gal.) and Michigan 
(1.5¢, to 6¢). Texas increase was con- 
tained in an omnibus tax bill that also 
hiked diesel tax 0.5¢, to 6.5¢ gal. 
Michigan raise also applies to inven- 
tories in the hands of distributors 
June 1. 

° 

Gulf Oil has passed up multi-vis- 
cosity for single-range grades in its 
new motor oil—Gulfpride H.D. Se- 
lect. Gulf says it is “super-refined” by 
the Alchlor process to remove un- 


remote control 


pumping is gaining ground. Next 


month’s issue tells when stations 
should use it 


aah hn hha 
POPPA AD ADD et?” 





stable hydrocarbons and has only 
“natural” viscosity. It is available in 
Grades 10W, 20/20W and 30 

e 


Sinclair Refining Co. has named 
National Gas and Oil Co. as its Chi- 
cago distributor. National Gas and 
Oil, an independent Chicago distribu- 
tor for 30 years with 86 retail outlets 
and many commercial accounts, ex- 
pects to move 27 million gal. of Sin- 
clair products annually. 
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Not nearly so ridiculous as it may sound. For the fact is, if 


this Cities Service tanker were loaded with gasolene, it ac 
tually could supply an automobile with enough to last for 


the next 22,000 years! 


It’s the S.S. W. 


of the e xpande d 2 


Alton Jones, one of the newest members 
tanker fleet. With a 
a capacity of 336,000 bar 
knots fully loaded, it 
is one of four ultra-modern supertankers now flying th 


27-vessel Cities Service 
deadweight tonnage of 38,000, 


rels of petroleum, and a speed of 17% 


Cities Service flag. 
Yet impressive as they are, these new ships constitute 
only one example of Cities Service progress during 1954 


Cities Service invested over sixty million dollars in the never 
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“Fill’er up 


for the next 
22,000 


years!’’ 


ending search for and production of oil during 1954 


refinery tacilities were modernized and expanded at 


Chicago and Lake Charles to make po ible even better h 
ind hundreds of mile 


idded to the vast network of Cities Service 


grace petroleum products 
pipeline 
rhis growth benefits more than Cities Service. It is health 
growth that helps keep our standard of living the highest in 


helps fill the vital oil larders of the free 


CITIES (A) SERVICE 


QUALITY PETROLEUM PRODUCTS 


history 
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You can build your tire sales 
FASTER and EASIER 
with SEIBERLING 


There isn’t another franchise in the tire 
business like Seiberling’s Oil Jobber Fran- 
chise for building a big tire business with 
satisfied customers. And satisfied customers 
are what it takes for you and your dealers to 
do a bigger-volume business year after year. 


We know that no over-all program applies to 
every business; and our franchise is tailored to 
individual requirements. 


We would like to talk with you about your 
business (not ours) and see if we can’t match 
our products and programs to your needs. You 
will be under no obligation. Please let us know 
if you are interested. 


OR PHONE ME: 

L. M. SEIBERLING 
Vice-President in Charge of Sales 
Seiherling Rubber Company 
Akron 9, Ohio 
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. +. and built 

to meet customer specifications. Like 
the house for Fritz... your tanks should 
be designed and fabricated to do a 
particular job better. 
Progress isn't building dog houses . . . 
but we do manufacture better stream- 
lined, custom built truck and trailer 
tanks. 





MR ck « 


a aetien oe 





= SVANLY, CARTAGE Ob. 


a 
Custom built for Stahly 


Have your next truck custom built by by Progress 
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ALL OPERATIONS of Cities Service's Des Moines division are now consolidated in one suburban building. Plate-glassed marketing 
offices, service station (above) face major highway. Interior is for storage; bulk plant (below) is in “back yard” 


PACKAGED PRODUCTS are stored in one part of new building's 
spacious warehouse. Other areas house TBA, barrelled goods 


Er 
elidt 


ot mt 
aa 


if hi 


TBA STOCKS are neatly arranged in racks in TBA warehouse- 
shipping room. Customers get a chance to pick and choose 


New Home Hikes Division's Efficiency 


INE months ago Cities Service 

Oil Co.’s Des Moines division 
closed up its downtown offices, and 
consolidated its entire distribution and 
marketing Operation in a single build 
ing on the outskirts of the city. 

Now customer visits have increased 
five-fold and business is running more 
smoothly, Cities Service officials think 
they've started something. 

“Moving outside of town was the 
smartest thing we ever did,” says R. 
Grant May, division manager. “Our 
whole operation is more efficient and 
everybody customers, management, 


68 


and employees—is much happier. Our 
top management is sold on the idea 
and I wouldn’t be surprised that we're 
setting a trend for the future.” 

The new office is on U. S. Highway 
6, five miles from the heart of Des 
Moines. Workmen are still putting the 
finishing touches on the landscaping, 
but business has been going full tilt 
since October 


THE ADVANTAGES 


The division oil men are happy 
about their new headquarters because: 
e It is big enough to consolidate 


all stock in one unit under one roof 
rhis gives Cities Service fingertip con- 
trol of all stock movements. It also 
gives dealers and jobbers a chance to 
examine and study all merchandise 
IBA, lube oils, greases—when decid- 
ing what to order. 

e The building’s position on a main 
highway speeds up local deliveries 
Trucks avoid traffic congestion by us- 
ing highways and streets that bypass 
the business district. 

e The company’s big Cities Service 
sign has a strategic advertising loca- 

(Continued on p. 71) 
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Are you taking full advantage of Du Pont’s services 


in connection with gi//oxidant problems ? 


Different gasoline stocks tend to vary in 
their response to antioxidants. Because of 
this, maintaining maximum efficiency in 
all your antioxidant treating operations 
is a continuing problem. That's why the 
DuPont Petroleum Chemicals Division 
offers these helpful services in connection 
with the antioxidants we supply. 


Regional Laboratory Evaluations— Be- 
fore making any recommendations, one 
of our five conveniently located regional 
laboratories will be glad to study your 
antioxidant needs carefully. Their analy 
sis covers the economic as well as the 
technical aspects of your problem. 


Technical Assistance—Antioxidant prob 
lems cannot always be economically 
solved by laboratory analysis alone. 
Sometimes, in order to do the job effi 
ciently, a major change in the treating 
process is called for. Because our technical 
representatives have had broad experi 
ence in many phases of additives work, 


E. |. DUPONT DE NEMOURS & COMPANY 


Petroleum Chemicals Division * Wilmington 98 
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they are often in the best possible position 
to help you solve a specific problem of 
this sort. 

Du Pont Antioxidant No. 22 offers you 
several outstanding advantages. It is eco 
nomical to use because it is both an anti 
oxidant and a sweetening agent. It is 
highly effective in both motor and avia 
tion gasolines and is almost completely 
insoluble in water or caustic. It is the only 
antioxidant offered for shipment in tank 
cars. This enables you to save about 6% 
on its cost, 

But our recommendations are not con- 
fined to the use of any one antioxidant. 
The DuPont Petroleum Chemicals Divi- 
sion offers three different types. Du Pont 
Antioxidant No. 5 is 500% N-normal butyl 
para-aminophenol. No. 22 is N, N’-di 


secondary butyl para phenylenediamine 
No. 29 is 2, 6-di-tertiary butyl-4-methy]! 
phenol. 

For more information about Du Pont 
Antioxidants and the services behind 
them, just get in touch with any of our 
representatives at the regional offices listed 
below. You'll find them eager to help 
you get maximum ¢ flicie ncy at the lowest 
possible treating cost. 


"14 ub rat orf 
Better Things for Better Living 
. through Chemisiry 


Petroleum Chemicals 


INC 


Delaware 


NATIONAL PETROLEUM NEWS 





Bi” VEATO-DME DAY 


“Ms IS A SUCCESSFUL MAN! 


GOT TO KEEP 
UP-TO-DATE, FRANK! MODERN 
EQUIPMENT COSTS LESS, 
PROFITS YOU MORE IN 
THE LONG RUN! 


DAN, HOW DO YOU 
AFFORD SO MANY 
IMPROVEMENTS ? 
MY BUSINESS 
BARELY PAYS! 


1 3 


ee) (petro 


PERMANENTLY ATTACHED 
HOSE COUPLINGS, TOO ? 
"OLD-FASHIONED FRANK‘ 


... YOU'RE LOSING PLENTY 
WHEN YOU CAN'T REATTACH THAT'S YOU! TODAY'S HOSE LASTS SO LONG. 
‘EM TO NEW HOSES! WHY BOTHER REATTACHING COUPLINGS ? 
SCOVILL HOSE COUPLINGS COME AT LOW 
FIRST COST AND MEAN NO UPKEEP... 
ASK YOUR SUPPLIER! 


m4 laa 
aa? eed 
yes oN 


Wr 
SCOVILL HOSE 
COUPLINGS ARE MACHINE A t', 
af OY 


ATTACHED... NOTHING ELSE ASSURES 
SUCH GOOD WORKMANSHIP! FLEXING WON'T 
WEAKEN GRIP... GUARANTEED LEAKPROOF! 
FULL-FLOW DIAMETER INSIDE. WHY — | 
DON'T YOU WRITE FOR DETAILS ? 
Whiz. 


ie q 
| Grlletin 570-4 
od | 
t gives you complete spec. 


ifications on Gasoline hose 
couplings: 




















Scovill Manufacturing Co 
Merchandise Division 
81 Mill Street 
Waterbury 20, Conn, 


SCOVILL?Z he 
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—F5 management : 
e 
(Continued from p. 68) Vids 1/, FL be 


tion just off the highway. 


e Parking facilities are relatively 
unlimited. Forty cars can park in y Mthet 


front of the building and there is a 


large plot in the rear. Customers and e 
prospects no longer worry about find- Vn A 
ing a space. *-8 8 


e Customers wearing working 
clothes don’t hesitate to visit an office 
outside of town. Most dealers wea! 
uniforms during the day, and many 
had been reluctant to enter the down- 
town office without a business suit. 

New Look—aAll these factors have 
combined to raise the number of office 
visits 500% since relocation. The of- 
fice has made big gains in efficiency 
And employees are just as enthusiastic 
as customers about the new location 
They don’t have parking problems in 
the morning. Many live in nearby 
suburbs and can drive home for lunch 


THE BUILDING 


Cities Service’s acquisition of the 
building was something of a windfall 
It was originally constructed 242 years 


ago to house a farm equipment com- MAKES IT EASIER THAN ‘ 
pany. An opportunity arose for Cities EVER, TO IDENTIFY . 


Service to purchase it some time later, pe am 
and the company’s engineering and 


construction department made a de- 44 44 
tailed study of the plans. They found 
the structure well suited as a distribu 
tion center for oil products and TBA. 


On the department's recommenda- 


tion, Cities Service purchased the 

building and consolidated the division GASOL | NE TANK TRUCK HOSE 
and city marketing offices, division 

IBA warehouses, and storage facilities The v4 Hi . /N P. OOF 

for lube oils and greases. The only Val 4 Really K K R / 
structural change was to add two bays 


and erect a service station in front. NOW ... with that new yellow stripe on the cover ... you can be 


_ The Set-Up—The new building pro doubly sure of getting the hose that never fails to give you more 
vides three large warehouse areas 


3,822 sq. ft. for TBA; 3,978 sq. ft. for for your money . . . in quicker deliveries, easier handling and 


packaged motor oils and greases, and longer service. 
3,822 sq. ft. for barreled products. It 


a space _ reception room of “Newtype” retains its full inside diameter even on sharp bends, 
; sq. ft., and a conference room assuring fast flow. This, plus light weight and extreme flexibilit 
g » P g g Y, 


of 900 sq. ft. for sales meetings, dealer ; . : : 
training schools and safety confer- reduces unloading time at each station. And extra savings are 


ences. assured by “Newtype's” strong, tough, durable carcass and cover. 

A total of 7,680 sq. ft. is air condi- 
tioned. This includes the conference Sizes 1%" to 4". Maximum lengths, 50 ft. Mail coupon for prices. 
room, all private offices, general office 
area, sales room and the service sta- 
tion office. 

Acquisition of the new storage and 
shipping facilities enabled Cities Serv 
ice to abandon warehouses at Cedar 
Rapids and Sioux City by consolidat- 
ing their functions in Des Moines . 
Now the company 1s able to provide f GOODALL RU BBER COMPANY 
faster, more efficient delivery service 
to its jobbers and dealers, both by rail Cy General Offices, Mills & Export Division, Trenton 4, N.J. 
and truck. Shipping costs have been Pape BRANCHES and DISTRIBUTORS IN PRINCIPAL U.S. CITIES and CANADA 
reduced considerably. a 





GOODALL RUBBER COMPANY Company 
Whitehead Road, Trenton 4, NJ ities 
Please quote on “Newtype’ Tank Truck Hose 

No. of Lengths , Each Ft. Long City Zone State 


Couplings Attached Aft. of 
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—<4 management 
API Tells You ‘What's My Line’ discussions or formal speeches. 


The Research Committee took two 

years in the job. They believe the new 

American Petroleum Institute has of 14 basic classifications for whole- term will ease the job of collecting 

raised the curtain on a “common sale and retail gasoline distributors. and reporting oil marketing statistics, 

language” for the oil marketing busi The list standardizes on one term and will allow more accurate com- 

ness. If you handle gasoline, this for each type of marketer to avoid parisons of oil industry statistics with 

terminology concerns you. the confusion caused by varying other industries and information sup- 

At the mid-year meeting in St. names. plied to the government. 

Louis, API members approved a spe API urges oil marketers to use the Here is the list of standard terms 
cial Marketing Research Committee terms in articles prepared for indus- for wholesale gasoline distributors: 

report containing the new dictionary try distribution and in oil marketing Branded = distributor — Presently 

termed jobber, distributor, wholesale 

distributor, branded distributor and 


exclusive distributor. 

Branded tank truck distributor— 
Now called tank truck dealer, whole- 

sale dealer or peddler. 

’ Broker—No change. 
~’ i a Bulk consignee—Includes commis- 
Mobilgas PY : \ , sion distributor, marketer, bulk plant, 
L commission agent, commission bulk 
agent, consignee, consignment distrib- 

ff 
ye , f ‘ 


utor and bulk plant operator. 

Private brand distributor — Cur- 
rently jobber or unbranded jobber. 

Private brand tank truck distributor 

Now called a peddler. 

Refiner distributor — Now refiner- 
marketer. 

Salaried bulk agent—Present names 
are salaried bulk plant operator and 
salaried agent. 

Tank truck consignee — Currently 
tank truck distributor, Commission 
driver, commission tank wagon sales- 
man and tank truck commission 
agent. 

In just four short months, the new MOBILGAS Unbranded distributor—Now called 
BUSINESS CLOTHES have “caught on like a house a factor, terminal operator or cargo 
distributor. 

Unbranded tank truck distributor— 
Currently called a peddler. 

These are the terms for retail gaso- 
line distributors: 
Unitog is proud to have been selected as the supplier Salaried service station operator 
of Mobilgas Business Clothes from Ohio to Montana Now called a salaried operator. His 


afire,” 

Dealers and customers alike recognize the sales 
appeal of Socony Mobil Oil Company’s entirely new 
concept of how station men should dress. 


and from Canada to Mexico. station would be called a “company- 
operated service station.” Present 
F 0 R TO P S IN S E R V / C f terms include company-owned and 
operated service station, Ccompany- 
UNIF 0 R M 5, C H E C K WI TH leased and operated service station, 
employee-operated service station, 
salary station, company station and 

e Class 1 station. 
company Service station consignee—Now a 
service station agent or consignee 
dealer. Name of his station would be 
1617 Main Street + Kansas City 8, Mo. / changed to “consignee service sta- 
HIGHEST QUALITY INDUSTRIAL UNIFORMS P/ tion” from the present term, “com- 

NATION WIDE DISTRIBUTION mission station.” 
i Service station dealer—Now called 
FROM NEw dealer, lessee, other dealer, regular 
*“WARRENS BURG, MO. P MOBliGas dealer or independent dealer. The re- 
LOS ANGELES, CALIF. USINESs CLorHes port terms his station a “dealer service 

F 


station.” These outlets now are called 
* BRIDGEPORT, CONN. 


” 


SUMMER WEAR dealer stations, lessee stations and “I 
stations, * 
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CROWN opens up broad new vistas of package- 


design through the creative ingenuity of a brilliant 


young art-staff. The services of these Modern-Design ‘ | 


artists are yours for the asking. = ) 
Next comes CROWN Lithography — with new facilities ¢ A 
and new techniques contributing to the achievement of . 

A FAMILY OF PACKAGES DESIGNED TO SELL YOUR PRODUCTS ... TO SELL 
THEM HARDER AND FASTER... AND TO KEEP THEM SOLD. 

For details about CROWN Design Service and Lithography, talk with your 

CROWN Sales Representative or write Crown Cork & Seal Company, Inc., Dept. H, Box 6208, 
Philadelphia 36, Pa. 


Cty lnaist Laggtt Co btereattown (CROTON 


CROWN CORK & SEAL COMPANY, INC. 


CAN DIVISION 


PHILADELPHIA © CHICACO «¢ ORLANDO © BARTOW «© BIRMINGHAM 
BALTIMORE © NEW YORK © BOSTON © ST. LOUIS © SAN FRANCISCO 
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National advertisements reach 50,000,000 
to help increase your service-station sales 


The second big advertisement in Ethyl’s 
“Drive More’’ program is appearing in 
The Saturday Evening Post and Collier’s 

and another is scheduled for August 
Reader’s Digest. These advertisements 
show how motorists can enjoy extra fun 
and convenience at “bargain rates’’ by 
driving more on vacations. 

This program has been enthusiastically 
received by oil companies, automobile 
manufacturers and others who can profit 
from increased automobile usage. Already 
many of these companies are actively 
supporting the “Drive More’”’ slogan 


You can, of course, take part in this 
long-range program at any time. To make 
it easy and convenient, Ethyl has pre- 
pared a kit of suggested merchandising 
materials you can use in promoting the 
program to your customers. 

With your active participation, you 
can help insure that this program will be 
of the greatest value to your own com- 
pany and the entire petroleum industry. 

Contact your Ethyl Representative for 
full information on how to order these 
tie-in materials at cost—or how Ethyl 
can help you in developing your own. 


ETHYL CORPORATION 


NEW YORK 17, NEW YORK 
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Week-end 
traffic 
proves it 
pays to 
replace with 


| U.S. 
ROYAL CURB 
PUMP HOSE! 


This hose is the lightest and most flexible on the 
market. This means the station attendant’s good 
humor is not soured by wrestling with cumber- 
some, overweight hose that fight back. The serv- 
ice station owner gains in better labor relations 
and customer good-will. 

Here’s why U.S. Royal Curb Pump Hose is 
best in performance and long life: 

(1)-It is the only hose made with nylon AND 
rayon and wire. The nylon provides strength 
and flexibility, and eliminates the weight. 
(2)-U.S. Royal’s smooth black neoprene cover 
defies gasoline, oil and abrasion. In the hottest 
weather, it will never crack or blister. In sub- 
zero weather, it remains flexible as a lizard. 
(3)-Its special construction prevents curvature 
or permanent Sel. 

Put U.S. Royal on a retractable pump and 
see how easily this hose retracts, in sub-zero 
or tropical temperatures. Available at any of 
the 27 United States Rubber Company District 
Sales Offices, or write address below. 


U.S. ROYAL is 

available with “Tops” 

REUSABLE Couplings 

These couplings increase 

hose life. No leaks, no 

pull-outs. Easily, quickly assembled 
with no special tools. Smooth flow. 


Major curb pump makers and oil marketers specify this great hose 


“U.S.” Research perfects it...“U. S.”” Production builds it...U. S. Industry depends on it. 


UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hose « a ¢ Expansion Joinia « Rubber-to-metal Products « Oi) Field Specialties + Plastic Pipe and Fittings « Grinding Wheels + Packings « Tapes 
Molded and Extruded Rubber and Plastic Producta « Protective Linings and Coatings + Conductive Rubber « Adhesives « Roli Coverings « Mats and Matting 
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How Jobbers Can Get Long-Term Loans 


API Group reports on sources, requirements and 
availability for marketers seeking financial aid 


HE expansion-minded  jobber’s 
best bet for a long-term loan is 
one of four sources. They are: 
e His local bank 
@ His local insurance company 
e The Federal Small Business Ad 
ministration 
e His supplying company 
That’s the conclusion of the sub 
committee on jobber financing of the 
American Petroleum Institute’s Jobber 
Advisory Committee. Members have 
spent the last nine months studying the 
money sources available to jobbers 
They reported their findings at the 
API meeting in St. Louis last May. 


TYPES OF ASSISTANCE 


At the beginning of the subcommit- 
tee’s study, all members recorded their 
opinions on the various types of finan 
cial aid required by jobbers. 

Short-Term Loans—The subcommit- 
tee decided that short-term loans—to 
provide working capital for replace 
ment of marketing and motor vehicle 
equipment, and to finance inventories 
and receivables—don’t pose a serious 
problem to the average jobber. The 
subcommittee’s report notes that the 
necessary funds are available through 
local banks, and that the procedure for 
obtaining them is well understood. 

Long-Term Loans—A jobber who 
needs a long-term loan at a reasonable 
interest rate, on the other hand, is 
likely to have trouble—unless he has a 
good idea of the proper sources to go 
to. The API report cites “the securing 
of long-term loans at nominal interest 
rates” as “the principal problem” in- 
volved in the study. 

Money from such loans, the report 
says, is usually needed for: 

@e Modernization of existing facil- 
ities (plant and service stations) , 

@ Construction of new stations 

@ Possible growth 


POTENTIAL SOURCES 


To supply funds for these projects 
there are seven possible agencies, in 
the subcommittee’s views. The report 
calls four of these “promising.” Here 
are the seven: 

Local Banks — Banks are 
sources, says the report, but they vary 
with the area. The report found that 


good 
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banks in “certain localities have 
available funds for modernization of 
existing facilities and the construction 
of new ones, “at reasonable rates and 
customary security” 

Local Insurance Companies— Ihe 
report notes that “these institutions 
have been known to participate in 
long-term loans to local jobbers and 
distributors.” The larger companies, 
however, are generally uninterested in 
such propositions. These companies 
are national in scope, and the loans in 
question are not of sufficient size to 
justify the costs of processing and legal 
effort that would be incurred, These 
companies also have security require 
ments that the average small jobber 
would find extremely difficult to meet 

Trust Companies—While the sub 
committee has no specific objections 
to this source, it is not included in 
the “promising” category. The report 
states, however, that trust companies 
‘have also been known to participate 
in long-term loans in substantially the 
same respect as local insurance com 
panies.” 

Acceptance Corporations 
tion of the API report reads, 
was some discussion as to the possi 
bilities that might be afforded through 


This sec 
There 





SBA Reading List 


API's subcommittee on job 
ber financing recommends six 
pamphlets and booklets describ 
ing the functions and policies of 
the Small Business Administra 
tion. Titles of them are 

Small Business Administra 
tion—What It Is—What It Does 

Public Statement of Loan Pol 
icy—Explanation of Loan Pro 
cedures 

The Bank 
Loan 

How To Choose Your Banker 
Ww isely 

Borrowing Money From Your 
Bank 

A Handbook of Small Busi 
ness 

These pamphlets and booklets 
are available at all regional and 
branch offices of SBA 


SBA Participation 











NEWS 


existing corporations of this kind or to 
be organized somewhat similar to that 
of the General Motors Acceptance 
Corporation but the idea was finally 
regarded as impractical and = dis 
missed 

Equity Financing——This source of 
assistance is endorsed by the subcom 
mittee, but only to a limited degree 
The procedure is to float a bond tssue 
as a form of property mortgage. The 
report comments, “There recently ap 
peared in certain trade publications 
(NPN, Jan., p. 66) an instance where 
this type of financing was employed to 
advantage by a large Midwest jobber 
to finance an expansion and modern 
ization program. The company issued 
bonds in denominations of $50, $100 
and $500, payable in five years at 5% 
interest, three years at 4%, one yeat 
at 3%, the bonds constituting a first 
mortgage on the property. This meth 
od of financing was employed after 
the jobber found he was unable to 
raise additional capital through normal! 
lending channels. In certain instances 
such method of financing might pro 
vide the necessary funds to cover po 
tential growth as well as modernization 
of existing facilities, both plant and 
service station.” 

Supplying Companies——Ihese ar 
a likely source of long-term loans”, 
reports the subcommittee. In many in 
stances studied, funds were available 
Ihe subcommittee points out, how 
ever, that long-term leases are usually 
supply 
During the sub 


involved, although contracts 
are for short terms 
committee’s deliberations, a sugges 
tion was made that supplying compa 
nies be invited to consider including in 
their leases an option to terminate 
prior to maturity, upon liquidation of 
the loan 

SBA—-Because the functions of th 
Small 
been extended recently, the API report 
implies that its usefulness to jobbers 


Business Administration have 


will be greater than it has been. The 
report observes, Ihe procedure of 
this lending agency has now been re 
vised with a greater delegation of au 
thority to the Regional Directors. It is 
known that direct loans recently have 
been made by this agency in Florida 
and Texas, ranging in amounts from 
$12,000 to $150,000, on long-term 
basis for the purpose of service station 
expansion. It would, therefore, appear 


(Continued on p. 78) 





Friendly 


C 


PLANTS 


as an old shoe 


Oil marketers 


doing business with Canfield soon learn that they 
receive many extra benefits beyond that of a dependable 
source of supply for superior quality petroleum products. 


Canfield works closely with them on shipments. Their 
inventory needs are reduced . . . working capital is 
freed for other operations. 


Canfield’s close relationship with its customers assures 
marketing flexibility to quickly meet changing sales 
conditions ... your particular sales problems get 
individual attention. 


Whether you are large or small, buy in trainloads or 
small lots, blend base stocks or sell finished products 
under your brand or ours, Canfield can help to improve 
your profit picture. 


You'll find the folks at Canfield as friendly as an old 
shoe. Plan now to get acquainted. Just write, wire or 
phone Tom Clime, Manager, Wholesale Sales, for 

an early appointment. 


NFIELD OIL COMPANY 


General Offices: Cleveland 27, Ohio 


Jersey City, NJ Memphis 


bO.07 


Coraopolis, Po Cleveland, Ohio, 
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(Continued from p. 77) 


that such source may offer certain 
possibilities.” 

Conclusions The subcommittee 
ends its report by putting its “most 
promising source” label on local banks 
and insurance companies, the SBA, 
and the supplying companies. 

Chairman of the API subcommittee 
is Mare F. Braeckel, Sinclair Refining 
Co. Other members are E. K. Bennett, 
E. K. Bennett Oil Co., Longview, Tex.; 
John Fenner Cummins, Cumberland 
Oil Co., Nashville, Tenn.; R. J. Hull, 
Cities Service Co., N.Y.; H. H. Inger- 
oll, Atlantic Refining Co., Philadel- 
phia; Jess Knowles, Skelly Oil Co., 
Kansas City, Mo.; E. H. Lyon, Phil- 
ips Petroleum Co., Bartlesville, Okla.; 
Kent F. Moore, Kent Moore Co., Glen- 
lale, Calif.; Sam B. Wilkes, Crown 
Petroleum Corp., Hartford, Conn.; 
ind Russel S. Williams, Gaseteria, 
Inc., Indianapolis. 


What Lending Agencies 
Will Want To Know 


Jobbers and distributors planning to 
irrange a bank or insurance company 
‘oan should be able to produce a num- 
ber of financial facts about their busi- 
nesses. Here’s the information that the 
API subcommittee on jobber financing 
says applicants should have on hand: 

1. Financial statement showing cur- 
rent assets against current liabilities. 

2. Records that are sufficiently ac- 
curate to show banks the historical 
records of the business, and the cur- 
rent status of the business. This means 
bookkeeping that can be translated 
into accurate balance sheets and profit- 

nd-loss statements. 

3. At least two or three years of 
annual statements (this includes the 
most recent interim financial statement 
available. CPA audits are preferred). 

The API subcommittee adds that a 
bank, in considering a loan applica- 
tion, takes into account: 

The character, integrity, and abil- 
ity to perform on the part of the bor- 
rower 

The fact that the amount of 
money supplied by creditors is always 
related to the amount at risk. 

Whether or not all past financial 
data is available to the bank. 

The purpose of the loan, and the 
borrower's ability to show how the 
amount needed was arrived at. 

—The fact that if loans are for any- 
thing besides working capital (equip- 
ment, modernization, etc.), they must 
be repaid from cash realized through 
earnings and depreciation. Applicants 
should be able to demonstrate that 
this is possible. Ld] 
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UNRESTRICTED FLOW 


PHILADELPHIA HOSE REELS 


mean 
fast 
deliveries 


és 

ese time at the delivery point, and 
you save money.” That is the con- 
sensus of tank truck operators every- 
where, and it is one of the many ad- 
vantages of Philadelphia Hose Reels. 





f Aligning Ball Bearing Ball Bearings 
\\  ¢~Seal 
ip ‘ 


Pipe 








- Spokes for Drum ~ 











SECTION THROUGH REEL 





Unrestricted passageway is clearly 
shown on the sectional view of the 
spindle and seal. Note the long radius 
curvature of the elbow, free from re- 
striction. A self-tightening Neoprene 
seal is used. It is tight at high or low 
pressures and will run for many years 
without any signs of wear or leakage. 
Note that the ball bearings for the 
spindle are outside the passageway 
and not in contact with the fluid. 


The actual fact is this: when a re- 
stricted flow reel is replaced with a 


Philadelphia Hose Reel, the 


full flow means faster delivery 


resulting 
without 


changing either the pump or the hose. 


Philadelphia Reels are light in weight 
and are built like a fine automobile 
All parts are made of steel malleable 


iron or bronze (no cast iron is used) 


All shafts and bearings ar 


with ball bearings with hardened and 


e equipped 


ground races. Seven ball bearings are 


used on eat h reel I his means the reel 


will last many times longer than one 


equipped with plain bearings 


Prices No Higher. Quantity produc- 
tion of standard parts, plus many 
years of experience, enables us to 
build these high-grade reels at prices 
competitive with and in many cases 
lower than other makes. Philadelphia 
Hose Reels are made in all sizes from 
1” to 3” with hand or power drives 

electric, air or hydraulic. Under- 
writers approved explosionproof 
motors when required (any voltage). 


Send for Bulletin No. 171. 


PHILADELPHIA VALVE COMPANY 


2497 ONTARIO 


Manufacturers of Reels & Valves 


STREE 


PHILADELPHIA 34, 


ance 1922 


Pacific Coast Distributors 
Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, California 


Howard Supply Co., 


July, 1955 * NATIONAL PETROLEUM NEWS 


5125 Santa Fe Avenue, 


Los Angeles California 
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Farm Credit Should Be a Collect - 





Indiana Standard’s studies show that since war 
demand for farm products has decreased, and price 
ceilings have been removed from items the farmer 
must buy, there has been a drop in net farm revenue 
of 25% (big chart at right) 

Other charts show that 

The general financial condition of farmers is still 
favorable, and they are in a position to pay their bills 

Accounts receivable are one of the largest invest- 
ments oil companies have, 

Operating on a seasonal credit basis requires a 
large amount of capital. 

Farm income in Indiana Standard’s Midwest mar- 
keting territory is well diversified 





 Apeoaee jobbers and oil companies are passing from the 
\J level of farm credit extension to the level of farm 
financing 

lo gain a competitive advantage, they are giving “crop 
to crop,” or long-term, credit to farmers. They are selling 
‘credit terms” instead of products, declared J. W. Ross, 
assistant general manager at large of Standard Oil Co. 
(Indiana). 

Throughout U. S. farm areas, credit is a lively subject 
and an increasingly difficult problem. 


GROSS FARM INCOME 


x 


PRODUCTION EXPENSES 


\ 


RURCHASING POWER OF 
NET INCOME, CONVERTED 
TO 1935+ 39 DOLLARS | 


/ 


OEPARTMENT OF AGRICULTURE | 


Y EARS ago, the farmer traditionally paid grocery bills 

once or twice a year. Then the grocers got smart. 
loday groceries are a cash item almost throughout the 
industry, as the large cash-and-carry shops, including 
supermarkets, replace the small stores. 

Machine houses used to make collections during the fall 
months. They, too, have changed their thinking and now 
conduct aggressive collection campaigns through the early 
months of the year. 

Indiana Standard has done this: 

1. It adopted a “collect-as-you-go” plan and trained its 
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as * You: Go System—Indiana Standard 


The variables of weather, crop yields, farm prices, gov 
ernment price support, net farm income, and finally grow- 
ing credit balance give concern to anyone in oil marketing 

It’s questionable whether long-term credit is wise, par- 
ticularly when farm income is declining. More credit is 
being extended for longer periods. But the customer's 
“ability to pay” is going down. 

Whether it is sound from the industry viewpoint can be 
debated, since competing jobbers and companies are drawn 
into long-term credits. And the competitive advantage does 


SQURCE UB OEPT AGRICULTURE 


+ 


OWNERS EQUITY. 


' REAL ESTATE DEBT 
im @! 1 


-: a i 








BOURCE : COMPANY RECORDS 


ACTUAL BALANCE - 
FARM CREDIT - 
YEAR 1954 


BALANCE |HAD WE OPERATED 
ON SEASONAL TERMS 


people to practice it. 

2. It furnishes them with information about revenue 
available throughout the year, such as shown on charts 
above. 

3. It provides these consumer credit terms: 

Regular terms—15th of following month 
Maximum collection period—3 calendar months. 
Special plans on “Form 309-C.” 

Collection and deduction periods. Objectives on January 
sales, exclusive of special plans: In February, collect 60% 
In March, collect 35%. In April, collect 5% 
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not last for long 
Because of these questions, which appear valid, Indiana 

Standard offers some of its experiences and appraisals 

Material for this article was prepared by J. W. Ross, 

assistant general manager at large, and M. L. Rufer, 
assistant treasurer, both of Standard Oil Co. (Indiana), 
Chicago. It was presented to the Jobber Advisory 
Committee, API Marketing Division, at the mid-year 
meeting in St. Louis. Both men have had many years 
experience in farm sales and credit 


SOURCE | COMPARY RECORDS 


INVENTORIES 








MARKETABLE SECURITIES 


MIBC. ASBETS 
y 





DAIRY PRODUCTS 
13.7% WHEAT 
1.0% 


EGGS and 


CATTLE & CALVES POULTRY 7.7% 


262% CORN 


6.2% 
ALL OTHERS 
HOGS 12.6% 
18.4% 


“ SOURCE S. DEPT AGRICULTURE 


+. By September 30, 1954, Indiana co'lected 92.3% of 
consumer credit sales for first six months of the year 

Indiana's comment on objectives: If farmer's hogs are 
not ready when bill is presented in February, and he needs 
another month, time may be granted. But not always to 
the same customer 

In the second month, Indiana tries to get an additional 
35% and make final clean-up in the third month. This 
four-calendar-month period is thus an administrative 


period s 


$1 
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How Delivery Sh 


T HREE years ago T. C. Lacey 
discovered that overhead expenses 
were eating up his profits as fast as he 
could make them. This month the 
Nacogdoches, Tex., consignee for The 
Texas Co. will deliver about 175,000 
gal. of liquid product. He expects his 
overhead to run at half the 1952 level 
The big savings will be in trans 
portation costs—direct and indirect 
lo reduce his delivery expenses, Lacey 
took these measures 
—Replacement of 
trucks in favor of one 


small delivery 





big transport 
Installation of 
adequate storage, 
where needed, at re- 
tail outlets to cut 
down on frequency 
of deliveries 
“Educating” 
dealers, consumer 
and farm accounts of 
the necessity for tak 
ing fewer, but bigger, 
deliveries, 
The situation Lacey 
faced in 1953 was the 





TRIM BULK PLANT at Nacogdoches 
Tex., is hub of Lacey's operation. 
Transport has taken place of two 
smaller trucks and has trimmed 
costs. Below, Lacey chats with driv- 
er H. D, Byrd before he starts out 
on day's delivery schedule 





same one that many 

small marketers have bumped up 
against in the past several years. He 
had simply reached a stage where he 
was barely making a net profit 


THE PREDICAMENT 


“Wages, equipment costs and every 
thing else continued to increase faster 
than my volume of business,” he says 
today. “And during this period, my 
commission had remained the same. | 
had just reached a point where some 
changes had to be made, or | had to 
get out of business.” 

The Outfit—Before he started mak 
ing the changes, Lacey had three small 
1,100 to 1,200-gal. tank trucks. He had 
two full-time and one part-time drivers 
employed to operate these vehicles 

At his warehouse, he had one full 
time employee who checked the drivers 
in and out, kept inventories, and pet 
formed other warehouse duties. There 
was also a bookkeeper. 

These employees helped Lacey op 
erate his marketing business, which 
covers all of Nacogdoches and part of 
Rusk counties—an area roughly about 
1,500 sq. mi. 


PLAN OF ACTION 


The first thing he decided to do was 
cut down the number of delivery 
trucks he was operating 


82 


He replaced two of the small ones 
with a 4,360-gal. transport. This trans 
port, he figured, could deliver in one 
trip what it would take one of his 
small trucks four “back and forth” 


trips to deliver 

The one transport and the one small 
truck he kept meant that he would 
need fewer drivers. So he let one full- 


time driver go, keeping One to operate 
the transport full time, The one part 
time driver stayed on, to operate the 
small truck in making deliveries the 
transport could not handle 

Lacey also combined the ware 
houseman’s job with the bookkeeper’s 
Having done away with two small 
trucks, he believed one employee could 
handle all warehouse duties—includ- 
ing the checking in and out of the one 
transport driver 


Service-Minded Lacey kept one 
thought in mind all along, however, 
as he trimmed his operating costs. He 
realized he had to trim, but he had to 
trim wisely. He couldn't run the risk 
of losing business due to a letdown in 
service. 

He went to his accounts, and ex- 
plained why he was doing what he 
was. 

At first the smaller, grocery-service- 
station accounts didn’t like the idea of 
taking bigger deliveries. A number of 
farmers didn’t care for such a scheme, 
either. 

But Lacey put his cards on the table 
and explained to them that he was a 
small businessman, just as they were. 
His success, he pointed out, depended 
on his being able to deliver products 

(Continued on p. 84) 
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CHLORINE 


shipped best in special 


GATX 


pressure tank cars 


GATX pressure cars for chlorine do double duty. They not only 
serve as the shipping container, but as the storage tank as well. 
Accurate controls built into these cars permit users to unload the 
chlorine as it’s needed. For greater flexibility, General American 
offers four sizes of cars—55-ton, 30-ton, 16-ton and multiple-unit 
cars carrying fifteen one-ton containers. 

There’s a GATX tank car that’s built or can be built to meet 
your bulk liquid shipping needs. You can choose from over 200 
types in the fleet of 48,000 cars designed, built and operated by 
General American. General American’s 38 repair shops service 
these cars quickly and efficiently for you. For the right tank car 
for your product, write or call your nearby General American 
district office. 








NEWS 


typical products successtully shipped in 
GATX pressure tank cars ¢« Anhydrous Ammonia ¢ 
Butane ¢ Propane ¢ Ethylene Oxide ¢ Propylene Oxide ¢ Vinyl Chloride 
Methyl Chloride ¢ Ethyl Chloride ¢ Chlorine « Carbon Dioxide 


features of GATX pressure tank cars” 
All-Welded Tank, Jacket and Underframe ¢ Flued-Dome Conatruction** 
¢ Safety Dome Platform (Available) ¢« Painting to Specification (Avail- 
able) ¢ Insulation ¢ Specially Designed Fittings (Available) 

*Standard equipment unless otherwise noted. 

**The one-piece flued-dome saddle was designed and pioneered by 
General American as early as 1938. 


GENERAL 
AMERICAN 
TRANSPORTATION 
CORPORATION 


135 South La Salle Street ¢ Chicago 90, Illinois 
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(Continued from p. 82) 
to them at the lowest possible costs 
Otherwise, he said, he would have to 
quit servicing them, and whoever else 
took their business would have to do 
the same thing he was planning to do 
He found that after going over the 
situation with his customers, most of 


age. Since most of his 35 service sta- 
tion accounts are in small towns, this 
didn’t mean any big station storage 
program 

He says now that it only cost him 
an additional $200 to $300 to install 
added storage at the stations. 


Ihe service stations concerned 


making sure all stations were equipped 
with adequate storage, was to make 
sure the dealers took large deliveries 
at regular intervals, so his transport 
driver could map out various routes to 
follow each day. 

He didn’t specify certain days for 


delivering to farm and consumer ac- 
counts, but he did ask them to give 
him an extra day for making deliveries. 
In other words, he told them, an order 
called in one day would probably be 
delivered the following afternoon. 
When the delivery was made, the 
farmer Or consumer’s storage would 
have to be filled almost to capacity. 
Now Lacey’s transport driver knows 
exactly what route he is going to take 
each day. He makes what Lacey calls 
“country deliveries” mornings. These 


them could see his reasons and agreed 
to go along with him 

[he majority of his service stations 
could take deliveries once a week. The 
other dealers let him put in more stor 


Lacey the most. They account for 
about 80% of his deliveries. The re 
maining 20% is divided about evenly 
between consumer and farm accounts. 


Mapping Out—His next step, after 
 gemegremgecggpemeengper tec nmagmemitia, 
PICK THE RIGHT VIKING PUMP 
FOR YOUR NEEDS 
are deliveries to service station ac- 


' , , ‘ 
It's easy with this Simple Chart counts in small towns in his territory 
Deliveries are also made to farm 
tse | | or consumer accounts On the transport 
driver’s “country runs,” where they 

happen to be on his direct route. 
Afternoons are spent making de- 
liveries to service stations in the 
Nacogdoches area, and in servicing 
those farm and consumer accounts 

not on the direct “country runs.” 
Lacey has found his present de- 
livery method also takes less time. 
Where formerly he had more em- 
ployees and more trucks working six 
full days a week to service his ac- 

counts, it now takes 51% days. 


POLICY 





Catalog Service Features 





Complete 
50 PSI Range of 
Non Lubricating Materials 
Liquids Packed or 
100 PSI Mechanical 
Lubricating Seal, 
Liquids Jacketed 
Equipment 


GEWERAL 
PURPOSE 
Pumps for 
Handling 
All Types 
of Petroleum 


Products 








BULK PLANT 
ALL WEATHER 
Twin Pumps 
for Hand 
ing Two 


Totally 
Enclosed 
No Pump 

House Needed 
Packed or 

Petroleur | Factory Mechanical 

Products Seal 


50 PSI 


For Higher 
Pressures 
Similar | Consult 





Lacey thinks his present delivery 


TRUCK 100 PS! 
MOUNTED 3 Non-Lubricating | Bearing. Packed 
Pump for Fast Liquids or Mechanical 
Loading and 200 PSI Seal. Relief 
Unloading Lubricating Valve on 
Service Liquids Head 


Integral Thrust P . 
system saves him about $700 per 


month, compared to his old system. 
Now that he has had it in operation 
for three years, he is pretty strict on 
operating procedure in order to be 
sure that he doesn’t slip back to his 
No Lubrication old way of operating. 
Required on If a service station dealer calls in 
dectien R, ine a a ee for a delivery after running out of 
Liquids. Seal gasoline, because he did not take a 
full delivery the last time the transport 
was around, Lacey will make a de- 
livery the first time it happens. But 
that’s all. If the same thing happens 
again, the dealer will have to “sweat 
it out awhile” before the Lacey truck 
shows up. 

Lacey thinks he could build his gal- 
lonage up to 200,000 per month with- 
out putting too much of a load on his 
trucks or employees. His present de- 
livery system gives him more free 
time to devote to visiting present and 
potential customers. In addition, since 
he has one driver doing most of the 
delivering now, he’s found that his 
customers get to know that driver bet- 
ter. He, too, is a big help in the selling 
end of Lacey's business. ez 








UNDERWRITERS 
Pumps. Handle 


Ask 


for 


50 P.S.I 





Ask LP-GAS 100 PS! No Lubrication 

‘ Pumps for Bulk d Differential Required. O-Ring 
Plant, Truck Pres, 400 P.S.1. | Gaskets. Mechani 
Bottle Filling Operating cal Seal. Safety 
and Fueling Pressure Valve 


for 
Section 


rer 




















Your Viking district office or distributor will promptly furnish complete 
information on these or many other Viking rotary pumps fo fit your needs. 
Send for any of the above catalogs or check with your Viking distributor 


ORIGINAL "‘GEAR.~§§ WITHIN. A-~ GEAR’ 
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This breastplate is a product of skillful 16th 

Century armor-making. The expert fitting and 

forming of this sturdy garment permit all the necessary mobility, 

while the superb carving and embossment reveal it as a true 

work of art. And most important of all, the studied design 

and careful workmanship assure maximum protection to the 
wearer 

J&L Steel Containers offer dependable protection for your 

products. They're built of sturdy, high-quality J&L Steel 


Sheet. Their careful construction insures perfect fit of all 


CONTAINER DIVISION 
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joints and movable parts. And they have a trim appearance 
which can be attractively decorated with colorful designs and 
illustrations by J&L’s accurate lithographic process 

In addition, coatings and lacquers are evenly applied-—both 
inside and outside; and J&L pails and drums are chemically 
treated to keep all surfaces clean and dry 

For the protection your products need, depend on J&l 
Steel Containers. You can order them through plants in 
leading industrial centers, and you'll find JAL service prompt 


and efficient 


Sones ¢ Laughlin 


STEEL CORPORATION 


405 LEXINGTON AVE 


NEW YORK 17 N Y, 


STEE 





WHITE 3000 SIX-WHEELER BIG LOADS of heavy fvel oil in this White 


O KJ b FOR 4,000 GAL. TANKER | hondied so efficiently thot it lod ton 
“2 di — = dil 
WHITE 4-=—_ Wrsttawens 
300C ee hie "FUEL on 


4 


ot 


EXTRA PAYLOAD IN THIS THIS Model 3024 with 2,700 gal. tanker 


for light fuel oil trips. Has meters and 


MODERN WHITE CITY UNIT pumps... 5-compartment tanker for resi- 


" leads to dential service, 
a a 


ye a + Wren B\yh NVF -| ANTS 
Alf Ort rer 


, 


nal 4 


For Weber-Bunke-LangeCo, © Bsest Tank Pasioads 


NEW YORK @ Saves Delivery Time 


Maneuverability makes parking easier 

THE LEADERS pick Whites for extra economy ... extra effi- 
ciency. Weber-Bunke-Lange Co., of New York, for example, s Saves Space on the Street 
first introduced the White tandem axle 3000 for industrial White 3000's have two feet shorter 
fuel oil delivery. 7, eae over-all length with same payload 

Savings were so noticeable on bulk deliveries that they 
added a new White for residential deliveries. Advantages Saves on Maintenance 
of the 3000” are just as important in this service, delivery 
records show. 

It’s the same wherever you see the White 3000 at work. Saves Drivers Time and Energy 
Find out how White can save more...earn more... for you. White cab comfort, visibility and safety 


THE WHITE MOTOR COMPANY are driver fevers 
Cleveland 1, Chio 


Patented power-lift cab saves time 


FIND OUT HOW WHITES MEAN 
A BETTER RETURN ON YOUR 


Transportation Investment 


WHITES can be tailored to your exact 
operating conditions for more work... 
faster deliveries. Ask your White Repre- 
sentative for an analysis of your trans- 
portation needs—he can save you money. 


FOR MORE THAN 50 YEARS THE GREATEST NAME IN TRUCKS 
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Midwest Jobbers 


Mergers Tighten Market C 


Two new developments may bring 
on the roughest competition Midwest 
oil marketers have seen for many 
years. 

These are the merger of Sunray Oil 
Corp. and Mid-Continent Petroleum 
Corp., and the sale of Deep Rock Oil 
Corp.’s marketing, refining and pipe 
line facilities to Kerr-McGee Oil In- 
dustries, Inc. (NPN, June, pp. 54 
and 57). 

The intensified competition, which 
is certain to result as the two new com- 
panies seek wider markets, means that 
jobbers — and jobber associations 
will have to be more alert to the 
rapidly shifting marketing conditions 

Jobbers will have to become better 
businessmen. They will have to find 
new ways of cutting costs. They will 
have to operate more efficiently than 
ever before, and they must sell harder. 

In the various management insti- 
tutes sponsored by almost every Mid- 
west jobber association, jobbers have a 
new and potent weapon to help up- 
grade their operations. These institutes 
may represent the most important 
single step toward upgrading the job- 
ber to occur in the last 50 years. 

“Operation Bootstrap,” was the 
label given it a year ago by Otis H 
Ellis, general counsel for the National 
Oil Jobbers Council. He warned that 
jobbers must expand their programs 
and objectives far beyond the narrow 
scope of specific issues if they were to 
continue to be a significant part of 
oil marketing. 

He proposed that jobber associa 
tions inaugurate a concerted, construc- 
tive educational program with the 
general objective of improving the 
efficiency of jobbers throughout the 
country. 

During the year, jobbers held asso- 
ciation-sponsored management _insti- 
tutes in co-operation with state uni- 
versities in all parts of the nation 

The start has been made. The asso 
ciations should now widen the scope 
of their educational programs, both in 
subject matter and in attendance 

Provision should be made to accom- 
modate more jobbers. This could be 
accomplished by increasing the num- 
ber of institutes held at a centralized 
point, such as the university campus 
or decentralizing the program and 
conducting widespread 
points throughout the state 

Every effort should be made to in 


courses at 
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terest the less efficient jobber in attend 
ing the schools. It is the responsibility 
of the associations to “sell” these mem- 
bers on what they'll gain by going back 
to college for a few days 
Those attending the first 
were generally the more efficient op- 
erators, those with progressive ideas 
They needed the instruction and were 
happy to gain it, but they didn’t need 


classes 


it as much as some 

In a nutshell, the associations now 
should attempt to make it possible for 
every jobber to enroll in a manage- 
ment institute, and to convince the 
doubters that to do so is vital 

The emergence of two new market- 
ing companies will open up new op 
portunities for jobbers as well as in- 
tensifying Competition 

The new Sunray Mid-Continent Oil 
Co. will consider its future marketing 
territory as ranging from the Appa- 
lachians to the Rockies, from Canada 
to the Gulf. Mid-Continent Petroleum 
always was tied in closely with jobber 
distribution and the new company cer 
tainly will be on the prowl for addi 
tional jobber outlets 

The same is true of Kerr-McGee's 
new marketing subsidiary, the Deep 
Rock Oil Co. The old Deep Rock or 
ganization has marketed 
through jobbers for several years. The 


exclusively 


new company, with 16,000 b/d more 
of refined product to market, also will 
take every opportunity to increase its 
jobber distribution 


Pennsylvania 


Margin Cuts Hit 


Margin-cutting policies of suppliers 
are under attack by Pennsylvania Pe 
troleum Assn. after an action taken at 
its annual spring convention 

PPA wants suppliers to 

e End voluntary allowances to serv 
ice stations, as a block against gasoline 
price wars 

e End dual tank-wagon prices as 
another way of ending price wars and 
to curb commercial-account grabbing 

@ Restore the 
heating oil lost 


5-point margin on 
when suppliers low 
ered prices for their summer-fill pro 
gram 

Stronger Action Demanded On 
commercial accounts, I. L. Kirschner 
of Kirschner Bros., Philadelphia, sug 


NEWS 


associations —={7 


ompetition 


gested PPA continue to condemn the 
practice by resolution, have the Na- 
tional Oil Jobbers Council refer the 
matter to the Department of Justice, 
and set up a top-notch jobber commit- 
tee within the group to push protests 
to the top level of major companies 

He also wants suppliers to increase 
‘If they can sell gaso- 
line to our accounts at more or less 
the same price they charge us,” he 
said, “then they certainly can afford 
to give us additional profit, when you 
consider we have the additional ex 
pense of delivery, pump and tank in- 
stallations, office overhead, etc.” 

Another member suggested jobbers 
organize state-wide by brands they 
handle. If any supplier—-or jobber 
stepped out of line on commercial ac- 
counts, jobbers handling that particu- 
lar brand name could discuss it with 
the supplier and the jobber in an at 
tempt to end the practice 

No action, however, on either sug- 
gestion came from the business ses 


jobber margins 


sion 

Highway Program Hit-—The federal 
highway construction program is not 
supported by PPA. It sees in the pro 
gram ‘a threat to state highway funds” 
which is “opening the gales to service- 
station monopolies on toll roads,” to 
the detriment of the small roadside 
operators on free roads 

Adds PPA 


over continued 


Interest and concern 
highway, road and 


street development should rest with 
the state and localities, because they've 


handled the job efficiently 


Tennessee 


Changes in TOMA 


At the Tennessee Oil Men’s Assn 
meeting in Gatlinburg, the key word 
was “change in everything from 
membership requirements to the actual 
function of the association 

Among the changes already oming 
into evidence aré 

Broadening the structure of the 
association to include all segments of 
the industry 

Enlarging the facilities 
and staff 


Providing 


phy SIC al 


representation on the 
tate and national legislative scenes to 
protect the industry 

Furnishing factual and competent 





EASIEST PUMP 
TO OPERATE 


‘“ 
al 


—_ 
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Readily pumped from 
difficult positions — better 
than 21 gollons per min- 
ute with ordinary effort. 





CONSTANT 
FLOW 


Pumps on both strokes 
— no waste motion. Quick, 
clean, safe transfer from 
drums and skid tanks. 


Bennett 


BIG 


DOUBLE-ACTION 
PISTON TYPE 
TRANSFER PUMP 


Here’s a high capacity self- 
priming pump engineered 
and built to stand-up under 
hardest everyday pounding 
It’s the least complicated 
pump of its type ees 
positive displacement auto- 
motive type piston and ring 
no diaphragms or cup 
leathers to break down. 
Every detail reflects true 
Bennett qualit time- 
tested Bennett features. 


Light-weight die-cast alu- 
minum, Corrosion resistant 
brass cylinders. Stainless 
steel alee Bung adapter 
adjusts on intake, 14” or 2” 
openings. Shielded against 
water, air-vented for easy 
ween ng Non-siphoning 
se OF spout. 


Write For Full Information. 





— associations 


information through study outside the 
association. 

Taking Steps The association 
means business with this new pro- 
gram. This is what it did on a particu- 
larly knotty problem that came up in 
the recent state legislative session. 

A bill was introduced that would 
have had the effect of repealing the 
jobber’s evaporation allowance, and 
providing such an allowance for serv- 
ice station dealers. This put TOMA on 
the spot. The association felt that serv- 
ice station dealers were justified in 
receiving an allowance of 1%, but it 
was also convinced that wholesale dis- 
tributors (defined by Tennessee law 
as the original receiver of the gaso- 
line), who had been receiving 1% for 
shrinkage for years, should be per- 
mitted to continue to receive it. TOMA 
was told by administration leaders that 
the economy of the state could not 
support payment to both groups. 

Iwo courses were open. The asso- 
ciation could attempt to have the bill 
killed—-but this would mean denying 
that the dealers deserved the allow- 
ance. On the other hand, the bill 
could be amended to include jobbers 
along with dealers in the allowance. 
Since about 60% of the state’s busi- 
ness goes through dealers, the associ- 
ation felt that jobbers might be able 
to retain their 1% without exceeding 
the amount previously paid to whole- 
sale distributors. Association president 
Gilbert B. Dickey, Jr., immediately 
called a meeting and a majority of 
those present voted to have the bill 
amended to include jobbers. This was 
done, the association joined with the 
Fennessee Service Stations Association 
in support and the measure was 
passed without a dissenting vote. 


Empire State 
Profit for the Taking 


New York jobbers are thinking over 
profit-boosting suggestions made by 
S. C. Bartlett, vice president of The 
Texas Co.’s domestic sales. Bartlett 
spoke at Empire State Petroleum 
Assn.’s annual spring convention ban- 
quet in New York City 

Bartlett says a majority of Texaco’s 
1,800 jobbers, distributors and con- 
signees—-who handle nearly half of 
its volume—are “healthy and prosper- 
ous,” but that many jobbers and con- 
signees don’t take full advantage of 
supplier aids to build sales and profits 

Build Up the Dealers—Jobbers, he 
suggests, should give dealers more 
help in merchandising by modernizing 


JOHN WOOD COMPANY, Bennett Pump Division 
Muskegon, Michigan + Offices In Principal Cities 


present outlets and adding new ones. 
They should be well stocked for the 
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entire market—resale, farm, industrial 
and fuel oil—and put greater sales 
effort on the entire line. Building the 
dealers’ profit automatically adds to 
the jobbers’ gain 

Improvement behind the sales line 
helps too. Better management prac 
tices, added storage facilities if needed, 
better accounting and credit systems, 
all lead to a more efficient, and thereby 
more profitable, business. 

The Texaco official also stressed the 
points that lead to better consumer ac 
ceptance. Credit-card business and 
driveway selling bring customers in, 
and high standards of cleanliness and 
rest room maintenance impress them, 
both in the jobbers’ outlets and in 
dealer-operated stations, Fair rents and 
no unwarranted concessions are musts 
for dealers. Also ESPA members are 
advised to take greater part in local 
civic affairs 

“Many of these suggestions,” Bart 
lett adds, “cover services your sup 
pliers offer you. It would seem sound 
business to take advantage of them.” 

Supplier Aids—Texaco and other 
suppliers aid jobbers in a number of 
ways. Millions are spent in advertis 
ing to make the public more conscious 
of oil products and their usefulness 
Research develops new products for 
jobbers to sell, finds new uses for 
present products and improves quality 
to satisfy customer demand. The job 
ber—and through the jobber, the 
dealer—-should take advantage of the 
product advertising and development 

Fexaco, Bartlett concludes, leans 
“heavily on the independent business- 
man at the local level” because he 
knows the locality and has more local 
prestige than a major could get. His 
flexibility allows him to take advantage 
of local marketing opportunities 


Indiana Independents 


Majors Under Fire 


Business is good for Indiana oil 
jobbers. Demand is holding up well, 
and there’s no sign of a slump ahead 

But the jobbers have some big head 
aches, shared by many Independents 
across the country—gasoline wars, 
commercial accounts, and station 
“over-building” by the majors. And 
the jobbers are becoming increasingly 
aware of the need for strong action 
to halt the spread of government con 
trols on highways 

Members of Indiana Independent 
Petroleum Assn., meeting at the resort 
town of French Lick, Ind., last month, 
fired sharp criticism at the majors for 
“apparent subsidization” of marketing 
operations with crude oil profits. Al- 





If you’re getting a chilly reception from your supplier 
if there’s a coolness in the air when you ask for help 


then, brother, you need Richfield 


For Richfield Distributors get help when they need it 
They're welcomed into a warm-hearted, closely cooperating 
team. Richfield does not compete with its distributors, 
each of whom operates in a franchised territory 

Richfield keeps as close as your telephone, and no call meets 


with a bleak request to “go through channels 


If vou feel you're out in the cold, come on in where the 


welcome is warm and business is hot. Write, wire or phone 


\ RICHFIELD 


OIL CORPORATION OF NEW YORK 


579 FIFTH AVENUE, NEW YORK 17, N. Y. 
Serving the Eastern Seaboard from Maine through Florida 
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though the association itself took no 
formal action other than to hint “legis- 
lation may be the answer,” mem- 
bers complained that “unreasonable 
amounts of money” are being spent 
by majors on stations. New outlets 
were reported built, but “not operated 
for several months.” And commercial 
accounts were called “a dumping 
ground for product.” 

In a discussion on profits from 
crude, Fred Fehsenfeld, of Crystal 
Flash Oil Corp., Indianapolis, pre 
sented tables showing the profits and 
taxes of 27 supplying companies. His 
conclusion; Suppliers with a lot of 
crude production pay lower taxes than 
other companies, and make more 
money on gross sales. There was agree 
ment at the meeting that suppliers 
should reveal cost-profit data on pro 
duction, marketing and other opera- 
tions. 

Highlight of the Indiana meeting 
was a Jobbers’ Breakfast—a_three- 
hour, across-the-tables discussion of 
jobber problems. Out of the session 
came these decisions: 

Highway Fight — The association 
will form a group to fight regulation 
of private business on highways. This 
decision followed a sharp denuncia- 
tion of limited-access highways by 
Russel S. Williams, Sr., of Gaseteria, 
Inc., Indianapolis, He hit at the creep- 
ing “process” of highway regulation, 
saying: “Cities are desperate for 
money. Once the limited-access prin- 


ciple is established, cities will move 
in with gasoline taxes, and fees for the 
right to do business. There should be 
nothing to prevent you from doing 
business as you see fit. The limited- 
access process can spread far beyond 
what we can imagine today.” 

John Pritchard, of Madison, Ind., 
a representative in the state legislature, 
earlier had urged strong action by not- 
ing that “limited access today in 
Indiana means ‘no access’ for jobber 
stations.” He reported that the state 
Foll Road Commission is now mark- 
ing time on new projects, except for 
the east-west turnpike now being built 
across northern Indiana. The commis- 
sion’s program tentatively calls for a 
north-south road from Hammond to 
Louisville (or some other terminus 
near the Ohio River), with the exact 
route undecided. There is also a plan 
for an east-west turnpike in southern 
Indiana if studies show it to be feasible. 
Pritchard noted that the Indiana com- 
mission has the right of eminent 
domain, can spend what it wants for 
roads, and is beyond the control of 
the state legislature. 


NOIC 


Secretaries Organize 


Trade association secretaries have 
their own problems to worry about, as 
well as the problems of their members. 

So during the regular NOJC spring 





You are 

assured 
trouble-free 
service with 


EVER-TITE 


Quick Hose 
Couplings 


Oust Cop 


Save time in 
deliveries—and save 
wear on equipment 
—by using Ever-Tite 
Couplings. 

Ever-Tite engineering 
assures performance 
you can count on— 
and Ever-Tite 
durability reduces 
maintenance to a 
minimum. There is an 
Ever-Tite for every 
need. Ask your 
distributor now. 


EVER-TITE 
Adapter and 
Coupler 


EVER-TITE COUPLING CO. INC, 
254 West 54th Street 


New York 19, N. Y. 
, yf EVER.TITE 


Shank Hose 
Dust Plug Coupling 


session at St. Louis, the secretaries 
decided to take concerted action on 
some of the trade problems. Meeting 
in a rump session, they voted first to 
hold an annual meeting of their own. 
From now on, it will be held along 
with the regular NOJC fall meeting 
(this year: Nov. 2-4 in Chicago). 

Then they selected five subjects that 
may become the nucleus of a regular 
program. First, however, a secretary 
will prepare a report on each subject 
for discussion next November. The 
subjects and secretaries who will study 
them, respectively, are: A standardized 
dues schedule (E. Keith Edwards, IIli- 
nois Petroleum Marketers Assn.); 
membership recruitment (Ken C. 
King, Wisconsin Petroleum Assn.); 
convention attendance aids (James 
E. Stevens, Pennsylvania Petroleum 
Assn.); educational institutes (Jamie 
N. Clark, Texas Oil Jobbers Assn.); 
and publicizing association accom- 
plishments (J. D. Hadley, Michigan 
Petroleum Assn.). 

These topics reflect the problems 
that constantly bother the men occu- 
pied with the day-to-day functioning 
of an association: getting more mem- 
bers, getting them out to meetings and 
getting recognition for association ac- 
complishments. 

Chairman of the secretary group is 
H. F. (Hiff) Horning, Northwest Pe- 
troleum Assn., who assigned the sub- 
jects. 


North Carolina 


Better Days Ahead? 


North Carolina jobbers came away 
from their spring meeting at Pinehurst 
with assurances that the summer 
months may see a turning point in the 
long battle to persuade suppliers to 
change their policies on price wars and 
commercial accounts. 

Members of the North Carolina 
Oil Jobbers Assn. were told that some 
improvement may result from the May 
meeting of the American Petroleum 
Institute’s marketing division in St. 
Louis. 

The average jobber was rather 
skeptical toward this news. This feel- 
ing was reflected in the speech by 
chairman John White of the National 
Oil Jobbers Council. He indicated the 
NOJC will seek “corrective legislation” 
if “irresponsible” marketing practices 
continue. 

Ihe shirt-sleeved convention-goers, 
while pondering the same problems 
facing oil marketers all over the na- 
tion, managed to prove that business 
can be mixed with pleasure. Nearby 
golf courses at the famed resort were 
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kept busy, and there was a varied 
entertainment program. 

Price War Causes—The subject of 
price problems was discussed by 
White, and jobber Charles Burnette of 
Mount Olive. Everyone agreed that 
oversupply is the basic cause of price 
wars. They also felt that price wars 
will cease abruptly when suppliers 
and some jobbers—stop giving tem- 
porary discount allowances to dealers 
faced with cut-rate competition. 

Burnette told the jobbers that every 
one gets hurt when price cutting oc- 
curs, but that “something would be 
done and done fast if the majors were 
hurt as badly as the dealers and job- 
bers.” 

He said price cuts by individual 
dealers are the immediate cause of 
most price wars. However, Burnette 


’ 
also attacked the practice of lending ' 
pumps to dealers who use low-price en your quic coup ing 


gasoline to draw customers for some 


other business, and the free use of 

premiums by some dealers. roblems the QUICK-SEAL Way 
North Carolina president Forest C p 

Roberts of Gastonia blamed price wars 


on excess stocks, subsidies to dealers 
and the practice of some suppliers in 


If you haven’t seen the new Titeflex QUICK-SEAL 


inducing a dealer to take over a mar- Straight-through and Check-valve Couplings — you have 
ginal station by guaranteeing him a a pleasant surprise coming. These new Couplings... 
certain price spread. The last practice 1. Are leakproof. The higher the pressure, the tighter 
results in the dealer cutting prices to the seal. 

get more gallonage, he said. . Coupleand uncoupleinONESECOND— without tools. 


Roberts said the answer to the prob- . Prevent hose kinking — through their 360° swivel action. 
lem could come in the form of a code 


of ethics for the industry, as discussed - Are slim, ertd = handle, not awkward and bulky. 
as the API meeting. . Have no projections to snag or bend. 


Spotlighting Offenders — Chairman . Have heat-treated steel bearing surfaces and stainless 
White said NOJC members are “ap- steel ball bearings and springs for long life. 


palled at some of the things that are 7. Are made in a variety of alloys and in many sizes up 
taking place within our industry.” He to 12” diameter. Are interchangeable in the same size. 


See ee ee Titeflex QUICK-SEAL Couplings are made in the follow- 
pera Apron et as a “dump- ing types —Straight-through, Single- and Double-Check- 
ing ground’ for excess products, while valves. The Straight-through type has a smooth bore for 


others channel their oversupply : t ; _ 
deonsk. Gs teleaanis. teats free flow without obstructions. Write today for Tite 


Some suppliers have “attempted to en- flex QUICK-SEAL Coupling Catalog. 
courage their jobbers, by way of giv- 
ing them a temporary discount allow- 
ance and persuasion, to get business.” 
“These matters have been discussed “a: Titeflex, Inc. 
with the appropriate legal authorities,” > Industrial Products Divisior 
White told the assembly. He told of a 55 THEREOD THOS 
recent visit by him and NOJC counsel _ pragnene, Wate QUICK-SEAL COUPLINGS 
Otis H. Ellis to the Justice Department 
in Washington. 
White called upon the North Caro Send me complete catalog—no obligation of course 
lina jobbers to follow the new NOJC Neme__ 
policy of “turning the spotlight” on 
offending companies, whether they be 
jobbers or major companies. “It is a 
hoped that these courses will remove 
the necessity for suggesting corrective 
legislation,” he added. ® City _ 


I’m interested in the possibilities for your new Quick-Seal Hose Coupling 


Title 


Address_ 


Will Parker steps down—see p. 93 


> HIGHER the Pressure the TIGHTER the Seal 
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North Carolina's Parker Steps Down 


V TILLIAM A. PARKER got into 
the oil business “by accident 
after spending 30 years with a fertilizer 
manufacturing firm. Last month he 
told members of the North Carolina 
Oil Jobbers Assn. that he is ready to 
“gradually fade out of the picture’ 
after more than 14 years as executive 

secretary of that organization 

Parker’s friends feel that he can 
point to a solid record of accomplish- 
ment, matched by few other associa- 
tion officials. And Parker shares the 
feeling. He believes his work with 
North Carolina jobbers has been the 
most satisfying experience in his life 

Now a hale and hearty 77, Parker 
plans to make his retirement complete 
within two years. 

“Then I may do some traveling——to 
South America or Europe,” he says 
“But I’m going to devote most of my 
time to writing the family history that 
was interrupted when I took this job 
in 1941.” Parker explains that ances- 
tors on his mother’s side came to 
Massachusetts from England in 1630, 
while his father’s people landed in 
Virginia in 1648. He has completed 
most of the necessary research, and 
will begin writing soon. 


HOW HE BEGAN 


Parker, a native of Goldsboro, had 
no idea he would end up in the oil 
business when he received a degree in 
chemical engineering from North 
Carolina State College. He “started at 
the bottom” with a fertilizer manufac- 
turer in Raleigh. Within a short time 
he was made plant manager at Nor- 
folk, Va. 

When he retired over 30 years 
later, Parker returned to Raleigh to 
work on the family history. He recalls 
that in that year—1941—-his brother, 
J. H. Parker, was a Shell jobber at 
New Bern, N. C. He was also presi 
dent of the then weak and struggling 
North Carolina Oil Jobbers Assn 

In 1941, important matters were 
pending in the North Carolina legisla- 
ture and the association had no full- 
time secretary to look after its inter- 
ests. Parker’s brother persuaded him 
to open an office and “just keep an 
eye on things.” 

“I didn’t know any more about 
gasoline than a _ three-year-old,” he 
admits. “All I knew was that you put 
it in the tank.” 


Learning Fast—However, the pic- 


William A. Parker 


ture changed rapidly as Parker began 
sitting in on the jobbers 
meetings and strategy huddles. As he 
“[ picked up a lot Before 
long, he had assumed the burden of 
wording resolutions, recommendations 


committee 


puts it, 


and other statements agreed upon by 
the jobbers. 

The legislative session was a suc 
cess for the jobbers. The tare allow- 
ance was increased. A celebration ban 
quet was the result with Parker 
icting as toastmaster 

Iwo weeks later, the association's 
board of directors asked him to be 
come permanent secretary 

I told them I would take it tem 
porarily,” said Parker. “That was more 
than 14 years ago and I'm still here 


WHAT HE’S DONE 


Parker has seen many changes in 
the NCOJA in his years as secretary 
and friends say he can take a great 
share of credit for the group's progress 
President Forest C. Roberts of Gas 
fonia Comments, 

“Our membership has_ increased 
from 39 to 490 since Will Parker has 
been here. And he has turned the asso- 
ciation from a bunch with no organi- 
zation to one that acts and thinks 
clearly. You'll also notice that Will is 
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a stickler for Christian principles. He 
has tried to cut down on the horseplay 
that mars the work of some organiza 
tions.” 

Organizer In stressing organiza 
tion, Roberts puts his finger on a foun 
dation-stone of Parker's whole phil 
osophy 

“I am a great believer in organiza 
tion and cooperation,” Parker sa 
I can remember when every man 
tried to fight his own battles—in fact 
a lot of jobbers were virtual enemies 
It is only in getting together with oth 
ers, and forgetting self, that the in 
dividual can accomplish anything. A 
well-knit organization commands re 
spect in the industry and before gov 
ernment bodies.” 

Parker has played a key role in 
strengthening the committee system 
within the NCOJA. And he has suc 
cessfully encouraged jobbers to organ 
ize at the county level for more “grass 
roots strength.” 

It Works—tThere is pienty of evi 
dence that this emphasis on organiza 
tion has paid off 

Through the association's efforts 
the North Carolina legislature adopted 
a law allowing jobbers a tax refund on 
gasoline lost through an act of God 
[he state insurance commission has 
agreed to a change in policy which 
will result in a premium cut of mor 
than 50% to half of North Carolina 
jobbers. A move to double the licensé 
fee has been beaten down 

More than 200 NCOJA members 
are taking advantage of a group insur 
ance program which is in process ot 
expansion Ihe organization has 
moved to adopt a profit-sharing plan 
that will be available to jobber-mem 
bers 

Parker was active in formation of 
the National Oil Jobbers Council—in 


fact, he suggested the name 


LOOKING AHEAD 


Parker 1s confident that the asso 
ciation will be in good hands after 
his departure 

Youthful Donald M. Ward, assist 
ant to Parker for five years, has been 
tapped as his successor 

I'm throwing more and more rr 
sponsibility on Don’s shoulders be 
cause I know he can handle it,” say 
Parker. He adds that he will still he 
available for consultation any time th 


association needs him 





REFINERS, COMPOUNDERS AND PRIVATE BRAND MARKETERS... 





Here's why it pays 
to buy 


your Lubes 
from Pure 








You get technical service right on the spot when you buy solvent- Ca i or write 
extracted base stocks and finished blended oils from Pure—service 
backed by the modern research and production facilities of The Pure 


Oil Company. T H E P U 4 E Oo | L 
All of Pure’s finished lines of lubricants are time-tested and market- 

proved. A variety of formulations are available to meet the API COMPA NY 

service designations from ML through DS, as well as most military 


and equipment manufacturers’ specifications. 35 Eost Wacker Drive, Chicage 1, ilinols 


. - : i Phone: STate 2-2100 
With Pure’s base oils you get low treatment costs and flexibility 


of additive selection because of their unique susceptibility to a wide 
variety of additive treatments. 
Pure’s production and terminal facilities are within easy reach of 
most markets, and transportation equipment is equal to any demand 
from a barge to a barrel 


So be sure 
Get your Lubes 
from Pure 
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7 What They're Saying | 


bc ccecai cermin aneenenmmanenasenanas 


“Without federal control of field 
prices, gas in Chicago has become the 
biggest fuel bargain available. Because 
natural gas has replaced manufactured 
gas here, the price per heat unit for 
residential gas fell 29% from 1941 to 
1950.” Dr. Ropert E. WILSON, board 
chairman, Standard Oil Co. (Indiana) 


6? 


“The charge that natural gas pro- 
duction is monopolistic because it Is 
held largely by a few big companies is 
without foundation. If we entertain 
that charge seriously, we must admit 
competition in American industry is 
dead.” JOHN W. BOATWRIGHT, assist- 
ant manager of supply and transporta- 
tion, Standard Oil Co. (Indiana). 


9 

“Jobbers are front-line troops in a 
continuous engagement. They need 
help and advice. Progress is the result 
of change, and neither jobbers nor 
suppliers can capitalize on change un- 
less they are alert to shape changes 
to their mutual advantage.” JOHN 
HARPER, former chairman, National 
Oil Jobbers Council. 

6? 

“Three main obstacles confront nu- 
clear energy’s use in transportation 
and space heating: (1) High cost of 
the nuclear reactor, (2) Difficulty of 
making its operation safe, (3) Im- 
mense weight of reactor shielding re- 
quired to contain radiation. . . . So 
atomic energy for home heating is an 
unlikely development.” J. F. KUNCc, 
Jr., section head, Esso Research and 
Engineering Co. 


69% 
“In those countries where atomic 
power is developed, it will increase oil 
product consumption. Atomic power 
is adaptable to large-scale industrial- 
ization, which means increased use of 
machines and equipment that depend 
on oil for power. We welcome the 
atom as a partner in the energy pic- 
ture.” EUGENE HOLMAN, board chair- 
man, Standard Oil Co. (New Jersey) 


6? 

“Our industry has become so effi- 
cient that one tank truck now can do 
the work of 15 railroad tank cars. It 
is a recognized fact that tank trucks 
can move equivalent cargo equivalent 
distances 10 to 15 times faster than 
railroads.” Don B. HEARIN, JR., presi- 
dent, National Tank Truck Carriers, 
Inc. 
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“No one is in a better position to 
experiment with new marketing pos 
sibilities than the jobber. His strength 
always has been in mobility, agility, 
personalized approach, understanding 
of human relations and other 
things that pertain to a small business 

as against enterprises that become 
larger and more impersonal.” W. J 


LOUFMAN, president, Fleet-Wing Corp 


values 


marketing falls 
The oil indus 


“Our 
short of our needs 
try needs a new concept of selling. It 
has had a free the selling 
efforts of other industries too long and 
has done little on its own to create 
demand. Oil products aren't sold, they 
are bought.”” Marc F. BRAECKEI 
president, Sinclair Refining Co 


concept of 


ride on 


vice 


“We recognize the importance of 
jobbers to the success of our Company 
and the oil industry. Jobbers are one 
half of an unbeatable team—the sup 
plier is the other half. The jobber ts 
the last, and most important, link in 
the chain of bringing oil from the 
ground to the consumer, with the help 
. of our dealer organizations.” S. ¢ 
BARTLETT, vice president, The 
( o 


lexas 


6? 


“I’m always glad to be at this (an 
nual press) party because it’s held the 
day after the stockholders’ meeting 
If I’m here, I know I have 
elected.” M. J. RATHBONE 
Standard Oil Co. (New 


been re 
president 


Jersey) 


“Homeowners want fully automatic 
heating—-whether it’s gas or oil. They 
want prompt, courteous, friendly 
clean service on a_ breakfast-in-bed 
basis—without cost if they can get it 
or without any fuss about cost.” Wi 
LIAM. Briacos, president, Valley Oil 
Co., Middletown 


Conn 
69 


station 


“Not 5% of service 

pumping installations in 1953 
remote control. In 1954, the figure 
may have gone as high as 15%. But 
indications are that this year and next 
remote systems total 50% of 
more of new installations.” R. W 
HirpD, assistant director of marketing 


operations, Continental Oil Co 


over 
were 


will 


NEWS 


Automatic Inflation 
Speeds Service, 
Adds to Tire Life 


Station Operators Save Time 
Airing tires can be done in a few seconds 

even in the dark—with the new 
NELSON Equamatic tire inflator. Oper- 
ator merely dials desired pressure, the 
NELSON shuts itself off when dialed 
pressure is reached — no gauge watching, 
no valving-off. 


Customers Like Service 


Each pair or set of tires aired at same 
dial setting get exactly equal pressures. 
Customers like the speedy service, the 
greater driving comfort, safety, and longer 
tire life 


Rugged—Low Upkeep 
Thick-walled pressure-cast case protects 
working parts against damage from bang- 
ing and dropping on concrete. Can be re- 
calibrated right on airline —no cartridges 
to buy, no time lost returning to factory. 


Meets Every Need 


Universal model has 10 to 110 Ib. dial 
range. Passenger tire model has 15 to 
45 Ib. dial range with open position for 
higher pressures. Each available with 
“Handi-Chuck” (illustrated), standard 
single chuck or dual chucks (also with 
Nelson Safety Grip-Chuck for tire repair 
departments ). 


Low First Cost 


Passenger model shown costs only 
$14.95, less liberal allowance for old 
gauge. Connects to airline — no installa- 
tion cost. See your jobber or write us now 
for free literature. 


10 
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PRODUCTS INCORPORATEO 


440 PERALTA AVENUE 
SAN LEANDRO, CALIFORNIA 
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When it’s service 
you’re selling... 


Reach fo 
the Fines 


ae 7 
GRACO'S (iii WL 
OVERHEAD’REELS ... 


“Service at your fingertips” 


Dew 


To attract a good profitable volume of lube service busi- 
ness, you need modern service units that work fast and are at- 
tractive enough to lure more customers 

This is the kind of equipment Graco specializes in. Designed 
for the modern service departments of tomorrow, these great 
new Graco Overhead Reels give a clean, sparkling look of 
efficiency to any lube room 

These new Reels are so simple they can actually be installed 
in minutes, and serviced in seconds / Within easy arm's reach you 
can actually /ee/ the balanced spring action as you lower a hose 
for service... and feel how smoothly and easily it retracts 

Any combination of Graco Reels for chassis, gear, motor 
oil, air, water, or automatic transmission fluid is available. And 
Reels can be added at any time while retaining the beautiful 
“family” appearance. Put the finest at your fingertips specify 
new Graco deluxe Overhead Reels! 








j 
; 
} 
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YOUR CHOICE OF |) /OGCT) 'Salll©@ GRACO SUPPLY PUMPS 





wercation 


A B A g SUPPLY PUMPS 
—— 7 ; Single pump unit shown, 
—[S==: ; St) % for 100 Ib, drums, In 


stantly adaptable to 
Eastern, Western or 
proposed 120 Ib 
drums. Built-in eleva 
tors for quick changing 


“comanic of drums, Available in 
2 or 3-PUMP 


high and low pressure 
DELUXE WALL LUBERS ae 5 dl she sta PNEUMATIC ELEVATORS 
Shown here is a 3-pump Wall Luber with tionary pumping units Have built-in pneumatic elevators that 
side cabinets. Four 3-pump and four 2-pump include all necessary raise and lower pumps as a unit. Used 
models available, with or without side cabi connecting hoses for dispensing chassis grease and gear 
nets and background lubricants 


maior te G x fy C 0 Loujpment ly 














latest in lubriceting 


Spon aggre GRAY COMPAN VY, INC. 


it's catalog No 
8 Engineers and Manufacturers 


732 Grace Square © Minneapolis 13, Minnesota 


Regional Offices: New York *Philadelphio @Detroit SChicago @Atlanta San Francisco 
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fuel oil —,) 


How Small Jobber Makes Top Service Pay 


A JOBBER in Winona, Minn., 

wants his customers to complain 
about his heating oil service. Further- 
more, he encourages complaints with 
survey cards 
mailed out every 
90 days. 

This is only 
one of the ways 
in which jobber 
Harold J. Doerer 
is upgrading his 
service and keep- 
ing his customers 
happy. Doerer’s, 
a jobbership that 
has handled fuel 
oil since 1946 and at present has 750 
heating accounts, also provides: 

© Immediate emergency delivery, 
24-hours a day, whether or not the 
consumer is On an automatic fill basis 

e Around-the-clock burner service 
with immediate repairs whenever a 
furnace breaks down. 

e Immediate personal calls to any 
customer who quits—to determine 
why he is changing suppliers, and what 
Doerer’s might do to keep him 

e A 12-month budget plan. 

e Annual notices that keep cus 
tomers informed about the company’s 
credit policy. 

Natural gas hasn’t arrived in Winona 
yet, but Doerer thinks it will eventu- 
ally. When it does, Doerer wants his 
customers convinced that they already 
have the most automatic, safest and 
cleanest fuel possible. That, he be 
lieves, is the only answer to competi 
tion from natural gas. 


WANTED: COMPLAINTS 


Doerer’s quarterly request for com 
plaints consists of two attached post 
cards, one of which the customer mails 
back to the company. On the outside 
of one card, just above the customer's 
address, a printed message says: 

“May We Ask a Question?” 

On the reverse side is this message 

“Thank you for your patronage. We 
hope that our delivery service pleased 
you, but we are always striving to im 
prove. For that reason, we would ap 
preciate your filling out the attached 
card and dropping it in the mail box 
We would like to have your comments 
both favorable and unfavorable, on 
the manner in which the delivery was 
made. Such comments will guide us in 


Harold J. Doerer 


bettering future deliveries to you 
Please call us if at any time there is 
anything we can do to help you get 
better heating results.” 

On the back of the return card to 
Doerer’s the customer can check one 
of two boxes 

I thought your delivery was excel 
lent and I could find no fault with it.’ 

Your delivery could have been im- 
proved in the following ways.” 

Underneath the second statement ts 
space for customer complaints 


TROUBLESHOOTING 


Only rarely does a complaint come 
in. But when that happens, Doerer or 
Don Brakow, his salesman, contacts 
the customer and assures him that the 
condition will be corrected 

The inquiry card system keeps the 
tank truck drivers on their toes. They 
exercise special vigilance to avoid 
spillage or breakage, knowing that any 
such damage may be reported on the 
next inquiry card. If an accident does 
occur, the driver reports it to Doerer 
who immediately makes the customer 
an offer to repair the damage. Some- 
times the customer doesn’t even know 
when Doerer telephones, that anything 
has happened 

Doerer, who 
products, offers his customers a yearly 
burner service plan at a minimum 
charge of $3.50, plus materials. He 
recommends that the burner be serv 
iced yearly, including changing of 
filters, both in the oil line and the fur 
nace, oiling the furnace completely 
and checking all controls 

Service Tie-In 
tains One man who services burners 


distributes 


Phillips 


The company main 


and the drivers are trained in starting 
But most 
of the repair work is done by the 
Winona Oil Burner Service, an outside 
firm that operates on a 24-hour sched 
ule and is prepared to handle calls 
Doerer feels he can't afford to em 


a furnace in an emergency 


ploy burner repairmen of his own on 
a ‘round-the-clock basis, because he'd 
run into difficult wage problems. His 
close tie-up with the outside burner 
service, he says, works as smoothly 
and efficiently as though the repairmen 
were his own 

Most customers, in fact, think this 
is the case. Doerer bills the customer 
for repair service under his own firm's 
name, after receiving a statement from 
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Winona Oil Burner Service. The cus- 
tomer pays his repair bill directly to 
Doerer’s, which then pays the service 
company 

Don Brakow, with some help from 
Doerer, calls in person on each heating 
oil customer at least once a year to 
discuss the company's service and to 
thank him for his business. If a cus- 
tomer changes to another supplier, 
Brakow tries to save the account. 

The company keeps a close watch 
on newcomer reports from the Credit 
Bureau of Winona. Brakow contacts 
the new resident in person and then 
writes him a welcoming letter. 


CREDIT SYSTEM 


The annual credit notices, which are 
mailed out around Jan. | each year 
list two established rules 

1) Charge accounts are extended 
only as a courtesy and convenience to 
customers who have made previous ar 
rangements and who comply with the 
company s requirements 

’) Charge accounts must be paid 
within 30 days from date of delivery 
If more time is needed, the company 
will arrange a budget plan suited to 
the customer's convenience 

hese requirements, the notice says 
are controlled entirely by terms and 
conditions which the company, too 
must meet 

Freight charges on fuel shipped to 
us are on a cash basis,” the notice ex 
plains. “Our yard and delivery labor 
must be paid weekly. The companies 
which supply us with fuel require pay 
ment of their invoices within 10 days 
The way you pay us for the fuel you 
buy, not only controls our ability to 
pay but also the service we are able to 
render 

Other Accounts 
is not limited to heating oil, although 
it represented about 60% of his 1954 
gallonage total of 1,200,000. Starting 
as a Phillips consignee in 1931, Doerer 


Doerer’s business 


became a wasoline jobber in 1946 He 
now supplies gasoline to seven service 
stations, all but one of which he owns 
He has erected a new station in Good 
view, just outside Winona, and is start 
ing construction of a two-hay station 
next door to the company office in 
Winona. It is scheduled for completion 
late in the summer. Plans call for an 
eye-appeal,” all-glass front with stone 


trim a 
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LOADING ARM 
ASSEMBLIES 


AND JOINTS 
FOR BULK PLANTS 
the New Wheaton 
CATALOG No. 63 


Proven for Quality 
Since 1892 for— 


LOADING ASSEMBLIES 
SWING JOINTS « FAUCETS 
COUPLINGS e VALVES « VENTS 











e CALL OR WRITE FOR YOUR COPY, NOW 


Wheaton Bulk Handling Equipment is the recognized standard for quality. A 
leader for over half a century, Wheaton Equipment is engineered to provide 
long service life, maximum performance and minimum maintenance. Request 
a copy of the new equipment handbook containing flow charts and other help- 
ful data. 


Distributors in All Principal Cities 


Eastern Representatives Southern Representatives Midwestern Representatives 


H. G. ANDERSON EQUIPMENT CO EQUIPMENT SALES CO., INC P. R. GIRARD 
177 Watervliet Ave 639 Ashby St., N.W. 327 So. LaSalle St 
Albany 5, N. Y Atlanta, Ga Room 939-940, Chicago 5, Ill 
H. 0. LINK & SON PHILIP S. CRUTCHER, JR. WILLIAM A. KNAPP CO. 
14 Se. Calverton Rd 106 North Fourth St 714 Independence Ave 
Baltimore 23, Md Louisville 2, Ky Kansas City 6, Mo. 
LUFKIN ENGINEERING & EQT. CO 
368 Congress St. Southwest and West Coast ; 
aioe THE WATTS Co. Brazilian Mfr. and Representative: 
. 4101 San Jacinto 
tana sie ee sins WORTHINGTON $.4. (MAQUINAS) 
Buttele 9, W. ¥ Houston, Texas Rio de Janeiro, Brazil, S.A 
BRISTAL METAL PRODUCTS CO Cc. H. CURRIER CO 
5 AP ae peteing 465 E. Union St 
ittsburgh 19, Penna Pasadena, Calif . ‘ 
‘ Ca Mfr. ntative: 
JOHN A. SAVAGE J. C. FENNELLY CO wedion v. oad Represe . 
P.O. Box 453 1485 Bayshore Bivd EMPIRE BRASS MFG. CO., LTD. 
Summit, NJ San Francisco 24, Calif London, Ontario, Canada 








Mexican Representative British Mfr. and Representative: 


ENRIQUE A. TESSADA EMCO BRASS MFG. CO., LTD. 
1510 Paseo de la Reforma Westwood Industrial Estate 
Mexico D. F., Mexico Ramsgate Road, Margate, Kent, England 





WHEATON BRASS WORKS UNION, NEW JERSEY 
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# Pinhole leaks in tanks are 


a problem in some areas 


s But wider use of rust inhibitors 





may be the answer to corrosion 














How to Stop Home Tank @@iae) i: fej fe). 


M2" major and Independent oil 
companies refining and selling 
heating oil are tackling the problem of 
internal corrosion of home oil storage 
tanks. 

They are adding rust inhibitor to 
oil: 

e At the refinery at no extra cost to 
the consumer. Among companies 
doing this are Sun Oil Co., Standard 
Oil Co. (Ind.), Richfield Oil Corp. of 
New York, and Sinclair Refining Co 
e At the home delivery level, also at 
no extra cost, in areas where they 
operate tank wagons. Included in this 
group are Shell Oil Co., Esso Standard 
Oil Co., Gulf Oil Corp., Cities Service 
Co. They suggest that distributors 
give the same service to their cus- 
tomers. 

Currently, Oil-Heat Institute of 
America is promoting the use of water- 
soluble rust inhibitors among members 
of its distribution division. OHI 
recommends that 3 oz. of sodium 
nitrite and | oz. of borax—either in 
powder form or dissolved in water 
be added to 275-gal. tanks at least 
once every three years. Larger doses 
are suggested for bigger tanks. 

Tank corrosion is caused by water 
that collects in the tank, either be 
cause of condensation, or by getting 
into the product in handling. Cor 
rosion seems to be a big problem only 
in areas where heating oil is moved 
by tanker and barge. Marketers in 
inland areas, where product is moved 
by other means, report little tank cor- 
rosion, 


DISTRIBUTORS, TOO 
Many distributors, following the 
lead of suppliers, are pushing the anti- 
corrosion fight at the home level by 
e Free rust inhibitor treatment with 
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either a 
policy 


supply contract or service 
e Tank replacement coverage in serv 
ice policies, either as an option or 
included in an over-all policy 

Tank replacement generally covers 
the 275-gal. tank. If a larger tank is 
used, the distributor usually 
the homeowner as much as $75 to 
ward the replacement cost 

Other Programs—Suppliers and dis 
tributors also promote rust inhibitors 
by 
e Newspaper 
does this and Shell does it in institu 
tional advertising. 
e Personal 
That’s the Esso Standard approach 
e Direct-mail offer. Paragon Oil Co 
New York City, follows this policy 


credits 


advertising Sinclair 


letter to the consumer! 


In its advertising Sinclair says the 
anti-rust 
means no rust-clogged lines, strainers 
or nozzles 

Esso Standard, in areas where it has 


protection in its product 


direct tank-wagon operations, sends 
each customer a letter telling him that 
Esso is going to treat the tank at no 
cost as part of it’s “extra’ 


When rust inhibitor is added the tank 


service 


wagon salesman notes it on the 
delivery ticket that’s left with the 
homeowner 

Paragon Oil offers a can of its rust 
inhibitor to all new oil accounts, along 
with a supply of household oil and 
lighter fluid 
the tank by salesmen who follow the 


The inhibitor is put into 


direct-mail campaign. And each new 
customer also gets an oil 
convert the can into a handy oil can 
Paragon offers tank protection in its 
over-all service policy. When rust in 
hibitor is added to the tank, the com 
pany pastes a label on the tank 


spout to 


reminding the homeowner that Para 
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gon has the rust problem under 


control 


OUTLET PROBLEM 


Although rust inhibitors 
most of the problems brought on by 
tank corrosion, they are causing some 
debate in the industry as to where the 
tank outlet should be located. 

The outlet was in the side of the 
tank, but corrosion caused some in 
the industry to advocate shifting the 
outlet to the bottom on the theory 
that a bottom outlet lets water go out 
with the oil 

Now there’s talk of shifting the 
outlet back to the side because, OHI 
says, tests show that with a bottom 
outlet 
e It's possible for small amounts of 
water in a tank to put out the burner 
flame, setting up a safety hazard 
e It’s not possible to keep rust in 
hibitor in the tanks 

But there's division among distribu 
tors as to where the outlet should be 
located Tank manufacturers don't 
want to make two types, each one with 
a different outlet, and they don't want 
to put two outlets in one tank 

No Agreement—An informal poll 
it OHI's Chicago convention shows 
distributors are unable to give a clear 
At the 
ame meeting, a representative of the 
tank manufacturers says the tank in 
dustry is willing to let the Under 
writers Laboratories decide the issue 

In the meantime, OHI says Under 
permitting the use of a 
small threaded nipple in the bottom 
outlet. Sticking up a short distance 
inside the tank, it has the same effect 
It keeps water from 
passing through the bottom outlet to 

(Continued on p. 100) 


answer 


cut answer on outlet location 


writers 18 


as a side outlet 
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5| Sa] fuel oil 


(Continued from p. 99) 


BILITY put out the burner flame and it keeps 
er./ct-Proved DEPENDA rust inhibitor in the tank 
corr 


OVE..- | , 
N THE M What Are the Causes 


Of Tank Corrosion? 


Corrosion of home heating oil tanks 
is not a nationwide problem, but seems 
to be at its worst in areas where heat 
ing oil is transported by water. Here 


ROP 
KEEPS OIL O 


are some of the reasons: 

Sea Water—An East Coast major 
says it’s physically impossible to keep 
water Out of tanker and barge holds 
When fully loaded, tankers and barges 
often have decks awash, and water 
seeps in, The major adds tankers carry 
water as ballast and also use water to 
clean out compartments. 

Loading Racks—Some water may 
be mixed with heating oil at any of the 
handling points—terminals and bulk 
plants—en route to the homeowner's 
tank as the result of rain, snow or 
sleet. 

Condensation — Condensation in a 
SERIES 3600 PUMP homeowner's tank can add a little 
paaseunns 10 90 P83. more water. To overcome condensa- 

SIZES 40-300 G.P.M. tion, the industry pushes the summer 
fill program. 

Oil in a home storage tank is not 
subject to motion. As it stands stiil, 
water in the oil settles to the tank bot- 
tom where it can go to work on the 
metal. Depending on the amount of 
water, the mill scale and the amount 
of sludge in the tank, pin holes in the 
bottom of a tank can appear in weeks 
or months, 


The Roper Tank Truck Pump and other Series 3600 PRODUCT IMPROVEMENT 
Pumps for general purpose delivery, answer your needs Freeing oil of sludge-forming de- 
posits can speed up tank corrosion, 


: ae" A ‘ ie according to some marketers. Here’s 
Self-lubrication, long-life mechanical seal, anti-friction what Gulf Oil Corp. says: 


for essential equipment in petroleum handling. 


shaft and thrust bearing, adjustable relief valve, “Earlier oils left a film of gummy 
substance on the bottom of storage 
tanks that protected them against pos- 
sible corrosive action. . . . Today’s 
parts results in quiet operation and high efficiency. sludge-free fuels, while very desirable 
Series 3600 Pumps are available in sizes 40. to 300 in every other way, leave the tank 
bottom clean and bright, ready for at- 
tack by corrosive moisture.” 
..» preferred as original equipment — widely Anti-Sludge Additives—Two types 
accepted for replacement. of additives may be put in at the re 
finery, marketers say. One, a dispers- 
ant (detergent) type, gets to the sludge 
deposit, breaking it up so that it passes 
through the nozzle freely. The other, 
R @) p —E R | a non-detergent type, keeps sludge par- 
—— hh 


ticles suspended in the oil and doesn’t 


and hardened gears of equal size contribute to 
dependability. The Roper principle of only two moving 


G.P.M., pressures to 90 P.S.I. You can rely on Roper 





attack the deposits. 

Kola ty Fiumps Sulfur Content—One Eastern major 
says sulfur in oil is a factor in tank 
corrosion. The higher the sulfur con- 

GEO. BD. ROPER CORPORATION | tent, the stronger the solution of sul 
477 BLACKHAWK PARK AVE,, ROCKFORD, tLL. furic acid to attack tank bottoms. @& 
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BUTLER 


transports 
can earn ...e-. 


y 
tai 


es 


MORE ANNUAL REVENUE 


than steel units—depending on the 
age of your present equipment 


age * ~ah? , ‘ 


RIA DIORA 
Aart ete he bee Nee te te 


Many, many millions of gallons have already arrived at their ing on the age of your present equipment. The extra gallon- 
destinations in Butler Aluminum-transports. They are proved age alone pays off the full purchase price in 4 years or less! 
practical—and extremely profitable! It is high time to see how quick you can convert to Butler 
Butler aluminum transports carry 8% more payload than aluminum. Your Butler representative will gladly help you 
lightest new steel units—11% more than most 3-year-old units work out the profit picture for your particular business 
They earn $2000 to $3000 additional revenue annually depend Meanwhile—mail coupon below for fact-packed catalog 


BUTLER MANUFACTURING COMPANY 

7454 East 13th St., Kansas City 26, Mo 

954 Sixth Ave., $. E., Minneapolis 14, Minn. 

913 Avenue W, Ensley, Birmingham &, Ale. 

Dept. 54, Richmond, Calif. 

|_| | want more profit NOW! Send Butler representative 

Manufacturers of Oil Equipment C) Send free booklet on Butler aluminum transports 

Steel Buildings + Farm Equipment Nome 
Dry Cleaners Equipment + Special Products 


Address 
Factories at Kansas City, Mo. * Minneapolis, Minn. Firm 
Galesburg, Ill. + Richmond, Calif. 


Stote 
Birmingham, Ala. + Houston, Texas 
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Designed to make tire servicing faster, easier, more profitable. 
Over 25 years of experience backs all Bishman equipment and you 
have the advantage of one source of equipment and responsibility. 


Truck Tire 
Remover 


#860-C 


7». 
% 


Tubeless 
Tire and Tube 
Tester 


Tubeless 
Tire Testers 
4 Models 
Also conversion 
kits for tube testing tanks 


#856 


Tube Dunker 
(tubes to 50” dia.) 


#820 


Giant Tester for 
tubes to 8’ dia. 


#920 
x9 
ait? 
que 


Tube Voleanizer (= Ss a 1 
82" capacity Vo- 


#870 


Tubeless 
Tire 


Giant 
Bead / 


Breaker 4 
| 


"18 _Z@ \ 


A 








— eee cs \ 


< 
¥ 








ELECTRIC 
TIRE CHANGER 


For tubeless, regular 
tires and safety tubes, 
Mounts and dismounts, 
Cannot touch or 
damage air seals, 
SAFE—FAST 


#880 





= t > #930 


Tubeless 
Tire 
Vulcanizer 


17 
(| 





E-Z OFF 
#815 





Tractor, Truck, 
Aircraft 
Bead Loosener 
and Tire 
Remover 
#922 


oe 


24& Hydraulic 
- Tire Spreader 
#425 . 


UF 


Air Tire Spreader 
#555 


Bishman 
Bead Expanders 


Anti-Friction type, #600 
Also standard 


Rub-Er-Slide 
#882 


You can get Bishman Equipment from leading jobbers and suppliers 
everywhere. Ask them for complete information or write direct. 





BISHMAN Manufacturing Co. 


OSSEO2, 
MINNESOTA 
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fuel oil SJ 
How to Go Broke Selling Heating Oil 


HERE are four fast ways for a over-all operating costs will not add Horan said most jobbers fall down 
heating oil dealer to lose his shirt, in his own salary badly at this point. In the first place, 
members of the oil heat assn. of Collection—Even after a jobber has many of them are slow at sending out 
Maryland were told at their Balti done a good job of figuring his over bills, and then they let months and 
more convention. They are: head and making accurate estimates, months roll by without making an 
e Failure to figure overhead accu he still stands to lose his shirt unless effort to collect 
rately. he is successful in collecting He maintains that bills should be 
e Bad estimating on_ installation 
jobs. 
® Poor collections. ; 
e Lack of appreciation of cash 
discounts. J 
The man doing the telling was R. I 


- 


Horan, merchandiser manager of the | GE) 
Sake Ped 


Perfex Corp., who conducted a CS 
“school” of dealer management and 
sales. This, together with an after 
noon of round table discussions, made 


| Tine was when ( had to wait 
en {OC A buctiout to sell one new lieadlamp 


sponse to each that the Maryland 
heating oil jobbers will be doing this 
sort of thing again. They apparently 
want to keep their shirts. 

Horan’s thesis was that a man can 
go broke even while doing a_ brisk, 
seemingly profitable business. He can 
handle good products, provide good 
service, have good customer relation- 


ships—and still wind up in the red isivie Now every car- hew a “i i 


Overhead—Take the matter of fig- + | 
uring overhead. Do you know the ‘ p , { > - ie 
proper percentage to add to the cost a rospec or Z TUNG SOL VISION AIDS : 
of a job to cover overhead? Horan is 
willing to bet that you don’t; that you 
sort of grab a figure out of the air. 

A jobber going out to make an esti- 
mate on installation of heating equip- 
ment should have a specific percentage 
figure—such as 25% —firmly in mind 
when making the estimate. 

[his is one formula for establish 


~ 


al 


Even brand new 1955 cars need Tung-Sol VISION- 
AID Headlamps--for their greater safety and satis-— 
faction. 

And every change-over is a good sale-—price of 
the lamps, installation and re-—focusing. 

These wonder headlamps send light 80 feet far- 
ther than others down the right side of the road 
; They reveal curves and obstacles sooner. And a new 
ing an overhead percentage figure rinciple of stray light con- 
take last year’s gross, deduct the over- Pp _ eau eddies 


wha or aie lye Saga trol kills glareback from fog, Z 
head and profit, and divide the re snow and dust ag ees 


mainder into last year’s Operating cost : . 
P , Order these lamps from your ay 
total. obber toda ayer 
Thereafter, when you estimate a J OF eed Hj 
job, you figure the labor cost, equip- TUNG-SOL ELECTRIC INC., 4, "ety 
ment cost, and the materials cost, then Sales Offices: Atlanta, Chi- 
. Cc tr Culver 
add the overhead figure. Finally you Dafle °F — + Seer 
. = Jallas, Denver, Detroit, 
add a percentage for profit, and you're Montreal (Canada), Newark. 
ready to make an estimate -*hiladelphia, Seattle 
Estimates—Horan advises jobbers 


to keep a running box score on their TUNG-SOL 


estimates so that over a year’s time VISION-AID HEADLAMP 


they can see whether they’re estimat- 
ing too low, thus cutting the profit 
margin too thin, or whether they're 
estimating too high and perhaps los 
ing jobs because of it. 

He pointed a finger at one frequent, 
glaring mistake: A jobber figuring his 
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sent Out promptly, and that when a 
customer falls behind, the jobber him 
self should give him a call to discuss 
the problem politely and try to work 
out an arrangement for payments 
This simple practice, he said, will 
step up collections in an amazing 
fashion 

Discounts—Horan had one othe: 
principal suggestion: the jobber should 
take advantage of cash discounts 


whenever they are offered. Too often 


he said, a jobber will let a bill slide 
when he could have gotten a 2% dis- 
count by paying within a specified 
time 

He recommended that a jobber, in 
sorting out his bills, put the ones of- 
fering cash discounts on the top of 
the stack, to be paid first 

That 2%, turned over frequently 
during the course of a year, can be 
come a sizable item within itself 
and can be had without any labor 


STANDOUTS in PROTECTION 
for OIL PRODUCTS 


—THGA] 
‘ 
s 


iD 

















feo oust 


A TYPE 
AND SIZE 
FOR EVERY 


year-in, year-out service 


BIRTANK all-welded, leak-free 
storage tanks stand up under the most 


rugged conditions, giving stout 


The cost is 


no higher for the BEST... as 


OIL STORAGE 
REQUIREMENT 


proved by BIRTANK users in every 
part of the country 


Whatever your 


oil or gas storage problem, specify 


BIRTANK 
and for long-life product-protection. 


DESIGNERS 

and BUILDERS 
Tankers © Oil Barges 
_Marine Equipment 
Structural Steel 

Oil Drilling Barges 
Marine Bulk Storage 
Tanks @ Oil and 
Chemical Storage Tanks 


.. to save time, money, 


FOR COMPLETE INFORMATION ON BIRTANK WRITE : 


BIRMINGHAM TANK COMPANY 


Division of 


THE INGALLS IRON WORKS COMPANY 


Main Office: Birmingham, Ala 


Soles Offices: New York, Chicago, Pittsburgh, Houston, 


Atlanta, New Orleans 





costs, Operating costs or anything else 

Horan kept his audience listening 
for three hours at a night session talk 
on salesmanship. The next morning, 
he held them for another three hours 
on the subject of dealer management 


TABLE TALK 


Discussion at the seven round tables 
centered around a handful of prob 
lems that vex virtually all fuel oil 
jobbers—delinquent accounts, compe 
tition from natural gas, and the surge 
of service calls during the first cold 
wave of the heating season. The talk 
produced some possible solutions: 

e A clear-cut understanding with 
the customer, when an account 1s 
opened or when credit extensions are 
given, will help to avoid lagging pay 
ments. 

© A couple of calls a day on regu 
lar fuel oil customers will build good 
will and cut down the chances of con 
version to natural gas. 

e A postcard sent out in late sum- 
mer, reminding customers to check 
the off-on switch and the thermostat 
setting, will reduce unnecessary serv- 
ice calls at startup time. To get the 
job done better on legitimate service 
calls, try giving a bonus to servicemen 
with the least number of call-backs 
This keeps the men alert and saves 
time and manpower for other calls 

New Twist-——The Baltimore conven 
tion marked the first time that the 
Maryland association had used the 
roundtable approach. As far as the 
association knows, it’s the first time 
any state fuel oil group has tried it 
Attendance didn’t come up to some 
of the organizers’ expectations, but 
they were cheered afterward by re 
quests for another session in the fall 

many of them from jobbers who 
had missed this meeting, and regretted 
if, 

Successful round table conferences 
require careful planning. In Baltimore, 
Frank Harbin, chairman of the round 
table committee, Pat Clark, executive 
secretary of the association, and other 
officials worked up a list of topics in 
advance, and chose a qualified discus 
sion leader for each topic. 

Cards were sent out to members, 
asking them to check the discussion 
they were most interested in attend 
ing. The card had blank space in 
which jobbers could suggest additional 
topics. 

At the meeting itself, from eight to 
20 jobbers gathered at each of the 
seven tables. After the discussion 
leader had started things off with 
some general comments, the others 
were encouraged to throw in _ their 
views. Ss 
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.. With NEW beauty 
.. NEW panoramic dial 








@) JOHN WOOD COMPANY + Bennett Pump Division » Muskegon, Michigan 











40% MORE DIAL AREA 
11% GREATER DIAL 
VISIBILITY WITH 


Bennett Panoramic Dial 
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COMBINES 
SMART DISTINCTIVE APPEARANCE 
WITH TIME-TESTED BENNETT 

MECHANICAL PERFECTION 


Bennett's new Series 900 ‘‘packages'’ your product 
for greatest eye-appeal to help build gallonage. 


The New Series 900 gives you striking new beauty — 
yet retains every Bennett maintenance saving feature. 
Every vital part is precision made. Time-tested all 
metal meter has no valves, cup-leathers or packings 
to replace, Outstanding high-vacuum pump performs 
quietly and with year-in year-out dependability. 


And Bennett invites maintenance cost comparison 
with any other pump. Your John Wood representative 
can help you detect ‘hidden costs''— and show you 
why you can't discount Bennett Quality. 

Charleston « Chicago « Detroit 


if . 
\ é 
Kansos City « Litthe Rock « Los Angeles « New Orleans « New York 


ne Philadelphia « Pittsburgh « Rochester « Salt lake « Seattle 
gous } St. Pav! « Son Francisco 
000 IN CANADA; Teronto « Montreal « Vancouver « Winnipeg 


JOHN WOOD COMPANY 


BENNETT PUMP DIVISION * MUSKEGON, MICHIGAN 
DISTRICT OFFICES: Atlanta « Boston ¢« Buffalo 


Denver « 


Baltimore « 
Cleveland « Dallas « 





| 
\ 


“aTr EXPORT, John Wood International Corporation, 29 Broadway, N. Y 


ALL TAXES 
INCLUDED 






























FULL OPEN DOOR ACCESSI 
BILITY — Hinged door 
unlocked by key. 





OPTIONAL ADVERTISING 
PANEL 


Illuminated 


from inside. 





RETRACTAHOSE MODELS 

Use proved Bennett 
sliding pulley princi 
ple-full 13 4 ft.hose 








DUNLOP 2™ | 


FOUNDED THE 





"Know why that’s 
important to you?’’ 


“I know John Boyd Dunlop invented the pneumatic tire. The 
organization he founded grew to world-wide proportions for one 
reason. They put the emphasis on research and development. As 
a result, Dunlop has always led the field in tire design and con- 
struction. The longest pneumatic tire building experience in the 
industry plus the highest quality standards stand back of me every 
time I sell a Dunlop Tire. Believe me, that pays off at the service 
station level.”’ 


@ DUNLOP TIRES COVER EVERY SERVICE STATION NEED including 
passenger car tires in nylon or rayon, tubeless or tubed, 
cushion or conventional; a complete line of Highway and 
Special Purpose Truck Tires plus an outstanding line of 
farm service tires. 


@ RETAIL SALES ASSISTANCE BY EXPERIENCED DUNLOP FIELD 
MERCHANDISERS station Operator in the 
development of retail sales. 


assists the service 


@ AMERICA'S MOST MODERN TIRE MANUFACTURING FACILITIES 
backed by the most advanced quality control program in 
the industry, a continuing guarantee of Dunlop 
Quality 

@ MULTIPLE WAREHOUSE DISTRIBUTION guarantees service sta 
tions prompt delivery of any tires ordered 

@ POWERFUL NATIONAL ADVERTISING PLUS 
level promotional program create buying desire 


: 


prov ide 


complete dealer 


DUNLOP... tHe LINE DESIGNED TO 


PRODUCE PROFITS AT THE SERVICE 


STATION LEVEL 


= 


DUNLOP TIRE AND RUBBER CORPORATION 


Factory and Executive Offices, 


Buffaio 5, New York 


DUNLOP = FOUNDERS OF THE PNEUMATIC TIRE INDUSTRY 
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Thtned Coe 
NEPTUNE RE 


EAL METER 


FOR TANK TRUCKS 


1%" Tank Truck “Compact” (30 Gpm)—ideal for small 
tank trucks. All accessories required for accurate metering 
are built in, Adaptable to right-hand, left-hand or angle 
arrangements. 


1%” Tank Truck “Compact” (60 Gpm)—For medium 
sized fueloil, gasoline or dual-service trucks. Meter, regis- 
ter, Auto-Stop valve, air release, and back pressure valve 
are all assembled in one easy-to-install, space-saving com- 
pact unit adaptable to many arrangements. 


2” Tank Truck “Compact” (100 Gpm)—Meets trend to 
larger trucks, faster deliveries. All-purpose unit contains 
all accessories needed. Flexible assembly fits easily into 
most piping and space conditions. Easy to operate and 
maintain. 


3” Red Seal “Compact” (150 Gpm)—Used for larger 
tank trucks, such as gasoline trucks and transports. Adapt- 
able to either pump or gravity delivery. Like other Red 
Seals, it’s the ultimate in sustained accuracy and low main- 
tenance. 


(foe 


2” Bulk Plant Meter (100 Gpm)—For low-volume bulk 
plant applications. Extremely accurate and trouble-free, 
with sustained accuracy and long-life assured by sound 
engineering, high-quality materials and careful manufac- 
ture. Smaller 1”, 14 gpm., 144”, 30 gpm., and 14”, 60 
gpm. meters also available. 


3” Bulk Plant Meter (350 Gpm)—Rugged, precision-en- 
gineered, with all the reliability of popular Red Seal tank 
truck meters. Fast becoming the standard of comparison 
among meters for loading racks. New Auto-Stop valve now 
permits faster delivery, smoother cut-off. 


4” Bulk Plant Meter (650 Gpm)—Ideally suited for high- 
capacity requirements of modern bulk plants. Now avail- 
able with the Auto-Stop register and double-trip cushioned 
valve. 


RED SEAL REMOTE CONTROL 
METERING SYSTEM 


gets trucks rolling minutes faster... with all con- 
trol firmly under the thumb of one man. Each rack 
meter is accurately synchronized with a Remote 
Control Print-O-Meter inside the office. Automatic 
interlock prevents withdrawal of product 


until authorized. 





NEPTUNE METER COMPANY -« 19 West 50th St., New York 20, N. Y. 
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Famous sustained accuracy of 
Red Seal meters now available for 
high speed loading-to 1,000 gpm 


By loading your own and your customers’ big gasoline and oil trucks in half the time by 
eliminating long waiting lines during peak hours and by faster loading of heavy oils too, 
this new 1000-gpm. Red Seal meter is worth its weight in gold! 

Capable of metering well over $1,000,000 worth of product every year, it has the same 
accurate, trouble-free oscillating piston principle and design features which have made 
other Red Seal meters widely preferred. At Neptune’s modern proving grounds in Walling- 
ford, Conn., it has passed with flying colors exhaustive endurance, accuracy and weather 
tests under actual operating conditions. 

Truly, here is a big meter you can trust every minute . . . without need for frequent 
adjustments or repairs to compensate for wear. Ask your Neptune representative or jobber 


for full details. 


Measuring chamber has Capillary” seal Double-case design This patented Gear Available with Print-O 
only one moving ele a thin film of liquid eliminates distortion of Shifter firmly locks Meter or direct reading 
ment. No complicated prevents wear be measuring chamber calibratior 
mechanism to get out tween piston and cham coused by pressure or drift of slip betweer tune Remote Contra! 
of adjustment. Occa ber. Seal is rigidly piping stresses. Pre tests. Easy to adjust Metering System 
sional dirt won't dam controlled by precision vents binding and un when required, but i 
age a Red Seal machining stays even wear seldom required 
chamber is easy to re constant through long 

move, easy to clean accurate life 


Cannot registers, of with Nep 


t's 


NEPTUNE RED SEAL METERS 


7 /? 
ecuracy You Lan Oank (Yr 


< 


NEPTUNE METER COMPANY, 19 West 50th St., New York 20, N.Y 
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LEANING stacks, low ceilings 
hampered Standard of California 
warehousemen, But. . . 


Outmoded Warehouses 


FORK-LIFT handling and special pallets speed work, save back-breaking effort under 
Standard’s scheme. Here stockmen replenish bins in accessory section 


REVAMPED warehouse opera- 
ation is cutting Standard Oil Co. 
of California’s TBA distribution costs 
and improving the company’s service 
to its customers. 
Standard’s warehouse 
and modernization 
nine years ago 


expansion 
program began 
It stresses palletiza- 
tion, fork-lift handling, and tighter 
inventory control at the individual 
warehouse level. 


DEVELOPMENT 


In 1946, with volume of TBA sales 
increasing, Standard began to over- 
haul its eight TBA warehouses in the 
seven western states served by the 
Western operating division. As part of 
the expansion program the sales equip- 
ment division, which supervises the 
operation of the TBA _ warehouses, 
completely modified its warehouse 
procedures to take advantage of mod- 
ern methods and equipment. 

Since the program began, Standard 
has cut its TBA warehouse maximum 
inventories in half (in terms of days 
supply); reduced the cost per unit of 
distributing TBA items; and virtually 


108 


eliminated damage in storage and in 
transit 


THE SYSTEM 


Tire Handling—Some of the big- 
gest savings have been made in the 
handling of auto tires, which make up 
65% of Standard’s TBA sales. For- 
merly the tires could be stacked by 
hand about 20 high, in a warehouse 
where the ceiling was high enough. If 
the stack didn’t topple, the weight 
could crush the bottom tire out of 
shape by the time it was pulled out 
to fill an order. 

After experimenting with several 
methods of stacking tires, Standard 
developed a special pallet in 1950. 
This cuts handling time 40 to 50% 
and reduced floor space requirement 
30 to 40%. The new pallet carries 
from 40 to 48 tires, depending on 
size. They are placed on the pallet di- 
rect from the incoming boxcar, in 
four stacks ten or 12 high. The stacks 
are separated by heavy plywood panels 
criss-crossed between. In the ware- 
house, fork-lifts can stack the pallets 
four high where there is 20 ft. over- 


KEYSTONE 


in Standard’s new system is use 
of custom-built pallets. Battery 
pallets (top) cut handling time 
60%, floor space almost in half. 
Tire pallet (below) has plywood 
criss-cross to true up stack, stores 
20 truck tires in area formerly 
occupied by nine 


head clearance. The plywood panels 
bear the entire load of the pallets 
above in the stack. Tires stored in this 
manner are readily accessible when 
needed to fill an order, @nd the stock 
can be easily rotated to maintain first- 
in-first-out movement. 
Batteries—Batteries have been com- 
pletely palletized, from factory to de- 
livery truck, eliminating one of the 
back-breaking jobs of TBA warehous- 
ing. The battery pallet is a squat ver- 
sion of the tire pallet, with plywood 
separators only 13 in. high. Standard 
ships pallets and separators to the 
several factories which make batteries 
for the Western Operating Division. 
At the factory 24 batteries are loaded 
in a single tier on each pallet, and the 
load is banded for shipment. The bat- 
teries go into the warehouse on pallets 
and aren't lifted by hand until they 
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tires—batteries—accessories — fj 


Can Be Streamlined—Here's How 


Te 


Tre |} 


(7 
sroie 64 

4 is 
than” 


PALLETIZATION of tire stocks stops crushing, makes stock SHIPPING room routine works smoothly. Orders come in on 
rotation simple. Tires in Portland warehouse stand 40 high carts, move from packer to weigher on mechanical conveyor 


are taken off a pallet on the loading 
dock to fill an order. 

In the warehouse, battery pallets 
can be stacked six or seven high, de 
pending on floor strength. Formerly 
batteries could be stacked only three 
high without fear of damage. Palletiza 
tion has speeded up turnover in bat- 
tery stocks more than in any other 
IBA item. In 1946 maximum battery 
inventory was 60 days. Current level 
in Standard warehouses is 25 days 
Floor space required has been nearly 
cut in half, and handling time reduced 
by more than half. Also virtually 
eliminated is recharging of batteries 
in storage. 

Changeover—With the adoption of 
a new truck tire pallet recently, nearly 
every item in Standard’s TBA ware- 
houses is palletized for storage. Truck 
tires, some of which weigh as much as 
150 pounds, formerly required two 
men to stack them into nine-high piles 
Hefting the top tires onto the pile was 
dangerous work. Now being used at 
the San Francisco warehouse is a tire 
pallet which takes a single stack of six 

(Continued on p. 111) 





TRUCKERS pick up TBA orders at Standard warehouse loading docks for delivery 
to Chevron and Standard stations. Supply of bulk items is kept in stock on deck 
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ge top performance... 


ALL WAYS! 





The batteries that spark" fast take-offs for 
emergency vehicles . . . that provide the 
“muscles” to start heavy machinery, trucks 
and autos ... win more sales for Private 
Label Marketers! The durability and reliability 
of Globe-built batteries mean more satisfied custom- 
ers — year after year 

When you feature Globe-built batteries, you offer 
the advantages of nearly half a century of battery- 
engineering experience ... 33 years of manufactur 
ing batteries for autos, trucks, farm equipment, heavy 
machinery and army tanks, And you offer batteries 


that are the result of continuous product research 
and development . . . created by the finest, most sci- 
entific methods of manufacture. Thus, you have the 
advantage of a product story that can’t be beat. 

Globe-built batteries offer other advantages, too. 
The nearness of Globe field representatives . . . the 
films and sales aids available . . . the fast service you 
get on every order .. . help make Globe-built bat- 
teries right for you. 

For more sales, more profits, be sure to feature 
Globe-built batteries . . . the long-time favorite of 
profit-wise Private Label Marketers. You'll soon 
agree that batteries by Globe are built better to 
serve better... and to sell better! 


GLOBE-UNION INC. 


MILWAUKEE 1, WISCONSIN 
FOR FAST SERVICE THERE ARE 16 GLOBE BATTERY PLANTS — 
ATLANTA, GA. * BOSTON, MASS. * CINCINNATI, OHIO + 
DALLAS, TEXAS * EMPORIA, KANSAS * HASTINGS-ON-HUDSON, 
N. Y. * HOUSTON, TEXAS * LOS ANGELES, CALIF. * MEMPHIS, 
TENN. * MILWAUKEE, WIS. * MINERAL RIDGE, OHIO + 
OREGON CITY, ORE. * PHILADELPHIA, PA. * REIDSVILLE, N. C. 
SAN JOSE, CALIF. * AJAX (TORONTO) CANADA, 


ee ue eee me GLOBE-BUILT BATTERY 
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big tires. Steel pipe stanchions like 
big, square croquet wickets are placed 
across the load. In the warehouse 
these pallets can be stacked three-high, 
with as many as 20 big tires stacked 
in the floor space formerly required 
by nine. The new pallet will soon be 
in use throughout the system. 

Other TBA items, which arrive at 
the warehouse in boxes, are unloaded 
onto pallets and stored in the ware- 
house on pallet racks. The pallet racks 
are big steel frames on which the pal- 
lets can be placed like boxes on a 
shelf 


SHIPPING 


The sales equipment division has 
put a lot of planning and ingenuity 
into moving the stock out of the ware- 
house as well as in. It is now offering 
its 5,935 customers (1,138 Standard 
stations and 4,797 Chevron dealers) 
“24-hour service.” This means that, 
except at peak periods, a TBA order 
will be on its way to a station within 
24 hours of the time the order form 
is received in the office. 

Paper Work-——The form itself is a 
big factor in speeding order filling and 
the office work that goes with it. A 
new order form just being put into 
use lists nearly all the 381 items and 
716 sizes of Standard’s TBA inven- 
tory. The dealer has only to fill in the 
quantity he wants 

The order stays in the office only 
long enough for a dealer’s credit to be 
checked, and any remittance entered 
on the books. While it is in the office 
a clerk prepares a freight bill and 
shipping labels. The order goes to the 
warehouse with freight bill and ship 
ping labels for each large item or box 
of smaller items attached. 

Filling the Order—In the warehouse 
the order is filled in three sections 
tires in one section, batteries in an- 
other, and accessories and_ station 
equipment in a third 

In the tire section the dealer’s tire 
order is filled and placed on a Colson 
hand truck with a shipping label on 
each tire 

Batteries are moved to the loading 
dock on pallets. A separate crew fills 
the dealer’s battery order by putting 
shipping labels on batteries already on 
the dock. 

In the accessory and equipment de 
partment the dealer’s order is filled by 
a man using a four-wheeled two-shelf 
hand cart. He handles the small items 
of the order, filling it from stock 
stored on steel shelves. When the order 
is filled he delivers it to a wrapping 
table. 

Here a wrapper packs the order 
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into cartons for shipping, and double 
checks the order. The packed carton 
is pushed onto a gravity or mechanical 
conveyor in the center of the table 
and moves down to the end of the 
table where it is weighed out and sent 
to join the rest of the order on the 
shipping dock. 

Certain bulk items of accessory and 
Station equipment such as anti 
freeze, paper windshield towels and 
inner tubes—which are ordered in car 
ton quantities by dealers, are also 
moved to the loading dock on pallets 
for order filling there. 

Personnel—The sales equipment di- 
vision has found that a key man in 
the operation is the lead man on the 
loading dock. He sees that the orders 
are properly spotted for pick-up by 
the truckers who deliver the orders to 
the stations, and makes sure that the 
orders go out smoothly. He also sees 
that a supply of bulk items is kept in 
stock on the dock. 

In the course of the program the 
division has also contacted suppliers 
to get them to adopt packaging better 
fitted to the size of dealers’ orders, or 
to fit production schedules to the de 
mand pattern. 

Head of the division through most 
of the modernization program was 
Ward Trayis, who retired earlier this 
year. His two assistants, who have 
been key men in coordinating the pro 
gram, are W. L. Cordray and Eric 
Pfefferkorn. 


THE PICTURE TODAY 


Since 1946 Standard’s warehouse 
expansion has included new ware 
houses to replace old facilities at San 
Francisco, Los Angeles, Portland, 
Seattle and Salt Lake City. The ware 
houses at Phoenix, Spokane and 
Fresno have been expanded and mod 
ernized. Total floor space has been 
increased from 75,000 sq. ft. in 1946 
to a present total of 160,000 

During the same period the retail 
value of the western operating divi- 
sion’s TBA sales has gone from $15 
million in 1946 to $25 million last 
year 

Despite the increased expense of 
new equipment and facilities, the cost- 
per-dollar value of distributing TBA 
merchandise has been cut about 11% 
by the new methods. 

More striking examples of savings 
can be seen in individual warehouse 
operations. In Los Angeles, for ex- 
ample, it took 35 men to operate 
Standard’s three-story TBA warehouse 
in 1946.. Moved into a one-story build- 
ing, and using new methods, 17 men 
handled twice the volume of business 
last year. ” 
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PROVEN HELP 


FOR YOUR 


SALESMEN 


Sales executives agree that products 
information is of real help to salesmen, 
especially under competitive conditions 
This training enables salesmen to re- 
duce their customer mortality rate and 
increases thelr prospect - to - customer 
ratio. 
Hundreds of marketers use our soles 
training program in products informa- 
tion for thelr salesmen. 

Check below and mail 

for detailed information 


f } HOME STUDY COURSE 
A basic training in Products Informa 
tion 


‘a PE! JOURNAL 
J New and chonging developments in 
Products Information 


[ ] REFERENCE LIBRARY 
Information in Products Information 
salesmen need in a burry 


[ } WHEN TO DRAIN 
Products Information for deolers 


PETROLEUM 
EDUCATIONAL INSTITUTE 
9020 Melrose Avenue 
Les Angeles 46, California 


. cory 
—] PREE oe: Sounnar 


NAME 
TITLE 
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STREET 
ciry , ; coee STATE... 






Only FRAM 


offers ALL 
these 
advantages 
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FRAM 


cartridges 
are metal 
encased 


That means FRAM takes all the needless Cartridges help dealers button-up sales! Sell 
work out of cartridge changing. There’s no fuss- more oil! Sell more TBA! 


ing ... no groping . . . no fumbling with mater- Obvious advantages? Of course! But ask your- 
ials that deteriorate with use. self this question: Is the oil filter cartridge in 
That means Fram Cartridges are safe! Their my ‘T'BA line metal encased? 

greater strength really stands up under wear If not, investigate FRaM now! 

and tear... guarantees top performance! 


That means the rugged good looks of FRAm FRAM CORP., Providence 16,R.1. Fram Canada Ltd., Stratford, Ont. 


V Motorists prefer FRAM more than 2 to I! 


V FRAM is standard equipment on more cars and 
trucks! 


"4 FRAM is custom-engineered for most every engine! 


¥ FRAM is backed by the industry's strongest, broad- OIL « AIR * FUEL « WATER 
est, most liberal, unconditional money-back guar- 
antee ... the only guarantee of its kind! 


¥ FRAM gives you the most effective advertising- 
merchandising program in oil filter history! 
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Bend it—twist it 
B. F. Goodrich hose won't collapse 


Increased flexibility reduces chance of hose failure near nozzle 


IGHT bends like that can’t shut 

off the flow of gasoline in this 
B. F. Goodrich pump hose, It keeps 
its round shape even when bent in 
sharp angles—delivers all the gasoline 
the hose can carry. 

Strong steel wire woven in with the 
rubber and fabric prevents the hose 
from kinking. When used on counter 
weight or retractable reel pumps it 
won't collapse or become oval shaped. 

Its thick, tough cover is built for 
rough use. Scraping over concrete or 


114 


pulling around sharp corners won't 
harm it. You can let it stand in gaso- 
line, oil or grease without damage. 
And there's no danger of cracking or 
checking from hot sunlight. 

Special rubber compound makes this 
hose completely gasoline proof, elimi- 
nates swelling and flaking. You have 
your choice of either one-time or re- 
attachable couplings. And the spiral 
wire in the reinforcing ply acts as a 
static ground 

All these improvements add up toa 


NATIONAL 


better pump hose for faster service, 
lower operating costs. B. F. Goodrich 
has made similar improvements in oil 
hose, discharge hose, barge loading 
hose and fittings. Let your local BFG 
distributor tell you about them. Or 
write The B. F. Goodrich Company, Dept 
M-442, Akron 18, Ohio. 


B.E Goodrich 


INDUSTRIAL PRODUCTS 
DIVISION 
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Stations Push Premium Tires 


By Frank C. Sturtevant 
TBA and Merchandising Fditor 


What’s the outlook for premium 
tires and the new colored tires in oil 
channels? On a trip through Ohio I 
asked oil marketing men, as well as 
the rubber people in Akron, for their 
views. 

Nobody expects any sharp change 
in sales of premium tires. But efforts 
currently under way may better the 
oil industry’s share of this end of the 
market. Premium tires account for less 
than 10% of the total market. 

As to the new colored tires, intro- 
duced this spring by U. S. Rubber Co., 
competitors are all waiting to see how 
well they sell. 

The ability of service station opera- 
tors to sell high-priced tires often has 
been questioned. Tire manufacturers 
look to their tire dealers for the bulk 
of the sales in this field. It is said that 
such dealers are expert tire salesmen, 
and are eager for the longer profit they 
can earn in pushing the premium tire 
lines. 

There is another reason. Conven- 
tional tire dealers are more at home 
than service station men with the 
dickering that seems an inseparable 
part of premium tire selling. List prices 
in the premium line are high, so that 
dealers have more of a cushion for 
making attractive trade-in offers. A 
typical 7.10-15 whitewall nylon, with 
a list price of around $65, might cost 
an average dealer less than $40. 

Service station operators have not 
done so well in this field. Most of their 
tire sales are at the 100-level, the term 
used to designate tires of original 
equipment quality. Often they take in 
trade tires that are worth little. Allow- 
ances seldom get above $5 to $10. Of 
fering an owner $15 to $25 each for 
his four good tires, on a set of $65 
premiums is the same in principle, but 
the big figures seem to scare off the 
service station men. 


OIL MOVING IN 


That’s what they think in Akron, 
and some oil men go along with that 
view. Flying in the face of that theory, 
there is a strange new sight at Stand- 
ard of Ohio stations. They are adver- 
tising the new Atlas Premium tire 
That marks a radical departure from 
a long-standing policy of sticking to 
the 100-level price range. 


The price tag of the new Atlas 
Premium is at the “change-over” level 
All of the other oil companies han 
dling the Atlas line are pushing the 
premium tire, too. It brings to mind 
the fact that Socony Mobil (formerly 
Socony-Vacuum) has added to its line 
the Mobil Super Deluxe Nylon tire, 
in the upper price brackets. Skelly is 
also selling a premium quality Hood 
tire, 

Add these other facts: Gulf did 
pretty well with its first tubeless tire 
last year. It sold above the 100-level 
price, though not up in the “change- 
over” bracket. Sun Oil broke into the 
tubeless market with the Kelly Celeb- 
rity, a typical $60 tire. In the same 
general class is the new nylon Federal 
Safti-Ride premium tire in the Tide 
Water line. 


EVERYBODY WINS 


It seems apparent that some im 
portant oil supplying companies think 
their dealers can sell premium tires 
And while Akron tire men remain 
skeptical, they can't see anything 
wrong with trying to sell quality in 
stead of price. They have long main 
tained that the customer gets more 
miles for his dollar, as well as more 
safety out of the premium tire 

Since premium tires are more profit 
able for the manufacturer, and for the 
dealer, as well as a better buy for the 
customer, who can lose? Tire men 
agree this is a good time to “sell up” 
the replacement tire customer. They 
all hope that tubeless tire publicity 
has set the stage. Because of it they 
feel that many car owners whose tires 
are far from completely gone will be 
receptive to some kind of a “change 
over” sales talk 
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Outdoor 
Display 
ideas... 


> PENNANTS 


yew 


For long or short term use. In drill-cloth, paper, 
polyethylene, or plastic-impregnated cloth. 
Printed or plain. Variety of colors. Any length 
desired. Ready to hang 


> LETTER-BANNERS 


9B I(RITHD AW MOS)AILIER 


We spell out your message with big 13" « 19 
sturdy cloth letters, sew on sisal ropes and ship 
ready to put up. White letters on red or blue 
background; or red Day-glo letters on blue 
background 


> Window 
DISPLAY 
LETTERS 


Heavy paper cutout letters and numerals faced 
with fluorescent. For windows. Sizes: 9 (5 col 
ors) and 20” (red only). In any assortment or 
96-character set. 


> CUSTOM-MADE DISPLAYS 


From your rough sketch, 
we will develop and 
produce piactically any 
outdoor dirplay in pa 
per, cloth or plastic 
Quick, accurate setup 
for collating, mailing or 
drop-shipping to one 
point or 20,000 


> FREE CATALOG 


Full details on these and other outdoor display 
items made by Pratt will be found in the new 
Pratt catalog. For your copy, mark the card 
in this magazine, or write 
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Enjoy the Voice of Pirestone on tadio or television every Monday evening over ABC if you wish to have a free reprint of this advertisement. . 
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TIRE OF CHAMPIONS 


RACES HAVE BEEN WON ON 


Firestone 


1999 


128.209 M.P.H. 
BOB SWEIKERT 3 ¢~ 


Safety Proved on the Speedway for 
Your Customers Protection on the Highway 


HE Indianapolis Race is more than a 

breath-taking spectacle of speed; 
more than a colorful carnival of thrills 
and chills. It is not just a stunt. On the 
contrary it is a practical, torturous test 
of new automotive developments before 
they are adopted for regular production 
Authorities say that 500 miles on the 
speedway are equal to 50,000 miles of 
ordinary driving ... 5 years of average 


1928 . o's wey 


1927 escnce sovonns 


write to The Firestone Tire & Rubber Co., Akron 17, Ohio, U 
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95.9 M.P.H. 


1926 FRANK LOCKHART 


101.13 M.P.H. 


1925 PETE DE PAOLO 


service crowded into less than 4 hours! 

For many years, every driver in the 
race has bought Firestone ‘Tires, because 
no driver is willing to risk his life or 
chances of victory on anything less than 
the safest tires that money can buy. Your 
customers want the safest tires too. Give 
them the protection they expect and 
deserve by equipping their cars with 
Firestone Tires. 


1924 sor’sover t. conum 


1923 TOMMY MILTON 


S.A 


162Z sav aoneay 
18ZI vemay miter 


GASTON CHEVROLET 


74.59 M.P.H. 
RAY HARROUN 


1911 


155, The Pirestone Tire & Rubber Co 
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ed to pick up new profit! 
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aE 
hall ir an Alemite... 


On-the-Car Wheel Balancer 
eleliiomals\\\anvs-ler-hdlelammdiaar= 
business for you! 


This is a hot month for really heavy highway traffic 
and as you watch the cars roll by, don’t forget that 
everyone's a prospect for your service. That’s why thi: 
is the ideal time to start your Alemite wheel balancing 
depat tment and pi k up the fast, profitable jobs that 
can be yours right now while your customers are 
checking their cars for vacation motoring 

Do you realize that 8 out of 10 of your customers’ car: 
need wheel balancing? And your tire sales automati- 
cally expand too! 

Alemite’s On-the-Car Wheel Balancer can be your: 
for aremarkably small down payment while a single Free Demonstration proves it! Your 
balancing job a week finances youl equipment pur- Alemite representative will show you 
chase, Start on your way to new profits, your Alemite just how easy it is to take advantage of 
Wheel Balancer paid for before you know it! this money-making opportunity. And he’ll 

‘ see to it that you get the big promotion 
kit that puts you in the wheel balancing 
This Exclusive Vue-Scale Meter proves to  business—ties you in with Alemite national advertising in 
your custome: the need for wheel balancing the Saturday Evening Post. Call him TODAY! 
then proves wheels are balanced when 





job is done 


Here’s what owners say about Alemite 
On-The-Car Wheel Balancer ! 


“Net profit paid for my balancer in just 110 days!” 
J. $., Oregon 


Only the Alemite On-The-Car Wheel Balancer balances en 
tire wheel at the same time! No complicated attachments 
yet wheel is balanced from hub Cap to casing up and down, 
even side to side! “I'm a small dealer and had doubts .. . but in 3 weeks 
my Alemite Wheel Balancer made me $174.00 profit...” 


G. F., Lovisiana 
“The most profitable piece of equipment | have in 
my place of business!” R. E. S., Washington 
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18626 Diversey Parkway, Chicago 14, Illinois 
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How to Boost Station Tire Sales 


WO THIRDS of the replacement 
tires sold in Canada can be sold 

by service stations, according to Henry 
G Harper, vice president of Goodyear 
lire & Rubber Co. of Canada, Ltd 
Service stations are now selling only 
one third of the total. Harper, speak 
ing at the Canadian Oil Industry TBA 
Convention in Toronto last May, told 
oil marketers their dealers could tn 
crease replacement sales by 
e Cultivating light-truck 

e Making it easy for customers to 


owners 


buy 
e Offering budget plans 
Truck Owners—Owners of 
trucks comprise about 90% of the 
market, said Harper. Most are used 


in local businesses, by florists, dairies, 


small 


bakeries, drycleaners, plumbers, gro 
cery stores, butchers. The operators 
make frequent visits to service stations 


to buy gasoline 


‘Any service station equipped to 
handle passenger tires can handle 
these small truck tire sizes,” Harper 


said. The average small truck uses 
1,000 gal 
17 gal. of motor oil and 12 lubrica 
Harper, the 
average owner will spend $475 a year 
just to buy the petroleum products 


of gasoline in a year, plus 


tion jobs. In all, sald 


that will wear out his tires 

“And he annually runs up tire 
mileage to the point that he must 
spend $100 annually on replacement 


tires.” Harper continued. In addition, 


he said, the average small truck Owner 
has a passenger car. On this he will 
petroleum products 
All dealers 


need to do to get business trom this 


spend $250 tor 


and $33 for tres in a year 
owner, he said, is to give him the 
kind of service he wants and carry 
the products he needs 

4 man driving a truck ts generally 
much more in need of service than 
the passenger car operator, said 
Harper. “He is in business and cost 
per mile is much more important to 
him than to the average passenger 
Car operator 

Selling Sales 
the customer to buy, 
means signs and merchandise displays 
that tell him what the station has for 


Making it easy for 
Harper said 


sale 

Next, the dealer should keep his 
customer fully informed on the de 
gree of wear on his tires, battery, and 
other replaceable equipment He 
should try to get the customer out 
of his car and have him look at the 
trouble signs. 

Budget Plans 
quality and value, rather than price 
it helps to offer easy payments, Harper 
suggested. The dealer who points out 
the need of a TBA replacement, and 
offers no alternative but cash on the 


In making a sale on 


line, will lose sales 
“These buyers could be sold on 
the value of buying now, if some form 


of time payment plan were available 





Sun’s New Batteries 


Sun Oil Co IS now 
complete new line of batteries under 
Microporous 


marketing a 


the Sunoco trade name 
separators are now used in both the 
100- and hatteries 

And for the first time an oil com 


1 15-ampere-hour 


pany has added a dry-charge battery 
to its line. To simplify the inventory 
problem created by the 12-volt battery 
Sunoco 


e now made in 


and some new 6-volt layouts 
Dry Charge batteries a 
the following sizes 


102N 6-volt 1954-55 Ford Mer 
cury 
T3EF | 2-volt 1953-55) Cadillac 


1953 Oldsmobile; 1953-54 Buick 

63KM 12-volt 1954-55 Oldsmo 
bile; 1955 Buick 

52SM 1 2-volt 1955 Chevrolet 
1955 Pontiac 

Sun tells its dealers that since 1953 
there has been a “parade of new bat 


tery sizes. Practically every new Ca! 
has its own special battery and 
there’s more coming.” The dry-charge 
instant activating 


from di 


line 1s described as 
just pour in electrolyte 

po able glass bottles and the battery 

ready to use. No boost charge required 


(except in freezing weather) 


Short Radiator Cleaner 


Warner-Patterson has just brought 
out a powder chemical compound 
alled New Warner Radiator Dry 
( leaner It performs a cleaning action 
without acid or other strong chemical 
According to Warner-Patterson no 
neutralizer is needed ind the com 
pound ts completely harmless to skin 
When the 


ontents of the one-pound can are 


metal and rubber surface 


poured into the radiator while the m« 
tor 1s idling, rust and scale particle 
are set free into the coolant 


they can be drained from the radiator 


whe re 

















Exhaust Pipe 






Monroe Auto Equipment Co. is of 
fering its new Jet Pipe Diffuser. It is 








a short, simple device that is attached 
to the outlet of the muffler. Large 
vents bring air into the exhaust stream 







the moment it leaves the muffler, dilut 





ing and cooling the hot gas as it moves 





to the discharge end of the diffuser 
Ihe Jet Pipe is described as a tube 


BOWERS 


BATTERIES 


{ways 






















































SOWIES BATTERY & SPARE PLUG CO, READING, Pa 
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within a tube, with the outer shell 
flanged and open at the forward end 
This provides a mixing-diffusing ac 
tion, whether the car is moving or 
standing still. It’s legal in all states, 
Monroe says 

Ihe Jet Pipe is made only in one 
size for use on all cars. Slight differ- 
ences between various makes are ac 
commodated by a simple adapter and 
bracket. The manufacturer claims that 
50 Jet Pipes can be stocked in an area 
that would take only a half dozen tail 
pipes. 


Replacement Sales Up 


A 41% increase in sales of replace 


ment products in the first four months 
of 1955, as compared with 1954, 1s 
reported by AC Spark Plug Division 
Motors. Original equip- 
ment sales were up 61% in the same 
period. April was the highest single 
month for AC’s automotive lines, the 
major products being spark plugs, oil 
filters and fuel pumps 


of General 


More Oil Filters 


This year will see the biggest volume 
of oil filter sales in history, according 
to Purolator Products, Inc. Most new 
cars now use filters as original equip- 
ment so that the market grows con- 
stantly larger. Added to this is the 


ad % 


fo) 


bl 


GILBARCO DOES THE JOB! 


Here are five Gilbarco Centrifugal 
Pumps, each delivering 1500 GPM in 
transfer operations at a new termina! 
in Philadelphia 
Whatever your 
look to Gilbarco for a completely satis 


pumping problem 


factory answer. Straight centrifugals 


and self-priming Roto-Prime model 


APPLICATIONS: Bulk plants * Terminals 


Multi-island service stations © Airports * Solvent 


plants * Drum filling plants ¢ Tank trucks 


Semi-trailers ¢ Lubricating oil trucks * Oil refineries 


Petro chemical plants ¢ Industrial uses 


120 


from 50 to 1500 GPM, for all types of 
drives, have been field-proven in every 


type of petroleum service 


Gilbert & Barker Mfg. Co., 
West Springfield, 
Mass. 


NATIONAI 


cumulative effect of years of effort to 
educate owners on the value of regu- 
lar replacement of filter 
plus reminders to dealers about that 
extra quart of oil they sell with every 
new filter element. 


cartridges, 


Power Brake Unit 


Bendix Products has introduced a 
light-truck, power-brake unit designed 
for GMC, Chevrolet, Dodge, Inter- 
national Harvester and Ford trucks 
Because of under-the-hood mounting 
and improved installation methods that 
use pre-formed, pre-flared steel tubing, 
it is claimed that installation takes 
only 45 minutes. 


=SS=PERSONAL SS 


Howard J. Hopkins has been made 
merchandising manager of Purolator 
Products, Inc. He will supervise ad- 
vertising, public relations and _ sales 
promotion. Hopkins joined the com- 
pany as a draftsman shortly after its 
organization in 1923 

” 

John W, Puth, formerly with United 
Advertising Corp., Newark, N. J. has 
been named to the new post of as 
sistant merchandising manager. 


Warren Ingersoll G. B. Newman 


Warren Ingersoll has been appointed 
assistant to the president of Electric 
Storage Battery Co. He was formerly 
assistant to the president of Lee Rub 
ber & Tire Corp. In this new post, 
Ingersoll will work in the field of 
relations, implementing at 
staff level the company sales policies. 
Prior to a five-year term of service 
in the U. S. Army in World War II 
he was with the investment firm of 
Smith, Barney & Co 

. 

George B. Newman has been made 
a vice president of Kelly-Springfield 
lire Co., Cumberland, Md. He was 
assistant to president E. S. Burke, 
September, 1954, coming to 
that post from the sales department 
of Goodyear Tire & Rubber Co. In 
his new position Newman will be re- 
sponsible for special account sales, 
as well as manufacturers and govern 
ment sales. He will also devote con 
siderable time 


customer 


since 


to development and 
training of personnel. 
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USS Steel 


Available in 3- to 6’-gallon capacities 





With tight heads or lug covers 


Wide variety of pouring spouts and openings 


Baked enamel finishes in any 


color combination 


Lithographed heads or shells as required 


We also have steel drums of 15- to 55-gallon 
capacities which can be furnished painted, 
decorated, hot dipped galvanized, tinned or 


made of stainless steel. 


"9t'1 Petter to Ship in Steel” 


A USS 
STEEL CONTAINER 
FOR EVERY 
INDUSTRIAL NEED! 


UNITED STATES STEEL PRODUCTS 
DIVISION 
UNITED STATES STEEL CORPORATION 


DEPT. 175, 30 ROCKEFELLER PLAZA, NEW YORK 20, N. ¥ 


los Angeles and Alameda, Calif. + Port Arthur, Texas + Chicago, Ill. -« New Orleans, la. + Sharon, Pa. + Camden, N. J 
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WWM G44 


Double-dise design 
ends seating troubles 


bb WII YYW, 
Y (4, fe YY) lever throttle valve’s ball and 
ZZ “Uppy yffY" ? weket joints, specially ground for 
ag oil service, mean positive closure 
longer seat life Underwriter's 
approved, Model P-901-U in sizes 

from 14" to 3”. 


with the complete line of 


Ke MILVACO valves and fittings 


Typical gate valves for the oil industry 


OLE SE, VP BOE aR ~~! 


For quick control and maximum flow — 
Model P-2640 for a in bulk plants, on tank trucks, in service 
FILLING STATIONS ie stations — use MILVACO valves, nozzles, 

oa faucets, and fittings. Each size and model 

Bronze. Non-rising stem. f : . , 

Solid wedge. Screwed in the broad line is backed by more than 

bonnet and ends. Deep =m 50 years of development and production of 

gland follower in stuffing Rata ot a aa 

box. Ten sizes from 4" e quality products for the oil industry. 

to 3”, 





the only line with weight-saving MILVALOY 


Model P-2654 for - - MILVALOY weighs only 14 as much as 
TANK TRUCKS i bronze, yet sets new standards for rugged 
a dependability. Strong, chemically-resistant, 

Milvaloy. Rising stem, oH Pp ° 
dovile-dies type. Bolted os non-sparking MILVALOY products are ideal 


bonnet, Square or round B for any oil handling operation. 
flanges. 2”, 24%", 3”, és 
A" and 6” sizes. 3 Write for your copy of our complete catalog 


of valves and fittings for the oil industry. 


Models P-2680 a 
irae MILWAUKEE VALVE COMPANY 
BULK STATIONS eg 
Bronze. Stemlock type. i A Subsidiary of A-P Controls Corporation 
Screwed or flanged. Lock 2379 South Burrell Street, Milwaukee 7, Wis. 
prevents stem from turn 
ing. May be packed un 
der pressure when wide 
open. Available in 1%", syne 


27, 3%7, 3” slees. i l V f Cc ‘oe 
THE MARK OF PERMANENT QUALITY 
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By Leonard Castle 


More Contract Ideas 


There seems to be a wide divergence 
of opinion as to what jobber-supplier 
contracts should contain. 

Last month a veteran Midwest dis- 
tributor listed five specific subjects he 
thought should be written into con- 
tracts. (See NPN, June, p. 122.) His 
arguments prompted comment from 
several other jobbers throughout the 
Midwest. 

One of these was Galen I 
of the Galen E. Wilson Petroleum Co., 
Saginaw, Mich., who says he’s a firm 
believer in the principle that “if Mr 
Jobber does his part the distributing 


Wilson 


company will be anxious to do more 
than the contract calls for 

Contracts are no better than the 
conduct of the people who sign them,’ 
Wilson observes. “To anyone anticipat 
ing the jobbing of petroleum products 
I think there is a good field even in 
I don’t 
intelligent, 
hard-working effort in this direction 
will meet with anything but satisfac 
tory results 

Wilson points out that a contract is 
a two-way street and its responsibili 
ties rest equally with both parties. Any 
major company signing a jobber con- 


this day of keen competition 


believe that an honest, 


tract, he says, usually has but one 
thought in mind 
of its products 


to increase the sale 
Any jobber accepting 
the contract should realize that he has 
a duty to perform in promoting the 
products and giving loyalty to his sup 
plier. 


If he is not satisfied with the qual 
ity of the supplier's merchandise and 
the supplier’s method of doing bust- 
ness, he should not accept a contract,” 
Wilson declares. “He should put his 
very best efforts back of merchandis 
ing the supplier's product 

“This means to me, handling all of 
the supplier’s merchandise, including 
fuel oil, gasoline, motor oil, lubricat 
ing commodities and TBA. I think the 
jobber is sure to find out that the sup 
plier appreciates this sort of an effort 

“No intelligent supplier will over 
look loyalty of this kind. Of this, the 
jobber may be sure 
trust, and trust 


Loyalty begets 
begets friendship 
These are necessary to a business re 
lationship profitable to both signers of 
the contract. | am not familiar with 
various contracts of various suppliers 
but I doubt if any of them are unrea 
sonable.” 

Wilson has this advice for persons 
entering the jobbing business today 

You must creep before you walk, but 
don’t get discouraged. Were I to start 
in the jobbing business today with 
limited capital, | would try to secure 
a location where I could have a retai| 
station and my bulk plant in the same 
location. I think this sort of an opera 
tion is economical, and as profits and 
experience are accumulated, expansion 
can safely follow. | would be shy of 
high-priced leases 

“Again I say, give your supplier the 
loyalty that you expect from him, and 
always criticize yourself before you 
find fault with your supplier 

Independent, But Another 
Midwest jobber, who asks that his 
name be withheld, comments that too 
many jobbers adopt the attitude that 
I want all and will give little,” of 
When times are good, I want to be 
Independent, but when the going is 
rough J want to be under the supplier's 
wings.” 

In many cases, he says, the jobber 
ties himself too closely with his sup 
plier and then complains that he no 
longer is Independent 

But there are times when the jobber 
needs specific clauses written into the 
The old way of do 
ing business “on a man's word” often 


contract, he says 


doesn't work these days because a cor 
poration is not a “man.” Usually the 
points the supplier doesn’t want in a 
contract cause trouble later 

A sound contract, he says 
provide 


should 
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e An exclusive marketing territory 
for the jobber 

e Financial help in expansion pro 
grams, with the jobber permitted to 
pay off the debt and take over the 
properties 

e Product 


understandable and competitive basts 


pricing on a_ realistic 


including transportation. The jobber 
should have a chance to buy surplus 
product at a lower price betore it 1s 
dumped on the open market 

e Sales aids and management train 
ing on a practical, down-to-earth basis 

In return, he says, the jobber must 
agree to be faithful to his supplier, to 
promote vigorously the distribution of 
the supplier's products, and to operate 


on a sound, aggressive business basis 


eo 


OU 





By Marvin Reid 


A Dying Breed? 


| believe we are the last of the 


consignees commission agents, oF 
whatever you wish to call a man dis 
tributing major company oil products 
on a commission basis. As we gradually 
fade out of the picture, either through 
retirement or death, I don't think we'll 
be replaced 

Ihat statement was made by a 


major company consignee operating 
in a small Southwest city. He 


to speak for the majority of mayor 


seems 


company commiussion-basis distrib 
utors in the Southwest today, although 
there are some who do not agree with 
him 

three years ago 


Iwo ofr many 
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Make “Hay” while the Sun’s down 
with Guardian Lighting Equipment 


the Complete Line with Advanced Design 


Model 470 
Standard “T” Light Series 7000 
16’ unit 


Series 9000 
Fluorescent 
Floodlight 








For complete 
information on all 
spotand flood ‘ types of service 
lampholder $ No. 54 . station lighting 
‘ equipment, write 


splice boxes and Lampholde 
for our catalog 


fittings 





{ 
. 


cope yi Company/ 500 NORTH BOULEVARD * OAK PARK, ILLINOIS 
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agents thought they were on the way 
out then, not in years to come. They 
watched such things as by-passing of 
bulk plants in favor of direct deliv- 
ery—which at that time was being 
accelerated by several suppliers in the 
Southwest—and couldn't see how 
they could avoid being washed out 

But now, the race to direct delivery 
in the Southwest has slowed down 

And there have been some commis 
sion increases granted by suppliers 

In view of these developments over 
the past year or so, the agent quoted 
above thinks most of the present com 
mission marketers will be allowed to 
run out their normal span. After that 
will come extinction. 

Ihe agent, who prefers not to have 
his name used, feels most suppliers 
today are “just showing their gratitude 
to us for doing a good job of helping 
to build up their businesses.” 

“Direct delivery,” he says, “has 
already proven to be more economical 
for the suppliers. The only way we 
can help them now is to service small 
retail accounts, farmers and the like 
And that’s business the average sup- 
plier would be just about as well off 
without. 

“Unless you are in a real heavy 
farming area, there is no money in 
the farm gasoline for anybody. And 
what good are a few small service 
stations, when the big ones are getting 
most of the business? 

“You have to expect something else 
in the future, too, that will revolution 
ize the retail gasoline business. And 
that is the unionization of service 
stations. This will make it more neces 
sary than ever for the major supplier 
to go to direct delivery and by-pass 
his bulk plants. 

““ The unions are not keeping their 
plans secret. They fully intend to 
organize the stations, and they'll do 
it. When that time comes, all stations 
will probably have to be put on a 
salary-operated basis, and be served 
by direct delivery, if the supplier 
wants to stay in business.’ 


New Phillips Jobber 


A new jobber is flying the Phillips 
Petroleum Co. flag in New Orleans 
La. 

C. J. Dufau, formerly a wholesale 
sales representative for a major com- 
pany, became a Phillips jobber re 
cently. He is now operating under 
the name of the Dufau Petroleum Co 
in New Orleans and vicinity 

Dufau has been in the oil marketing 
business since 1943, and at one time 
was a retail dealer 


By William Kearns 


Tax Hike Battle 


North Carolina jobbers are busy 
these days fighting the old bugaboo 
an increase in the state’s general fund 

With legislators considering a_ bill 
that would increase the tax on auto 
mobiles and trucks by 50% (not to 
exceed $10) for general fund purposes 


EVER-TIT 


Superior quality forged body 


regions —i 


the jobbers are protesting that sources 
for road construction and maintenance 
are already overtaxed 

North Carolina Oil Jobbers Assn 
executive secretary W. A. Parker puts 
it this way If the general fund gets 
its foot in the door, a precedent wil) 
have been established and there will 
be no further mercy shown the motor 
ist. Autos, trucks and buses are no 
longer in the luxury class. They are a 
necessity, and to invade that field and 
additional tax on them 
The job 


put this 
amounts to class legislation 
bers are optimistic about their chances 
of defeating the bill, but are increasing 
rather than relaxing their efforts in 


opposition 


New Florida Bills 


Irading stamp companies are com 
ing up for close inspection in Florida 
soon. A bill has been introduced in the 
state legislature which would requir 
these companies to post bonds, register 
with the secretary of state and pay a 
$100 fee for each store handling tt 
stamps. Proponents argue that passage 
would eliminate fly-by-nights. A Lak« 
land filling station operator, appearin 


before the hearing committee pro 


E The Best In 
Quick Couplings 


4 


—precision na 


Uniform wall thickness 


| 


—no weak i 


Extra heavy reinforcing rim 


Larger diameter cam ears 
for longer service life 


Gy 
Extra 


Hi-Strength 
forged 
handles 
—greater 
economy 


Steel 
pins 


longer 
service 


Uniform heavy wall thickness 


—no weak spots 


Recess retains gasket 
in coupler and assures 
proper placement 


—greater 
safety and 


Superior quality forged body 


— precision machined 
—accurate tolerances 


EVER-TITE COUPLING CO. INC., 254 WEST 54th STREET, NEW YORK 19 
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Thermold’s specialized 
merchandising experience 
and top quality products 
can help you sell the 

TBA market. 


It’s good business to do 
business with Thermoid. 
Let us show you why. 


de 


A principal supplier to the automotive 


market for over 50 years 


Thermoid Co., Special Sales Division, Trenton, New Jersey 





— regions 


tested that the bill would hurt station 
operators. 

Truck Tax Bill—Also coming up in 
Florida is a bill that would impose the 
state’s 7¢ gas tax on fuel used in out 
of-state trucks traveling in Florida 
Trucks with over 20 gals. in their fuel 
tanks could not enter the state without 
payment of the state tax on all gas 
over that volume. The bill’s provisions 
would actually mean double taxation 
on a truck which had purchased a full 
tank of gas in another state. Supporters 
of the measure say other states place 
the same kind of tax on Florida vehi- 
cles and they feel that trucks traveling 
the state’s highways should, in turn, 
pay the state tax on fuel used. 


By Cornelius Brodersen 


Route 20 Fights Back 


Service station owners and other 
small-business operators on Route 20 
in upstate New York have seen the 
N. Y. State Thruway take away from 
25 to 60% of their business. But 
they're going to do something about it. 

They've formed the Cherry Valley 
Turnpike Assn. and are raising 
$50,000 for a campaign to get tourists 
back on Route 20. Plans call for using 
radio, billboards, newspapers and 
direct mail to do the trick. Scenic 
features of Route 20 and_ historical 
places along the way will be high- 
lighted in the campaign. 

Cherry Valley Turnpike stretches 
100 miles through Madison, Herki- 
mer, Otsego and Albany counties 
The Thruway parallels it 11-15 miles 
to the north. 


Ribicoff’s Road Plan 


Higher tolls on the Merritt and 
Wilbur Cross parkways may be com- 
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There’s not 
enough food 
for you 


and the 
bugs 


As any backyard gardener 
knows, you have a fight on your 
hands from the moment you turn 
over your first spadeful of earth. 
At every step, fungus growths, 
weeds, and insects that chew, in- 
sects that suck are waiting to 
destroy your lawns, trees, plants, 
flowers. It is a disheartening 
struggle for Greenthumbers. . 

a round-the-clock fight for com 
mercial farmers. 


Fortunately, there’s a growing 
list of weapons we now can wield 
in the battle against bugs. Some 
of the most effective have been 
developed in the laboratories 
of California Spray-Chemical 
Corporation, a Standard Oil 
Company of California subsidi- 
ary. In 1907, we brought out the 
first basic lead arsenate to stop 
the codling moth, a rampaging 
fruit crop destroyer; later, the 
invention of new-type summer 
and dormant oil sprays safely 
checked scale and other insects. 


Other Standard research 
achievements have been chemi 
cals to kill aphis, mites, thrips, 
and similar sucking insects . 
dusts to destroy fungus diseases 
like rust, blight, mildew...sprays 
and dusts custom-made to knock 
out such public enemies as the 
devastating grasshopper, boll 
weevil, hornworm. Other pest 
killers boost milk production 
from our dairy herds, help beef 
cattle fatten faster. 


One good reason you live in 
the world’s best-fed nation is be 
cause insect invaders have been 
held back on our farms, ranches, 
and orchards, thanks in part to 
Standard’s constant hunt for 
new ways to make petroleum do 
more things for you. 


STANDARD OIL COMPANY OF CALIFORNIA plans ahead to serve you better 


M 
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ing soon for Connecticut motorists, 
they also face a higher tax on gaso- 
line, 

It’s all part of Gov. Abraham Ribi- 
coff’s plan to pay for the Greenwich- 
Killingly Expressway and other road- 
building projects. Recommendations 
for higher tolls and higher gasoline 
taxes——maybe as much as 2¢ per gal 
higher from the 
highway finance advisory committee 


come Governor's 

Gov. Ribicoff, unfolding his financ 
ing plan, says the state’s present 4¢ 
per gal. gasoline tax wouldn't raise 
money fast enough to pay for the 
$700 million highway construction 
program that is needed in the state 
beyond the $400 million expressway 
project. He says it would take 20 


oe) 


FIG. 347 


MORRISON BROS. COM PANY 


years to raise $700 million by the 
present gasoline tax. By that time, 
the state would need millions more for 
new highways. 

By boosting gasoline taxes 2¢ per 
gal., $700 million could be raised in 
10 years, he says 


Oil Heat Drive 


The new outdoor advertising cam- 
paign of Oil Heat Council of New 
Jersey gets rolling July 15. About 173 
billboards in all section of the state 
will carry this message: “Oil Heat is 
Best,” 

The council is building up a fund 
of more than $70,000 to carry out its 
expanded outdoor promotion Last 
year, over 80 billboards were used 


FIG. 312 | 
i 


Vapor Losses Are Costly 


They can be greatly reduced 
by the installation of the cor- 
rect Morrison Conservation 
Vent. 


FIG. 148 


Available in spring loaded, 
weighted and oil seal type. 


Write for further details. 


OlL EQUIPMENT HEADQUARTERS 


DUBUQUE, 


1LOWA 


NATIONAL 


| dealers how to increase their 
}of the lady 





| influence may be 


Oil Heat Council will also expand its 
operations on other fronts. It wants 
to launch a state-wide newspaper cam- 
paign similar to one in Bergen ( ounly 
last heating season. 

Ihe group is going in for bumper 
signs for the rear of heating oil trucks 
Ihe sign will read, “Most For Your 
Money—Oil Heat 





By Richard Elwell 


| For the Ladies 


Richfield Oil Corp. is telling its 
share 
motorist’s business. In 
dealer meetings throughout the West 
Coast marketing retail sales 
manager George Miller is pointing out 
the increasing importance of serving 
the ladies properly 

Richfield has watching the 
feminine market grow for some time, 
but this year marks its first major 
effort to bring in the ladies as Rich 
field customers 

Behind Richfield’s 
Hearst market survey which showed 
that women influenced 56% of gaso- 
line and oil sales in U.S. service 
stations, in addition to 55.9% of lube 
jobs and other service. From its own 
dealers Richfield found out that seven 
out of ten of its service station custo- 
mers last year were women. In 1947 
the ratio was three in ten 

Richfield also feels that the feminine 
stronger on the 
there are more 


area, 


been 


decision 1S a 


West Coast, where 
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multiple car families, than anywhere 
else in the country 

lo find out what women like about 
service stations Richfield interviewed 
about 1,000 women drivers. The find 
ings were used to prepare a 20-minute 
color film now being shown at the 
dealer meetings 

Miller reports that nearly all the 
ladies like a neat station, but they 
particularly appreciate a clean rest- 
room with a convenient (and clean) 
place to put gloves and purse, and a 
good mirror. A neat uniform is also 
essential to keep feminine customers 
Auto interiors are being designed to 
please women, Miller says. Women 
don’t like to think of an attendant 
with greasy pants working around 
their cars. 

At the island, as in most other 
situations, ladies do not like to be 
ignored, and the women Richfield 
interviewed said they didn’t like to 
have to wait at the pumps while an 
attendent finished up some chore. As 
might be suspected, they are com 
petent critics of windshield cleaning 
They want a thorough job and don’t 
like puddles left on the hood 

One thing that irritated a large 
number of the women interviewed was 
slamming the hood shut. Richfield 
suggests the hood be closed gently if 
dealers want women customers back 

With the dealer program under 
way, Richfield plans to angle more 
of its advertising toward the feminine 
audience. A new program will start 
soon. Miller says considerable thought 
has been given to adding a women to 
the company marketing staff 


GP and the Public 


Marion E. Dice, former head of 
General Petroleum Corp’s economics 
department, will assume responsibility 
for a wide-scope “community rela- 
tions” program in his new position 
as assistant to GP president R. I 
Minckler. 

The new appointment reflects GP's 
awareness of its increasing influence 
on the West Coast, apart from its 
Mohbiloil product marketing activities 
One of Dice’s jobs will be to co-ordi 
nate the company’s public activities 
independent of the merchandising 
operation. In one of the first steps 
in this direction, the public relations 
department will report to Dice. 

Plans for a “community relations 
program on a long-term basis are be 
ing worked out. The program will 
probably involve scholarships, publ: 
safety education, participation in com 
munity projects, and support of chari- 


ties 
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Where Oronite Lube Oil Additives 


helped improve 


aircraft oil performance 


This unique Cooperative Universal Engine 


equipped with a 


single cylinder from an 


aircraft engine, “flight tests” aviation oils 


in the laboratory. (Improperly compounded 


aviation oils can 


cause the type piston 


failure shown at left.) 


Oronite additive research played a major role 
in establishing the cause and finding the solu- 
tion to aircraft engine preignition from addi- 
tive compounded oils. This extensive research 
resulted in a detergent type additive for avia- 
tion oils which will provide a marked redue- 
tion in engine deposits and wear without the 
hazard of preignition. 

Oronite specializes in “custom-formulating 
additives to your exact needs—meeting your 
price and performance specifications. Because 
of Oronite’s advanced research program, elabo 
rate testing and manufacturing facilities, Oro- 
nite’s custom-compounding packs more into 
your oil at a given treating cost. 

Why not talk over your problems with an 
Oronite additive specialist. Contact any Oro- 
nite office. 


With Oronite Additives 
you can formulate oils to 
meetthe new A.PL Service 
Classifications and can 
meet specifications for 
MIL-L-2104A,MIL.-1 

9000 Supplement I and 


Series 2 oils 


PARTIAL LIST OF 
OTHER OROWNITE PRODUCTS 
Gas Odorants 
Polybutenes 
Phenol 
Wetting Agents 
Fuel Oil Additives 


ORONITE 
CHEMICAL 


’ COMPANY 





What It Costs to Construct an 





ITEM COST 


30,000-gal. storage tank 
Transportation of tank 300 to 
Concrete foundations 600 to 
Setting tank on foundation 500 
Tank valves and piping 350 


Total 


Platform for unloading 
tank cars 
Unloading hose 125 


Total 


Unloading compressor $1,000 
Transfer pump 350 to 450 
Charging manifold 500 
Scales with precision 
indicators 500 


Total 


Plant piping and valves 
Electricity service and 2,500 

switches 
Grounding of equipment 100 


Total 


TOTAL EQUIPMENT COST 





$7,150 to $7,300 
1,000 
1,200 


$8,900 to $10,350 


$250 to $300 


$375 to $425 


$2,350 to $2,450 


$3,600 to $4,600 


$6,200 to $7,200 


$17,825 to $20,425 


WHAT IT IS 


A 30,000-gal. storage tank is standard for propane 
bulk plants. Transportation and foundation costs de- 
pend on the jobber’s distance from the manufacturer 
and local labor conditions. Foundations usually are at 
least 4 ft. high to provide proper ground clearance. 


Uniess the plant is within 200 miles of a production 
facility—usual maximum for highway transport delivery 
—it must have a siding for tank car delivery. If the 
jobber doesn’t have a siding, most railroads will build 
one. But it’s expensive—about $10 a foot. The un- 
loading hose is 20 ft. long and the price includes 
couplings. 


The unloading compressor is for moving product 
from tank car to storage tank. The transfer pump 
charges cylinders for use by home accounts (through 
the charging manifold) and fills tank trucks for bulk 
deliveries. Standard charging manifold has four filler 
outlets and automatic filler valves. A scale is needed 
for each manifold outlet to gage weight of the 100-Ib. 
capacity cylinders. 


Cost of plant piping varies with the distance be- 
tween plant units. Electricity costs include expense of 
bringing power to the plant and buying and installing 
switches, all of which must be explosion-proof. Tank, 
pumps, railroad track, scales and other equipment 
must be grounded. 








Here's the outlook: 


@ Sales of liquefied petroleum gas should gain ground 
this year, particularly in home heating, air conditioning, 
and motor fuel. Fifteen new LP-gas plants will provide 200 
million gal. to meet the added demand 

The fuel is making especially strong progress in Texas 
(NPN, April, 1955, p. 87), where it is powering an esti 
mated 60% of farm engines 

Phillips Petroleum Co., a top marketer, says LP-gas 
gained 9.2% in home and motor fuel use last year. Lique 
fied Petroleum Gas Assn. says LP-gas tractors increased 
23% last year, while LP-gas trucks, buses and other engine 
uses rose 42% 

By the end of 1954, LP-gas pipe lines had moved 
§,229,000 gal., against 2,091,000 gal. in 1951. 

L.P-gas also is used in the utility, industrial and chemical 
manufacturing markets 


Safety regulations: 


@ Standards of the National Bureau of Fire Under- 
writers state that the manifold at which cylinders are 
charged must be 10 ft. from the storage tank. Some instal 
lations are open, but it is recommended that a building 
enclose the manifold. The “charging room” must be 25 ft 
from any other building, and from any property line on 
which a building can be constructed 

Ihe storage tank must be 50 ft. from any property line 
on which a building can be erected and 10 ft. from any 
thing else in the plant. 

Anyone planning an LP-gas plant should check further 
with local and state authorities for other regulations. He 
should also consult the insurance company writing the 
plant policy for special requirements. Most insurance com- 
panies are particular about the location of overhead power 
lines. The main precaution here is to avoid running them 
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bulk plants and terminals as $6) 


LP-Gas Bulk Plant 


over the storage tank. Engineers consulted by NPN say 
their company tries to run power lines underground when 


ever possible 


Other equipment: 


@ Cost of an LP-gas tank truck is not included in the 
plant figure. A 1,600-gal. truck for bulk propane delivery 
fully equipped, is priced at about $8,000. Approximately 
$6,000 will buy a 1,200-gal. unit 

Costs of a service truck and the equipment necessary to 
install and maintain home and farm facilities also are not 
included in the basic figure 
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Another sizable cost item is a supply of 100-lb. cylindes 
the standard size for home iccountl Iwo of these are 
vecessary for each account, to permit deliveries On a full 
for-empty trade basis. At $15 per cylinder, this represent 
an investment of $30 per home customer 

In many cases farmers and urban customers who heat 
their homes with LP-gas use bulk tanks of from 350 to 
1,200 gal. LP-gas distributors usually set a rental fee for 
these tanks and recover part of the cost. An installation 
fee with both cylinder and tanks can also absorb some of 
the cost 

Land—Cost of property depends on the local situation 
Engineers recommend that at least an acre be ivailabl 
for the plant. This provides plenty of room for compliance 
with necessary spacing regulations and for expansion and 
maneuvering * 





Rotary Frame Pick-Up Lift 
cuts lube time in half 


Speeds repair and brake 
work... makes all service 
jobs more profitable! 


“ 
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With this one lift the Rotary Frame Pick-Up... 
you can handle every kind of service and repair job on 


all automobiles and pick-up trucks 


j 


Chis efficient new lift relaxes all spring suspensions 
and makes undercar parts easy to reach for faster, better 
lubrication and other work 

Rotary’s exclusive new Hydra-Seal (described on 
Oppositl page guarantees satisfactory maintenance- 
ree service for years, Yet the Rotary Frame Pick-Up 


Lift costs no more than comparable single jack lifts. 


Maximum 


Undercar Accessibility 


Phe compact superstructure (46 Relaxed Spring Suspensions 


wide, 68” lon of the Rotary Safety-Grip Pick-Up Pads 
Frame Pick-Up Lift has only four All spring su pensions are relaxed 
point of contact with the car o that wheel drop as indicated 





Heavy oil-resistant synthetic rub- 


; ber pads grip the frame securely, 
Easily handles itomati tran vy orange lines Fittings take grease eliminate the need for axle sup- 
missions, intricate wheel suspen | easier and faster. Penetration is ports or adapters on 98% of all 
sions and frameless bodies better and less grease is required cars. Easily attached adapters to 


Wheels clear low fender skirtings, handle frameless bodies are fur- 





are easier to remove. nished as standard equipment. 





ROTARY OBSOLETES PACKING! 





Lasts for years without replacement 
Never requires adjustment 
@ Positively prevents oil leaks 


Reduces plunger friction 











This revolutionary new feature of Rotary automotive Malleable 
lift jacks replaces troublesome packing which often iron gland 
leaks and requires frequent adjustment 

The Hydra-Seal utilizes oil pressure inside the jack 
to produce a hydraulic sealing action. The higher the 
pressure the tighter the seal yet there is never any 
binding of the plunger 

Installation is fast and easy. The Hydra-Seal slips Hydra-Seal 
over the head of the plunger and into place. No fitting l-re t het 
or adjustment required 


tighteni 


Proven successful_—Severe laboratory and field tests 
prove the Rotary Hydra-Seal out-performs all types of N _ 

; . -corrosiv 
packing in preventing oil leaks and providing smoother Seearre 


: springs 
lift operation att 

It is furnished as standard equipment on all new 
Rotary auto lift jacks and also can be installed to replace 
packing on Rotary lifts built since 1951 





Write for catalog and prices 








‘ROTARY LIFT CO., 1054 Kansas, Memphis 2, Tenn. 
and in Canada Colville industries Ltd., Chatham, Ontario 
The original manufacturer of hydraulic avto lifts . . . and still the leader 





TRIPLE-DISHED HEADS are formed 

and flanged in one operation under 

ia eh i 1000 tons pressure on a Heil- 
eee. é' designed, Heil-built hydraulic press 
Was te ds to make them the strongest ever de- 

ee Bae : ; : veloped for bulk liquid hauling. The 
ee =e - oo oe . a precise uniformity of these stainless 

i off Aare ~ : steel heads assures perfect alignment 

» . , y ‘ ; and cross section of the tank structure. 
TRIPLE-DISHED ge 
y 


HEADS... precisely identical to 


assure unbelievably strong, straight, ALUMINUM TANKS, made of new high 
true tank structure equipped with Triple-Dished Heads, give 


a 6% increase in pay load over compara- 
ble size lightweight steel tanks! 








@ Only on Heil tanks can you get the more practical 
“extras”, like Triple-Dished Heads, which assure you 
the greatest profit return for every dollar invested. The 
illustrations at the right show a few of the Heil tank: 
designed with Triple-Dished Heads for hauling a wide 
range of products 

Only on Heil tanks do you get so many “‘firsts’’ in 
improved design that have made Heil the standard of 
comparison in the liquid hauling industry . . . 





STAINLESS STEEL TANKS, equipped with 
Triple-Dished Heads, are in daily service 
from coast to coast hauling dozens of dif- 


DEPT. 3775, 3037 W. MONTANA ST., MILWAUKEE 1, WISCONSIN 


( 


with the finest . . 
with Heil 


@ The first truly frameless ‘‘trailerized’’ aluminum 
tank, made with a Heil-developed electric welding 
process that increases the strength of the aluminum 
alloy. 

e The first commercial application of the sloping 
bottom to assure perfect drainage and low center 
of gravity. 

e The first successful welding of stainless steel 
tanks for any product. 

e The first (and exclusive) use of Frigid-Lite* 
Plastic in a revolutionary new one-piece molding 
process. 

@ First in manufacturing a complete line of tanks 
for practically any liquid transport job... from 
standard petroleum tanks to rubber-lined tanks 
for hauling acids. 


These are just a few of the reasons why you're first 
. and first in profits ... when you haul 


*Pat 


Factories 
HEI Milwaukee, Wis., Hillside, 
T HE L O. Lancaster, Pa 


r 


ferent commodities, 
Ly } 


Bt { 

ch | | 

Ce hal 
@@ | 

SPECIAL TANKS, like this 2800 gallon 

model designed for hauling liquid sulphur, 

are also fitted with Triple-Dished Heads. 


For a rapid solution to any liquid hauling 
problem, call your nearby Heil distributor. 


ee 
INSULATED ASPHALT TANKS havi liquid 
asphal' at temperatures in excess of 350° 
Fahrenheit. These tanks are also used in 
transportation of formaldehyde, synthetic 


Ngesins and other chemicals. 
ad 
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A MESSAGE TO AMERICAN 


INDUSTRY ONE OF A SERIES 


TO AMERICAN BUSINESS... 


Thanks for Taming a Wild Horse 


This is a message of appreciation to Amer- 
ican industry. The occasion for the message 
is the completion of our eighth annual McGraw 
Hill Survey of Business’ Plans for New Plants 
and Equipment. 

To a considerable degree, our apprecia- 
tion is personal, It goes to the companies 
whose cooperation made our survey pos- 
sible. Twice as many companies as in any 
previous McGraw-Hill annual survey carefully 
answered our questions about their plans to in- 
vest in new producing facilities. They gave a 
great deal of expensive time to the job. The co- 
operation of these companies, which employ 
nearly eight million workers, put the results of 
our survey on the firmest footing, in terms of 
coverage, it has ever had. For this cooperation 
we are most grateful. 

But our appreciation is much more than 
personal. It extends in even greater de- 
gree to the kind of planning of investment 
in new plants and equipment which our 
survey revealed. The nature of this plan- 





A full report of the results of the eighth annual 
McGraw-Hill Survey of Business’ Plans for New Plants 
and Equipment will be sent to anyone requesting it 
from the Department of Economics, McGraw-Hill Pub 
lishing Company, Inc., 330 West 42nd Street, New 
York 36, N. Y. 





July, 1955 * NATIONAL PETROLEUM NEWS 


ning holds out promise that American in- 
dustry is on the way toward bringing under 
control what historically has been one of 
the most upsetting forces in the American 
economy—the violent fluctuations in busi- 
ness capital investment. Progress in ironing 
out these fluctuations gives occasion tor public 


gratitude. 


Very Good Business News 


The part of our surveys that attracts the wid 
est interest is the news they give about imme 
diate business prospects. And this year the news 
is very good, The survey results indicate that 
American business as a whole plans to invest 
$29.5 billion in new plants and equipment this 
year. That is 5°, more than was invested last 
year, and a new high for any yeas 

Plans for the years 1956-1958 are also re 
markably encouraging in terms of the amount 
of investment in prospect. American business 
reports that it is already planning to spend with 
in 3— as much for new plants and equipment 
in 1956 as in 1955. In the past, the expenditures 
planned for future years have always been 
sharply lower than those planned for the cur 
rent year. This is understandable enough. It is 
sometimes impossible to anticipate all the ex- 
penditures that will be necessary a year or more 


hence. Thus the fact that plans are already made 








to spend almost as much in 1956 as this year is 
very good news about business prospects. The 
level of investment now planned for the years 
1957 and 1958 is also remarkably high — far 
higher than ever reported for years that far 


ahead in previous McGraw-Hill surveys. 


Taking the Long View 


The fact that these plans exist is of im- 
mense constructive significance. It clearly 
indicates that more and more, and now 
in dramatic degree, American business is 
taking the long view in making its plans 
for capital investment. It is developing a pro- 
gram which, if successfully carried out, will go 
far toward eliminating the habitual, destructive 
surging and sagging of what is in effect the 
central power house of our economic system — 
capital investment by business. Upon the level 
of this investment depends not only the general 
state of our prosperity but our progress in rais- 
ing the American standard of living with new 
products and new and better industrial proc- 
eCSSeS, 

Seven years ago, when we first asked industry 
to estimate its capital spending beyond the cur- 
rent year, only a small minority of companies 
could give us any estimates at all. This year, 
87° of the cooperating companies—and it was 
a far larger number of companies—could com- 
ply with our request for estimates for the years 
1956-1958. 


it Pays to Bet on Growth 


A number of developments help explain the 
increase in long-range planning of capital in- 
vestment. One is the increasing technical com- 
plexity of American industry. It often takes 
longer, in this complicated age, to work out a 
successful installation of new plants and equip- 
ment. Another reason for long-range planning 
is American business management’s increasing 
conviction that it pays to bet on the demon- 
strated capacity of the American economy to 
grow over the long pull. With this goes a cor- 
responding determination not to let short-term 


business fluctuations upset individual company 


plans for growth through addition of new plants 
and equipment. An additional factor, and one 
of great and increasing importance, is the sense 
of public responsibility on the part of American 
business leaders who want to help prevent de- 
structive swings in the levels of new investment. 

It cannot be too strongly emphasized 
that there is still nothing automatic about 
the carrying out of these long-range plans 
for business spending. Actual expenditures 
are still governed in major degree by the gen- 
eral health of our economy. This is fully at- 
tested by the fact that the current business 
recovery has led to a substantial upward revi- 
sion of the investment plans reported to us last 
fall when we made a preliminary check of plans 
for 1955. Either private economic excesses or a 
reversal of the recent improvements in federal 
tax policy could gravely upset realization of 
present plans. Fortunately, neither of these pos- 
sibilities seems to be an immediate threat. 

The very fact, however, that American 
business management has made these 
plans and will do its utmost to carry them 
out is a development of tremendous con- 
structive importance for the American 
economy. It means that major efforts are 
being made to tame what historically has 
been an economic wild horse—the process 
of capital investment by business. Both for 
doing it, and for telling us about it in our 
annual surveys, we extend to American in- 
dustry our sincere thanks. 





This message ts one o} a ser les prepared by the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nationwide developments that are 
of particular concern to the business and pro- 
fessional community served by our industrial 
and technical publications. 

Permission ts freely extended to newspapers, 
groups or individuals to quote or reprint all or 
parts o] the text. 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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PETROLEUM CHEMICALS DIVISION 


BN EW SE 


July One of a Series of Interest to the Petroleum Industry 1955 





NEW TECHNICAL BOOKLET 


ON GREASE ADDITIVES The service station operator 


is your most important 
link with the market 


Pie Service Station Orprenaror is generally an independent sort of fellow 





by nature And he has his own OP OMS thout customer credit promotion 
Du Pont Ortholeum 100 and price wars handling employes ind many other important aspect of service 
Phenyl ilpha Naphthylamine have station ope ration 

long been effectively used 08 = What does he really think ind how ( in thi iffect your marketing pro 


bilizing grease In the past, how 
ever, there has been little intor gram? A new Du Pont survey can he Ip you answer these questions 
mation publi hed on the propertte 
tise methods of addition and evalu 
ition of these additive 

This information is now available 
to grease compounders in a new 
four pure booklet lo vet i COP) 
just isk one of ow representative 
or regional office for Stabilizer 
tor Grease 











Many Du Pont Films 
Available to the 
Petroleum Industry 


Over 40 different 16 mm. movie 
ering a wide range of subjects are 
ily ivailabl to you through 
Du Pont Petroleum Chemicals 
on 
Many of them were pec ill 
igned and produced to he Ip th 
industry promote its products and do 
t more comprehen ve public relation 
iob. Most recent of these is entitled 
When the custome i\ KNOCK 
It will give our dealer iL quick clear | 
visual education on how to answer HOW MUCH does the a 
knock complaint im oa tlesmmantlike products he sé j 
way. Other full-color Du Pont films of 
particular interest to the industry in 
clude “What Makes a Gasoline Good 
and Pipeline on Wheel hich sho 
the public how petroleum produ 
tank truck lesigned and operates 








for maximur i ilet 

lo pro | \ entertamment 
dealer meetings and other gatherin 
a ibrar of Du Pont Cavaleade 
America I'V films is also available 


loan Phi er include ia 


tary film on the famous Spindleto 
vell 
Ask il) OF OUF Tepre entative hoy 


more detail n Obtaining these film 


Ociurme 


I 


for your own use 


ADVERTISEMENT—Prepared for the Petroleum Chemicals Div 





PETROLEUM CHEMICALS DIVISION 


Dealer Survey ASSISTANT MID-CONTINENT MANAGER 


[rostitute Before joining the Du Pont Com 
pany in 1950, Mr. Russell was an engi 
ampling method. the survey consisted neer with the Standard Oil Deve lop 
vith 2.633 ser ment Company. In this capacity he 
worked on catalytic cracking, jet fuels 
gasoline blending, special lubricants 


Using the scientifically accurate are 


of personal intervie 
ice station operator This sample j 


representative of all the operators in 
the United State But the results can and combustion studies both at Baton 


tabulated to Rouge, Louisiana, and Linden, New 
Jersey 

At Du Pont, he has been Sale 
Service Kepresentative and Sales Su 


What was studied pervisor in the Central Region and 
Pechnical Assistant to the Sales Man 


Phe first re port covers su h factors a ager in Wilmington 

‘tation hours and rush periods, g lon A graduate of Massachusetts Insti 

age sold, customer credit, and the use tute of Technology with a B.S. degre 

of customer mailing |i in Chemical Engineering, Mr. Russell 
1 


The second report, which will soon BARRETT Russi 


bye broken down and cro: 
vive a true sample of any of four dif 


ferent regional division 





, assistant man isa member of the American Petroleum 
be ready for distribution vill diseu iv { Du Pont Petroleum Chemical Institute, Society of Automotive Engi 
the dealer knowledge of the product Division Mid-Continent Region with neers, and the American Chemical 
he sell including his knowledge of hie idquarters in Tulsa Oklahoma Society. 

idditives and their functions. It alse 
record cle ‘ler Option ol (rit oline 
ales assets and knowledge of pricing 


One simple word can spell 
bigger TBA profits for your dealers 


Mi i IBA item re bought from cr 
ot tation than ti Th) «th other OUree, 
dealer's relationship with his em Wh 

It ma | 
Du Pont ive I hie Ser 1c'¢ Station 
ind the Motorist hows that In practh 
cally ever case, the ale tartedl with 
the customer requesting an item 
rather than ili ellin tl thre cle iler’s 


Future reports 


Thi third report will cover 
upplier relationship opinion 
dealer meeting public itions, and ad 
vertising, The fourth report covers the 
ployees, his own background, dealer be pure luck . . . because the 
issociations, his income and method of 
wiyinny his emplo cr 

Phe fitth report will deal with the 
interrelationship of all the previousl 


discussed factor uch as how sta , 
pit 


SELLING, theretore, is the word 
the key to increasing, or possibly even 
multiplying LBA profit I your 


dealer 


tion hours, dealer meetings and educa 
tion affect sales volume. As such, it will 
be an extremely penetrating and sit 
nificant report, 

Po help ou alert your dealers to the Ach 


Available to marketers one of our representatives or 


Opp rtoumaitye tirretalate the m to do 
regional offices for ample copies and 


hi CONUMUING SUPVE) worl : done by | aes IBA elling birt ; just kh cost Information On obtaining th MC 
Du Pont for the petroleum indust: | pared a new booklet (No. 5) in th booklets . | 
And the findings are readily available |) Du Pont “through the windshield” se / oo 
to all of} Companie In addition to the rie The title i A lool it thre IBA eis P 
regular distribution of reports to mas buyer The cop based on market 
keting executive the entire survey ha data collected for the Du Pont survey 
been tabulated on IBM) cards which | The Service Station ind’ the Motor 
will give a wide variety of specialized | { 1 ipl vritten so that it will be 
breakdowns to meet the individual | easy for the erage dealer to unde 


needs ol Vilrlous oil COMM) Unie hor tand and remember 


in dear quuanititie for your 


more information about this survey 


just get in touch with any of our re ) Better Things for Better Living 
resentatives or regional offices ... through Chemistry 


Petroleum Chemicals 


NEW YORK, N 1270 Ave. of the Americas Phone COlumbus 5-2342 
E. |. DU PONT DE NEMOURS & COMPANY (INC.) Regional \ CHICAGO, iLt.—8 $0. Michigan Ave Phone RAndolph 6.8630 
< TULS OKl >. O. Box 730 "hone LUther 5-5578 
Offices ] HOUSTON, TEXAS—705 Bank of Commerce Bidg Phone CApitol 5-115 
LOS ANGELES, CALIF.—612 So. Flower St Phone MAdison 5-169! 
IN CANADA, Du Pont Compan anc Limited —Pet eum Chemicals Division, 80 Richmond Street, West, Toronto |, Ontario 
mn Chemicals Exp« Nemours Bidg 6539-—Wilmington 98, De 


Petroleum Chemicals Division . Wilmington 98, Delaware 


ADVERTISEMENT —Prepared for the Petroleum Chemicals Division of E du Pont de Nemours & Company (inc.) 





Do you want to 


go places with... 


One of the biggest expansion programs in the oil industry 
started with the half-billion dollar merger of 

Mid-Continent Petroleum Corporation and Sunray Oil 
Corporation on May 16, 1955. New highest octane 

D-X Lubricating Gasolines and finest D-X Motor Oils are 
available now. Hundreds of new D-X service stations 

are being constructed .. . new sales territories are being opened 
daily . . . providing new opportunities for 

distributors and dealers . . . larger and more powerful 
advertising and promotion plans are pushing sales up and up. 


If you are a progressive distributor or dealer 
looking for improved sales and profit opportunities, 
investigate the D-X Franchise immediately. 


D-X Sunray offers . . . 


New and different products 
Sales Training programs 
Business Counseling service 
Merchandising Helps 
Liberal credit policies 
Construction guidance 
Financial assistance 


Every program has been field-proved to increase 
sales and profits. Write us now in complete confidence 
but hurry. Don’t miss the opportunity of a lifetime. 


D-X SUNRAY OIL COMPANY 


Successor to Mid-Continent Petroleum Corporation 

A Subsidiary of Sunray Mid-Continent Oil Company 
BOX 381 Waterloo, Ia Terre Haute, Ind Omaha, Nebr 
TULSA, OKLA Chicago, Ill Minneapolis, Minn Madison, Wis 
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A Recap on Costs 


... Shows that the dependability and efficiency of 


Westinghouse Air Compressors save money 


ou know, air’s important. For example, if the air sponsible for low-cost, dependable operation. Here 
p detain failed on this recapping operation, it would they are: 
cost the company $6.00 for material, the wages for nine 
men, $25.00 to clean each mold, and loss of production, 
for a total of $1000 

Air's important to your operation, too — helps you 
bring in added revenue. So insist on a dependable sup 
ply. Insist on a Westinghouse Compressor. It has the 
extra stamina that won't let you down when you need 
air most. And you pay less for the air you use, too, 
because of the extra efficiency and longer life designed If you keep a close watch over costs in your station 
into every Westinghouse unit or garage, get a Westinghouse Air Compressor and save 

Westinghouse Air Compressors are designed to save yourself some money. Sizes from 11/4 to 15-hp available 
you money. For example, they have 15 features not for automatic start and stop, as well as continuous 
found in any other compressor — features that are re operation. Write for literature now 


| rl oY . | a Division of Westi ji 
| | Dis if Westinghouse Air Brake Co. 
ie Lf 0 | mitoeoee Va, Wiovonste 

ay 1 pe ey, | _ 

‘oe Ceo OC) rh [ea 


Type M inlet filter, disc valves, enclosed crankcase, 
anti-friction main bearings, pressure lubrication, low 
oil-level protection, enclosed starting unloader, adequate 
cooling fins, ““Y” type construction, high velocity fly 
wheel fan, large size intercooler, thermal overload pro 
tection, greater weight, dual control, and, in addition, 
a one-year warranty period protects you. 





PORTABLE All COMPRESSORS TRACTAIR STATIONARY AIR COMPRESSORS aie Troo.s tnoimee 


DISTRIBUTORS IN ALL PRINCIPAL CITIES 
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Where Aluminum Tanks Stand Today 





National Tank Truck Carriers, Inc., has made an impressive 
case for aluminum tank trailers. NPN reported pros and cons 
of the situation in February (p. 113). Now advocates of 
aluminum are coming down hard on two points—its economy 
and its legal acceptability. Here's what speakers said at 
NTTC’s annual convention in San Francisco May 15-20 





‘XTRA payload profits have paid 

~ the bill for extra aluminum costs 
for many an oil hauler in less than 
a year, reported E, P. White of Alum 
num Co. of America. Operators of 
tank truck and full trailer combination 
rigs, he said, have wiped the entire 
cost of their units off the books in 
less than four years. 

Here is the aluminum cost story as 
White outlined it: 

A 7,000-gal. steel tank trailer will 
cost about $7,500. An $8,000 tractor 
to pull it brings the total cost to 
$15,500. An aluminum trailer, capac 
ity 7,700 gal. for the same _ gross 
weight, costs $11,000, or $19,000 for 
the tractor-trailer unit. 

Figuring annual revenue of about 
$40,000 for the steel unit, the alumi- 
num tanker should bring in $44,000 
paying the extra aluminum cost in 
less than one yea! 

From this White concludes: 

e Added aluminum cost should be 
absorbed in three years at the outside, 
allowing for equipment-price and 
operating-cost variations 


e The same or less Operating cost 
will move 10% more product. Operat 
ing savings will result from lower 
fuel, tire and other costs when the 
lighter aluminum units travel empty 

e If operations cannot be expand 
ed, the same gross payload can be 
carried in 10% less truck-trailer units 

[hat means savings in labor, main 
tenance, Operation and depreciation 
General maintenance, painting and 
Other costs also are smaller with 
aluminum, White says 

Estimates of profit per-gallon pet 
day on aluminum truck-trailers run 
from 1¢ to 2¢. On a 7,700-gal. unit 
that would mean $7 to $14 profit a 
day, or $2,100 to $4,200 for a 300 
day operating year, figuring one full 
load trip each day 

White cited the cases of two tank 
manufacturers to show weight-capac 
ity differences between aluminum and 
steel. One maker produces a  500-gal 
aluminum alloy unit weighing &,800 
lb. and a 7,100-gal. lightweight steel 
transport, representing the same gro 
weight, that scales at 11,500 Ib 








equipment{—¥ J 











Another aluminum tank maker ad 
vertises payloads of 6.680 to 8,700 
gal., compared with three-year-old 
steel units carrying 6,000 to 7,000 
gal. with the same gross weight-— gains 
of more than 10% 

Comparative weights per gallon of 
truck tanks, mounted and equipped 
tell the story even more graphically 
in White's report \ steel tank of 
».875-gal. capacity weighs 2.29 Ib 
per cargo gal., while a 3,125-gal. alu 
minum tank weighs only 1.57 lb. A 
1,529-gal. steel unit weighs 2.85 Ib 
per cargo gal. and a 2,190-gal. alumi 
num tank weighs 1.65 Ib 

An aluminum tractor-trailer legally 
can carry 300 gal. more than a steel 
tank truck and trailer combination 
Such an aluminum unit now in opera 
tion carries aviation fuel at a tank-to 
cargo weight of 1.06 Ib per gal. of 
motor fuel at 1.08 Ib. per gal. Total 
weight is 8,100 Ib. for a legal capacity 
ot 7.500 gal 

Improvements in alloys and welding 
techniques over the past several years 
have made aluminum much more com 
petitive with steel for strength 

Yield strengths (ability to yield to 
impact without puncturing) are more 
than double a few years ago and duc 
tility of welds has been increased 
Alloy 5154 properly welded, has an 


elongation (yield) of 39% against 
0% for previous construction, Not 
only does aluminum now permit great 


weight savings, but it increases shell 
trength up to 29% over mild steel 








The Legality Question 





Forty-three states and the District of 
Columbia approve aluminum tanks for 
oil haulage, Louis Reznek, NTT¢ 
safety and engineering director, re 
ported to an NTTC panel 

In only four states—Maine, Massa 
chusetts, Michigan and Vermont—is 
use of aluminum tanks ruled out. No 
information was obtained from Kansas 

Of these four states on the “no” list, 
Reznek says, only the last two turn 
thumbs down on aluminum com 
pletely. 

The Maine Insurance Commission 
has indicated it would resist approving 
the metal, though state regulations do 
not specifically prohibit it 
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Massachusetts doesn’t condemn 
aluminum, but strength requirements 
for oil tanks and trailers are set so high 
that practical types ind thicknesses of 
aluminum are ruled out 

Reports are that Michigan and Ver 
mont are considering specification r 
visions that will permit aluminum 
San Fran 


also ban 


Four cities—Los Angeles 
cisco, Seattle and New York 
aluminum, though they all are in state 
that approve it. But in Seattle in 
aluminum-tank vehicle now is operat 
ing under special permit. Officials are 
checking its performance ind alumi 
num 1s expected to win approval next 


Interstate Commerce Commission 


has permitted use of aluminum for 
flammable liquid carriage for 20 yeat 
in a regulation that reads 


Materials other than open hearth 


or blue-annealed steels may be used 
if in thicknesses that will give tank 
trengths not less than those of the 
steels described 


American Petroleum Institute 
adopted a similarly worded ruling tn 
1937. National Fire Protection Assn 
put the first of a series of standard 
ilong the ime line on its book n 
194% 

A revision of the NFPA code that 
retains aluminum, but changes the 
specification was approved at th 
annual meeting in May at Cincinnat: 

[he new code okay only high 


(Continued on p. 140) 
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(Continued from p. 139) 
trength welded construction and for 
bids tanks of the old 3S aluminum, 
which is no longer used 

Reznek said NTTC favors the action 
taken by many states in following IC 


and NFPA codes because “it results 
in uniformity and the adoption of 
specifications that have been reviewed 
by competent authorities. Those states 
or localities that do not follow a na 
tionally recognized code may adopt a 


code that results in manufacturers 
having to build a tank suitable only 
for that particular state or town. 

“The net result would be no com- 
merce and inability to serve the 


public.” 





Aluminum’'s Status by States 





e No state or local regulations against: 
Alabama 
California! 
(Colorado 
Florida 

Idaho 

Illinois 

lowa 

Louisiana 
Minnesota 
Mississippi 
Missour! 
Nevada 

New Hampshire 
New Mexico 
New York 
North Carolina 
North Dakota 
South Carolina 
South Dakota 
lennessee 
lexas 


Utah 
Virginia 
Washington! 
Wyoming 
Maryland 


e ICC and/or NEPA specifications: 
Arizona 

Arkansas 
Connecticut 
Delaware 

District of Columbia‘ 
Georgia 

Indiana 

Kentucky 

Montana 

Nebraska 

New Jersey 

Rhode Island 

West Virginia 
Wisconsin 


e Authorize other than steel when in 
equivalent strength thicknesses: 

Ohio 

Oklahoma 

Oregon 

Pennsylvania 


e Aluminum prohibited: 
Massachusetts 

Michigan 

Maine 

Vermont 


e No reply: 
Kansas 


1. Los Angeles and San Francisco prohibit 
aluminum 

2. No official reply, but informal indications 
are aluminum permitted 

3. New York City requires 3/16-in. steel 
4. Seattle prohibits, but aluminum vehicle 
now under observation 

5. No regulations, but Baltimore requires 
aluminum to meet ICC specifications 

6. Steel required, but conformance’ with 
ICC exempts Considering 
ICC specifications 


adoption of 





Maintenance Specifications 





Maintenance costs on aluminum 
truck tanks and tank trailers are no 
greater than for steel, and may be less 
in many cases. Don G. Larue of 
Kaiser Aluminum & Chemical Sales, 
Inc., told the NTTC panel. Larue made 
his report on the basis of case histories 
on 181 aluminum tanks, gathered by 
his company in 14 western states 

One operator with 18 aluminum 
units in service reported maintenance 
on five of the tanks, all minor, During 
that period, the 18 units logged two 
million miles. Trouble was caused by 

Iwo failures of hose carrier bracket 
weld 

Iwo short cracks in sub-frame 
welds 

Short crack in weld at unloading 
manifold 

None of the tanks developed leaks 
because of the failures. 
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Another carrier began building a 
fleet of 34 aluminum vehicles in 1950. 
From 1950 through April of 1954, 
they covered six million miles and 18 
of the tanks required maintenance 

Total maintenance cost was $1,- 
946.73. That breaks down to $108 for 
each repaired vehicle or an average 
four-year maintenance cost of $57.40 
for each vehicle in the fleet 

Larue said the 1I8l-unit survey 
showed most maintenance problems 
resulted from minor weld failures and 
performance was as good as steel in 
nearly all cases 


Tanks included in the survey were 
of intermediate-strength 5052 alloy. 
He said reports indicate that new high- 
strength alloys, introduced at the time 
the survey was completed, require 
much less maintenance 

Larue reported that aluminum tank 


fabricators use a sheet thickness 44% 
greater than that of steel to provide the 
same stiffness. He added that the new 
high-strength alloys are shaving that 
thickness. Some manufacturers have 
cut as much as 10% from tank shell 
thickness with the new alloys, which 
incorporate magnesium or a combina- 
tion of magnesium and manganese. 

Larue emphasized the importance 
of two design factors when 
aluminum: 

Avoid high localized stress con 
centrations, Distribute all loads uni 
formly on the tank shell, baffles and 
heads. Use pads and heavy-gage shell 
material at the front and rear support 
points rather than gusseting or adding 
stiffeners to the tank exterior. 

Weight of an aluminum tank 
without gear is about half that of a 
steel tank, so give suspension systems 
and running gear special consideration 
when converting from steel to alu 
minum. An aluminum tank needs a 
more limber Or sensitive suspension 
system when it is riding empty. w 


using 
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RECKED BEYOND REPAIR 
YET ONLY 150 GALLOWS LOST 


WRECKED TRANSPORT 
INFLAMMABLE FLUID tin 


Melvin Brothers, Rockport Mo 


Credit Stren 
gth of St 
Steel Tank With andard 


Driver's Lif 
CENTER Compa 


Saving 
e 


RTMENT 


BUT NO RUPTURE PTY 


this 
STANDARD STEEL TRANSPORT, operated by Melvin Oil Com- 
pany, Rockport, Missouri, was completely demolished—yet held 
its load for hours until the unit was towed some 75 miles to 
Kansas City where the load was salvaged 


—wAs 


0 8008 Ot. CO ROCK PORT, MO. 


The transport was operating with the center 7 

compartment empty (ordinarily the cave in Ww 

section) yet this compartment was not rup- 

tured and the distillate and gasoline were 

held safely apart. Above is pictured the Model 120, “spanking new” as it rolled from 
the assembly line at Standard Steel Works. This is the same type 
transport that survived the wreck pictured 


STANDARD TRANSPORTS FOR LIQUID PRODUCTS 
5 MANUFACTURED BY 


STANDARD STEEL WORKS NORTH KANSAS CITY, MO. 


July, 1955 © NATIONAL PETROLEUM 





When electrical energy takes the 
path of least resistance following 
deposits over insulator tip (A)... 
it robs electrical energy required for 
proper firing at gap (B) resulting in 


partial combustion, hard starting and 


reduced gas mileage. 





Win friends and 


“IGNITION ENGINEERED" AUTO- 
LITE SPARK PLUGS are designed 
to maintain insulator tip temperatures 
to resist the depositing of end prod- 
ucts of combustion at (C) allowing 
full utilization of spark plug energy 
at gap (D) ... thus permitting maxi 
mum energy for proper combustion 
at gap. Results .. . top engine per- 
formance, fast getaway, sure starting. 


AUTO-LITE MAKES A COMPLETE LINE OF RESI6TOR, STANDARD 
TRANSPORT AND MARINE SPARK PLUGS FOR EVERY USE 














INFLUENCE 
— PROFITS! 


Sell the Spark Plugs that 
insure customer satisfaction 





AUTO-LITE Car owners prefer Auto-Lite Spark Plugs because they’re ignition 
SPARK PLUGS engineered for peak performance—long life—quick starts and to 


ignition Engineered minimize the effects of spark plug fouling. 


This sign identifies you as 
an Auto-Lite Registered 


Spank Ptag Seater. America’s finest cars, trucks and tractors because manufacturers 


Auto-Lite Spark Plugs are original equipment on millions of 


consider them best for their products. 





For full information on how you can benefit from the field selling 
and engineering facilities of Auto-Lite and the famous Auto-Lite 
Service School ... be sure to get the full facts on Auto-Lite Spark 
Plugs. 

THE ELECTRIC AUTO-LITE COMPANY 


Toledo Spark Plug Division 


tising and selling campaigns in the industry 


“has Anchacs 
You profit most with Auto-Lite Spark Plugs Pow, cyw 
they're backed by the most effective adver oe ¢ 
al va 
\ 





—} equipment 
Tank Truck Code Gets Overhauling 


API Indicator and Tolerance Recommendations 


Get Green Light at Conference on Standards, 
But New Manifold Rulings May Hurt Marketers 


Dgperdg-serie RS for a more work- 
4 able National Bureau of Stand 
ards tank truck code won a partial 
victory at the National Conference of 
Weights and Measures in May 

For oil marketers, the most impor 
tant favorable changes in the code are 

e Allowance of three markers in- 
stead of one on the level indicators 
installed in tank fill openings. This 
eases the problem of hauling products 
of different weights over highways on 
which gross weight limits vary 

@ Liberalization in tolerances on 
calibrated tanks to bring them closer 
to meter tolerances. 

But not all the news was good. K. W 
Birkin of Sinclair Refining Co., a 
prime mover in work to remodel the 
tank code, says two new sections deal- 
ing with manifolds will result in “a 
material slowing” of delivery rate in 
areas where they are enforced 

Birkin headed an American Petro 
leum Institute subcommittee — that 
worked for two years on recommenda 
tions submitted to Weights and Meas 
ures Officials before the conference 

Bureau of Standards codes carry no 
legal weight by themselves, he points 
out, but the truck tank section has 
been written into law in about 30% of 
the United States and is observed un 
officially in some other areas 


INDICATOR QUESTION 


Birkin’s subcommittee urged the al- 
lowance of more compartment mark 
ers because “a vehicle tank may be 
used interchangeably in the movement 
of oil products ranging in weight from 
as little as 5.5 Ib. per gal. to as much 
as 7.5 Ib, On‘a single 5,000-gal. load, 
this can result in a variation of 10,000 
Ib.” 

For-hire carriers, who must cross 
state lines or carry a single load on 
highways with differing weight restric 
tions, had the most trouble with the 
old code. With only one marker, the 
level of a heavy product being moved 
over a road with a low weight allow- 
ance often falls below the marker, 
making it useless. 
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Io point up the highway problem, 
the API group’s original recommenda 
tion report quotes permissible weights 
for the District of Columbia and the 
three states adjacent to it 


Single Tandem Gross Vehicle 


Axle Axle Weight 
14 22,000 Ib 3% 000 Ib 65,400 Ib 
Va 18,000 42 OOO §0 000 
Md 22,400 40,000 65,000 
Del 20,000 $6,000 60,000 


Seasonal changes in some states’ 
weight allowances complicate the mat- 
ter further. The report mentions the 
Michigan “frost breaking” rules effec- 
tive between March | and May 31, 
when permissible weights are cut 25- 
5%. 

A new section of the code requires 
conspicuous labeling of multiple mark- 
ers with identifying letters or numbers 


TOLERANCES 


Ihe subcommittee had some success 
in its attempt to liberalize tolerances 
on calibrated tanks, in order to make 
them conform more closely to meter 
tolerances. The troublesome “first test” 
tolerance has been abolished. (This is 
the first test of a new or repaired cali 
brated tank and the tolerance is much 
more strict than on subsequent tests. ) 

Ihe “subsequent test” tolerance 

now is the single standard for cali- 
brated tanks. This means tolerances 
now are much more liberal. The old 
first test’ tolerance allowed a varia 
tion of only 0.075% above or below 
stated capacity in a 2,000 gal. com- 
partment, while the tolerance for 
meter loading 1s 0.222% The cali- 
brated tolerance now is 0.135% 

The biggest problems in varying tol- 
erances have occurred when a com- 
partment is loaded by meter and un- 
loaded by calibrated capacity, or vice 
versa, When this happens, the amounts 
often do not jibe because of the differ- 
ent tolerances allowed. The subcom- 
mittee points out that this causes dif- 
ficulties between buyer and seller. 

The “sensitiveness” section also has 
been changed because of the abolition 
of “first test” tolerances. Formerly, a 


change of 0.04 in. in height of the 
liquid surface at the indicator could 
not be more than the “first test” toler- 
ance. Now a variation equal to the 
more liberal “subsequent test” toler- 
ance, or new single standard, is 
allowed. 

One section formerly stipulated that 
there should be no tank distortion un- 
der “any condition of liquid loading.” 
Ihe subcommittee opposed it because 
“there is bound to be some deflection 
under load and the industry should be 
protected against an exact and literal 
interpretation.” Now allowable com 
partment distortion is ’2 pint per 200 
gal. capacity, or a total of 1 pint, 
whichever is greater. 

The Conference also went along on 
the API group’s recommendation that 
individual operators be allowed to de- 
cide whether or not to include in com- 
partment capacity the outlet pipe 
closed off by the emergency valve. 


THE BAD NEWS 


Ihe principal point of objection to 
the new manifold sections, written for 
both metered and calibrated delivery, 
is the provision that liquid cannot flow 
from one compartment to another dur- 
ing delivery. That means check valves, 
Birkin says. These are expensive, and 
slow delivery by restricting piping. 

The committee also objects to high 
valve maintenance costs and possible 
through the check valves, 
which would reduce a tank’s safety. It 
points out further that check valves 
interfere with the use of bottom-load- 
ing systems now being developed. 


METERS 


Several new sections in the code 
deal with the calibration and use of 
truck meters. 

Copies of the handbook on Specifi- 
cations, Tolerances and Regulations 
for Commercial Weighing and Meas- 
uring Devices, including the section on 
vehicle tanks, are available at $1.25 
from the Superintendent of Docu- 
ments, Washington, D. C. 

Committee—Members of  Birkin’s 
API subcommittee, which drew up the 
original set of recommendations, were 
Harold Cooper, Union Oil Co. of Cali- 
fornia; R. G. Emmett, Pure Oil Co.: 
L. L. Kennedy, Esso Standard Oil Co.: 
W. K. McCoy, Gulf Oil Corp., and 
H. F. Utzerath, Standard Oil Co. (In- 
diana). s 


leakage 
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easier servicing... 






or Greater Hrofi 




















EVERYTHING FOR FAST AND EASY SERVICE 
is shown in this rear view. Complete with 90 GPM 
pump. Piped to pump in or out through your hose 
reel. Compact meter has auto stop and ticket 
printer. 150 ft. of 11%4-inch hose. Remote controls to 
operate clutch, throttle and rear power take-off 


Columbian 3-Point Support 
Rides Better — Protects Tank 
Only Columbian has this safer-driving, better bal 
anced, tank-saving feature. The tank rides on a 
single pivot at front, anchored at the rear on each 
side. Load stays balanced and tank shell is pro 

tected from road shocks and twisting strains 


CONVENTIONAL cradie 
mounted, strapped down 
tank must follow every 
twist of the chassis frame 


maintains an even kee 
on any kind of road 


COLUMBIAN truck tank 


the Low Cost 
FUELOADER 


Fuel Oil Truck Tank 


MASTER-CRAFTED BY 


(OLUMBIAN 


SINCE 1893 









Quicker, easier servicing of fuel oil deliveries means more stops per 
day, lower operating cost and greater profits! That’s where the new 
precision engineered COLUMBIAN FUELOADER shines. At a 
minimum investment you can have this more convenient, better 
looking, more efficient truck tank to better serve your customers 
One way streets and narrow alleys are no longer a problem. Rear 
platform mounting gives you immediate and unobstructed access 
from either side—to all servicing equipment, including electric drive 
hose reel and single-door meter cabinet with hose rollers on top 
Master-Crafted Columbian Fueloaders are available in either 1,800 
or 2,000-gallon capacity, both with 3 or 4 compartments 

NOTE: These Columbian Features: Semi-rectangular, smooth 

skin shell e full length steel sills, integral mounting e vertical, 

deep-dished front and rear heads and single partitions e full 


length, front-drained flashing e diamond-tread steel run boards, 
both sides e streamlined trim skirting 


COLUMBIAN Steel Tank Co. 


P.0. BOX 4048-1 


Kansas City, Mo. 












e °@ NOW STANDARD 

e Original =: 
INDUSTRY FOR 
TUBELESS TIRE 


“SHORT-INSERT” VALVE | service 


RUBBER COVERED SNAP-IN VALVE TO INSTALL 


Originated by DILL SNAP-IN 
alee ae Sa al ak | VALVES 


spring protected in mounting operation completely 
metal barrel provides 


eliminating tendency to scuff or ® 
extra durable airtight tear onysharp rim hole edges Quickly ils : 
seal and quick |infla Easily Anstalled with Dill No. Easil 4 } 
tion 5215 Malve Tool. y o-9 8 V4 yy 


Safely... 
Get the 
most popu- 
lar tool on 
the market. 
used 
over 
50,000 serv- 
ice stations, 
Revolutionary “Short- Because rubber is stretch¢d during 
Insert” pigneered by mounting, it immediatdy snaps No. T-151-R DILL No. 5215 
Dill gives ivalve com back when released to completely Decleor Price VALVE TOOL 
plete flexibility with fill rim hole and provide a_ reé 4lc each 
out disturbing airtight serve of compression assuring a Packed ONLY $00 
rim seal. permanent and positive leakproof 5 to box EACH 
seal 








The Dill type Snap-in Valve, now established as standard 


5,000,000 by the Industry for both Original Equipment and Re. Order from 


placement Tires, provides you with the latest in design YOUR WHOLESALER 
and features for up-to-the-minute tubeless tire service. H ’ 
NOW IN SERVICE Always insist on Dill! TIRE OR OIL COMPANY 


DILLECTRIC "Deep Cure" REPAIRS 


For Tubeless Tire Repairs For All Tube Repairs SPECIAL 
mye S DILLECTRIC OUTFIT No. 6695-1 
DILLECTRIC U CLAMP Ne. 6690 includes supplies for over $170 ean BON US 


stm, Of tbe repoirs ONLY 
omy 9995 i> : . mr | $1960 : FREE 


Including “'U"’ 
Clamp, 


Secondary Wire, a WITH THIS 
Ground Wire, . OUTFIT 


Buffer Complete with 


FREE ' clemp ond 
supplies Your wife will love this 


TIRE CENTER | A handy set of 3 stainless 
DISPLAY . : } steel Pomtongs for food 





a handling and serving. 
Designed for use with regular Dilleceric Clamp This liberal deal includes a Deluxe Dilleceric 7 It's the same as used by 
which supplies the operating current and trans Pressure Clamp and 220 Dillectric Speed Patches ‘ restaurants everywhere. 
former, Uses standard small size Dillectric Speed In addition you receive a Free Bonus of Wire 
Patches with Filler Rubber for perfectly vulcan Buffer, a Tire Center Display and a beautiful 
ized “Deep Cure’ puncture repairs. set of Pomtongs. 


THE DILL MANUFACTURING CO., CLEVELAND 3, OHIO [4°7,°. ‘0 Angee ° 


Los Angeles 
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Phillips Develops LP-Gas Meter Tester 


@ Based on favorable field results with a larger unit, ‘ 
Phillips Petroleum Co. is building a “Jim-Dandy” prime oe ; F MULTI-VALVE 
prover tank for liquefied petroleum gas meters. The Wi - %, : ©. PRESSURE GAGE 





7~ 
— 


company says it can build the meter tester, which oe A 0-300" RANGE 
will be portable and will weigh about 220 Ib., for 
$300. The prover will operate with a 100-lb, LP-gas 
cylinder (about 23 gal.) , 
The first unit, which operates with an electric THERMOMETER 
withdrawal pump (the smaller unit will use a hand PROVER TANK—= 
pump), can be built for an estimated $1,200 to $1,500 
and incorporates a prover tank of about 100 gal. It 
is much heavier than the proposed “Jim-Dandy 
Thirty-five “shake-down” runs were conducted with 
the large unit last March at the Phillips proving 
grounds in Bartlesville, Okla., and it passed all tests 
Full-scale field tests began in April and the results 





so far indicate the unit will qualify to test meter ac 
curacy on LP-gas systems. The tester makes a com- 
plete proving run on a meter in 30 minutes, Phillips 
officials say. Phillips Petroleum Co., Bartlesville 
Okla. 




















Balancing Equipment cuts total weight but still meets stand electroplating. It adds that the chrome 
ards set by Interstate Commerce Com finish can be painted or sprayed on 
John Bean says a station dealer can mission and API. Opening measures like or unlike surfaces without inter 
equip himself with a “wheel balancing 1042x116’ in. Brown Steel Tank mediate plating Cromit Products 
department” for less than $300 In- Co G0] 4th St 5. £ Minneapoli Corp i895 Washineton St Roslin 
cluded in the Bean set of equipment 14. Minn dale 31 Rae 
are a wheel spinner; “Jiffy Stool” work 
seat, which also provides storage 
space, vibration indicator; run-out High-Range Lubricant 
gage; and on-the-car balancer. Other 
pieces of equipment in the John Bean 
line are a device for cutting anti-skid 
grooves in tires; portable alignment 
set; remote-control unit for wheel 


Circle No. 2 on Coupon, p. 148 Circle No. 4 on Coupon, p. 148 


Ihe new Rockwell all-purpose lu 
bricant for oil product valves at load 
ing racks and other installations 1s 
reported to have an efficient tem 
perature range ol 40 to 5OO F. in 
bulk form and 1) to 500 in stick 


aligning; detachable accelerator pedal 
desired level; several new models of form. The new lubricant, No. 5 
frame and axe straighteners; and an 
on-the-car tire truer. John Bean 
Division, Lansing, Mich 


depressor to hold engine rpm at any : 
; gay | a ah 


P | pa j replaces four others in the Roc kwell- 

Nordstrom line——Nos,. 542, 546, 548 
and 645. Rockwell Manufacturing Co 
100 N. Lexington Ave., Pittsburgh 
| Pa 


Circle No. 5 on Coupon, p. 148 


Circle No. 1 on Coupon, p. 148 


Marked Oiler Set 


Three Plews pistol oilers make up 
the company’s new Selecto-Lube set, 
with a triple wall holder for oils, pene- 
trants and solvents. The set is color 
keyed in red, copper and gray for 
easy identification and each can car- 
ries a blank label for marking con 
tents. Oiler capacity is six oz. Plews 
Oiler, Inc., Minneapolis, Minn 

Circle No. 3 on Coupon, p. 148 


Truck Tank Manhole New Plating Method 
A manhole originally designed by Cromit Products is promoting to High-Capacity Meter 


Brown for its own truck and trailer service station dealers a new process Aiming at sales to large bulk plants 
tanks now is available to other fabri- for cold-plating metals, wood, plastic and terminals, Neptune has designed 
cators and operators Lightweight ind compositions. Cromit says the i six-inch meter that will handle up to 


metal construction the company says, process is only half as expensive as 1000 gpm. The meter is available 
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@ OIL EQUIPMENT MEN planned a management insti- tee), Gray Co.; R. J. Owen, West Penn Oil Equip. Co.; 
tute, to be held this fall at Georgia Tech., during a meet- Fred Coffield, Jr., Coffield Supply; Bert Phillips, Oscar 
ing of the National Assn. of Oil Equipment Jobbers board Phillips Co.; (standing, left to right) S. K. Makemson, 
of directors and the manufacturers’ liaison committee in Bennett Pump; Roy Gronauer, OPW Corp.; Allan Robin- 
May at Savannah. Board and committee members are son, Rotary Lift; C. B. Harden, Harden Equip. Co.; Don 
(seated, left to right) E. dePenaloza, General Equip. Co.; Hadden, Geo. D. Roper Corp.; Howard Upton, NAOEJ 
Melvin Schlesinger, Tri-State Equip. Co.; J. M. Newberry, secretary; W. E. Crowder, United Pump Supply; John 
Newberry Equip. Co.; August Schramm (president), Ren Quilter, Pump & Tank Co.; H. R. Tuller, Tuller Corp.; 
ick & Mahoney; A. F. Haberl (chairman, liaison commit- Paul Braswell, Braswell Equip. Co. 


with ticket-printing register, two types air flow stops, full line pressure purges wheel from the car with its new 
of direct-reading registers or with a them through an opening at the bot- mounting band. The circular rubber 
remote control system that enables tom Eneman Manufacturing Co., tube is placed around the tire and 
one Operator to control and print all 1317-19 Locust St, Des Moines, inflated, snapping the tire bead against 
loading operations. Neptune Meter lowa the rim to seal it. The unit weighs 
Co., 19 W. S0th St., New York 20, Circle No. 7 on Coupon, p. 148 five pounds, has no moving parts and 
N.) fits all passenger car tires. United 
Circle No. 6 on Coupon, p. 148 . States Rubber Co., 1230 Ave. of the 
sailed Tubeless Tire Mounter é a 
Americas, New York, N. Y. 
- U.S. Rubber says tubeless tires may Circle No. 8 on Coupon, p. 148 
=> : 
“o : be mounted without removing the (Continued on p. 151) 
“ " 
7 


e FOR FURTHER INFORMATION 
On equipment or literature described in this issue: CIRCLE THE NUMBER 
below. Fill in the reply coupon, clip and mail to 
@ Readers’ information Service 
NATIONAL PETROLEUM NEWS 
330 W. 42nd St., New York 36, N.Y. 
Your inquiry will be forwarded to the manufacturer. Void after Oct. 25, 1955 
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Compressor Air Filter one oa 
OI AR ARR 
NATIONAL PETROLEUM NEWS 
Removal of 98% of the contamina- A McGraw-Hill Publication 

tion in compressed air used for tire 

inflating and other purposes is claimed 

for the new Emco air filter. The filter 

is designed to remove water, oil, grit, Company 





scale, sludge and other contaminants 
As air flows through the unit, all for- 
eign substances heavier than air col- City 
lect in the main filter chamber. When 


Street Address 
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No. 592 B Manhole. Widely used 
with various extractor fittings and 
with fill caps to provide flush in- 
stallations. Flange diameter wide 
enough for firm seat in concrete. 
Lid easily replaced without dis- 
turbing manhole or concrete 


No. 449 Flush Fill Box. Brass top 
or lock-lid—completely water- 
tight. Deep recesses in cast iron 
body have seep holes to prevent 
collection of water. Threads in 
body below lock-lid can be uséd 
for tight connection. 


No. 800 F Nozzle. A full flow 
nozzle with positive control and 
anti-blowback tube. Features per 
manent packing, is spring loaded 
and streamlined, inside and out, 
to prevent swirl and back pressur¢ 
and to improve appearance 


439 Foot Valve. All brass, double 
poppet, with metal-to-metal seats 
and discs carefully machined and 
finished by a special process. These 
valves undergo exacting air pres 
sure tests under water before ship 
ment. Strong hex on top avoids 
need to use pipe wrench on body 


PETROLEUM 
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The Buckeye No. 820 AS ‘Service Package.’’ Consisting of a 


No. 820 A “Safety-Fill” Nozzle and a No. 4101 


' offers the best possible service to the customer. It 


the “Service Package 


Multi-Swivel, 


permits filling without spilling and enables attendant to reach the most 
awkward positions easily, without marring paint or straining the hose 


(Listed under re-examination service of Underwriters 


No. 850 Vertical Check Extractor 
Valve. Designed for installation in 
base of pump. It is instantly ac 
cessible and can be serviced with 
out removing valve body and 
without disturbing connections 
Metal-to-metal flat seat and disc 


Laboratories, Inc.) 


ee ee ee ee ee ee ee ee ee eg ee ee eee ee ee 


No. 464 Angle Check Valve. Truly 
the “standard” of the industry! 
Complete assembly can be re 
moved without breaking connec 
tion. Male or female thread 
Double disc, flat seats and discs 
all brass construction 


CS 


IF YOU HANDLE, TRANSPORT OR STORE 
PETROLEUM PRODUCTS (AND YOU DO!) 


DEPEND ON Buckeye 


VALVES AND FITTINGS 
FOR THE OJL INDUSTRY SINCE 1876 


Mail the coupon for complete details 


r- 


BUCKEYE IRON & BRASS WORKS, DEPT. N 


Box 883, Dayton 1, Ohio 


Please send complete catalog of 


Buckeye 


NAME 
TITLE 
COMPANY 
ADDRESS 


CITY 


Valves and fittings 





Another in a series 
of reports to AC 
wholesalers and 
dealers 


~ io — great engineering triumph 
: \ and important extra protection 
\. for engine parts! 


ys say 
{= a~ Cry th 
| , . 
more than 
SLUDGE-TRAPPING 
POCKETS 





AC OIL FILTERS top all makes 
as New Car Equipment 


The unusual “inside story” of AC Oil Filter construction pictured at 
the left is one reason why AC OIL FILTERS today are standard or 


optional factor) equipment on more new cars than any other brand. 


New paper engineering pioneered in 1946 
makes density-type filter obsolete! 


Oil filters came into their own when engineers found a way to filtet 
oil through paper. How AC treats its own custom-engineered paper is 
a carefully guarded trade secret. But, this specially processed paper 
filters out damaging dust, dirt, grit or specks of metal as small 


as 1/100,000th of an inch . . . traps as much as |! 


i pounds of 
harmful material in 5,000 miles of driving. Will not remove detergents 


from heavy-duty oils! 


Exclusive AC “accordion fold’’ increases filter area— 
prolongs filter life! 
Ten times the filtering area! More than 90 sludge-trapping pockets! 
Those are two of the benefits of AC’s “accordion fold.” This exclusive 
\C feature provides better filtering action through the full 5,000 miles 


of driving between filter changes. 


...@nother AC 
sales story that cant 
AC SPARK PLUG DIVISION 
be topped / GENERAL MOTORS CORPORATION 


FLINT, MICHIGAN 


AC ENGINEERING WITH GM RESOURCES CAN ALWAYS BE LOOKED TO FOR LEADERSHIP 
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(Continued from p. 148) ground service. Snap-on gage dials are tions, but only to “true and perma- 
designed for field replacement with- nent” changes. Gerin Corp., Avon, 

out removing the entire gage, which N. J 
would mean emptying the — tank Circle No. 11 on Coupon, p. 148 

Rochester Mfe. Co., Rochester, N. Y 
Circle No. 10 on Coupon, p. 148 Gasoline Mileage Gage 

° P P Kent-Moore has a new device that 
Oil Viscosity Meter may help service station dealers teach 
Accuracy within 1% 1s claimed for complaining motorists that poor mile 
Gerins new engine wear meter fo! age 1s their own fault, in most cases 
measuring oil viscosity The unit rather than the fault of the gasoline o1 
made for mounting on a truck or poor mechanical adjustment. The new 
other type of engine, is designed to mileage gage hooks to the car in less 
i respond to any increase or decrease than five minutes, and the dial is 
. in viscosity, which signals danger of mounted in the right front door win- 
f high engine wear. The company says dow tor easy visibility. The motorist 
4 the meter does not respond to viscosity can see the gasoline cost of fast starts 
. changes caused by temperature varia and other poor driving habits, by 


Own a money-making 
Overhead Hose Reels 


Customer appeal is the big feature 
with Aro’s new line of unitized over ee a ancer 


head lube service reels, finished in 


white enamel with chrome trim An ) 

automatic reel latch holds withdrawn A\ 4 

hose in any position, the company \ for only per m nth 
Says, eliminating tugging on the hose . 0 
while lubricating Any nrmumber of : es 


reels can be mounted together for 
chassis, gear, motor oil, air, water . 
and automatic transmission = service Your Profits Pay for It 
Aro Equipment Corp., Bryon, Ohio 
Circle No. 9 on Coupon, p. 148 ’ Aa ' Only $32.75 down... 
) $14.12 per month 
(you'll make more on 
three four-wheel jobs) 
.++ puts you into the 
profitable Hunter 
wheel balancing business. This Commercial Credit Corporation 
time-payment plan enables you to get started now...in plenty of time 
for the profitable vacation driving months ahead. 


Call your jobber today, See a demonstration of the Hunter —the 
original on-the-car balancer that outsells all other makes combined. 


HUNTER TRU-UP 
- Tire Rounder 





LPG Level Gage 
Rochester has designed a new mag Sy 


netic liquid level gage for liquefied 


Ask your jobber about 
ace «=| To HUNTER ENGINEERING COMPANY 
————— 


Hunter Avenue and Ladue Road NPN 75 
St. Louis 24. Missouri 
| I j pepe teen ee Hunter Trim-A-Wate Please send com plete information on the 
petroleum gas and anhydrous ammo car and truck wheel weights the all-in-one, all-purpose cies teenie Waitin ain eli tie 
nia storage. Simple modifications of wheel weight tool Hunter Tru-Up Tire Rounder 
 RerRRUERE 4, 


the gage, the company says, make it Name 


suitable for ICC-standard vertical cyl- a as aL eas Company 
inders, horizontal cylindrical tanks Hunter Avenue and Ladue Road 
and spheres, for above or below weS St. Louis 24, Missouri 
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watching the glass test reservoir. will not react to oil products, claims pany claims fuel savings of more than 
Kent-Moore Organization, Inc., 5-105 the company. It is available in bronze liA¢ per mile for the new unit and 
General Motors Bldg., Detroit 2, finish or special colors. Multi-Meter others in its LPG line. It also claims 
Mich Corp., P.O. Box 154, West Toledo a 200% increase in life expectancy 
Circle No, 12 on Coupon, p. 148 Station, Toledo 12, Ohio over gasoline engines and an overhaul 
Circle No. 13 on Coupon, p. 148 cost one-third of a diesel unit’s. Reo 


Plastic Drum Faucet Motors, Inc., Lansing, Mich. 
Multi-Meter’s new plastic drum LPG Truck Engine Circle No. 14 on Coupon, p. 148 


faucet is lighter in weight than metal Reo plans to have its new 220 hp 

faucets and much cheaper, the manu V-% truck engine, powered by liquefied 

facturer say Ihe unit, designed to petroleum gas, in full production by 
lat 


fit all standard “4-in. drum opening ummer or early fall. The com- 


Save Costly 
‘Time Outs”’ 


On 
_», Personnel 


“ 


Instant Coupling 


4 


y Moves Corcoran says it tested its new in- 
f * stant hose coupling for two years in 
7 


pneumatic and fluid applications in oil 
and other industries before putting it 
on the market. The coupling is free 
to swivel when engaged, the maker 
says. Stock couplings are available 
now in single-valve constructions, with 
several types of threaded ends and 
hose attachments. Double-valve and 
straight-through couplers are available 
by special order. R. S. Corcoran Co., 
P.O. Box 1404, Joliet, Il. 

Circle No. 15 on Coupon, p. 148 


ii here’s bound to be some loss of services in the transfer 
of key workers from one localits another. But 
United’s Pre-Planned Moving Ser\ helps cut this loss 
to a minimum, Pre-Planning takes care of all the details 

allows the executive alesman, skilled worker and 
other key people to shift from the old job into the new 
with the least confusion. Your nearest UNITED Agent 


will be glad to call and explain 


Pail Cap Crimper 

[wo crimping tools operated by 
hand or air have been designed for 
use with Upressit drum and pail caps. 
Che tools crimp on a band around the 
cap, which prevents the cap’s removal. 
After the band is taken off at the cus- 
tomer’s plant, the cap can be removed 
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CALIFORNIA 


THERE'S A 


Gasboy Pump 


FOR EVERY SIZE CONSUMER ACCOUNT 


EASTMAN EQUIPMENT CO. 


871 Park Avy San J Calif 





IOWA 








TRI-STATE EQUIPMENT COMPANY 
COMPLETE SALES & SERVICE ON QUALITY 
PETKOLEUM DISPENSING EQUIPMENT 
ENGINEERING AND PLANNING 
SATISFACTORY INSTALLATION 
3923 E. 4th St., Des Moines, lowa, Phone 62.197 
Member National Oi! Equipment Jobber Associatlor 





INDIANA 











Everything in Bulk Plant 
and 
Service Station Equipment 


INDIANA OIL EQUIPMENT CO. 


417 Madison Ave 
Indianapolis 4, Indiana 





MISSOURI 








TRI-STATE EQUIPMENT COMPANY 
COMPLETE SALES & SERVICE ON QUALITY 
PETROLEUM DISPENSING EQUIPMENT 
ENGINEERING AND PLANNING 
SATISFACTORY INSTALLATION 
519 Southwest Bivd KANSAS CITY 8 MO 
Phone HA-2335 
Member National Oi! Equipment Jobber Association 





NEW JERSEY 





EQUIPMENT 
for the 
OIL INDUSTRY 


Rebuilt 
PUMPS—METERS—REGISTERS 
PARTS FOR MOST PUMPS 

. 
TEN HOEVE BROTHERS 
359 Mclean Bivd., Paterson, 3, N. J. 





NEW YORK 





EDWARD JOY COMPANY 


ot Canal St Syracuse, N. Y 


STOCKS FOR IMMEDIATE DELIVERY 
National Hose, Buckeye Valves, Hannay H 
Reels, Pipe G Fittings, Brunner Air Com 
pressor, Granberg Meters G Pumps, Phil 
lips Lights, Adamson Oil Storage Tanks 
ECO Tireflators Ever-Tit Coupler 
Rectorseal Pipe Dop Tokheim G Bennett 


Farm Pump 


VERN CLAPP 


(hi shot OF) 
GASOLINE & OIL EQUIPMENT DIVISION 


Member of National Association 
Oil Equipment Jobbers 











I PETROLEUM 


napped back on repeatedly with 
out losing its leak-proof qualities, the 
company says U pre Prodi 
( ; Danhur Con 

Circle No 


- LITERATURE 
Oil Piping Tips 


Barco describes its swing 


10 on ¢ Oupeol / 


joints, ball 
nts and other equipment for load 
ind unloading tank cars and truck 
in an eight page booklet litled 

to Solve Piping Flexibility Prob 
the publication also devotes a 
tion to permanent piping systems in 
plants, terminals and large tank 
Barco Vanufacturine Co., 

R4, SOL Hough St 

/ Circle No. 1 on Coupon, p. 148 


LPG Hose Reels 


Hannay has cataloged tt 
iS for liquefied petroleum 


Barrington 


complet 
ry. Complete specification 

1 illustrations are included, plus a 
description of the operational advan 
taves claimed tor each model reel 
Clifford B. Hannay & Son, Ine West 
erlo, N.Y 

Circle No. 18 on Coupo 


Fast Wash Unit 


One operatol in Wash a [ ‘ 
few minutes with the new Wayne 
Wash iVs a brochure issued by 
Wayne Pump The Wayne-Wash 
package includes a pumping unit, high- 
pressure nozzles tor wheel cleaning 
vater hoses, fountain mit ind deter 
rent. The main superstructure, on an 
[8-ft track in inverted-l 
irm with a 180 deg ( » spray the 

Wavne Pump Co ua Ma 
Circle No. 19 on Coupon p 148 


support 


Truck Drive Story 
I he tory of Marmon-Herrington 
All-Wheel-Drive unit 
tock Ford truck model told in a 
brochure The tllustrated booklet 


the feature 


engineered for 


unit and illustrat 


quipped vith 


Circh 


Steel Building Uses 
i! il i ) Arm 
plant 
instan if 
these building 


tations and 


NEW YORK 








RENICK & MAHONEY, INC. 


380 Second Avenue 

NEW YORK 10, N Y 
Service Station Equipment 
Bulk Plant—Truck Tank and 


Member of National Association 
Of Oil Equipment Jobbers 





OHIO 





EQUIPMENT SALES CO. 
164 E. Exchange S$t., Akron 4, Ohio 
Phone—Jetferson 5-8215 
Factory Representative for 
Westinghouse, 0.P.W., Lincoln 
Neptune, Huffman, Goodrich. 

Air, Oil, Hydraulic and Gas 
Hose and Coupling Service 
SALES—PARTS ENGINEERING SERVICE 











TULLER CORPORATION 
947 W. Goodale Bivd Columbus 8, Ohio 
SALES SERVICE — ENGINEERING 
Tokheim, Marlow, Blackmer Pumps 
Ever-tite G OPW Fittings: Neptune 
Meters: Heil Transports: Service 
Truck Tanks: Goodrich Hose: Reels 
Air Comp. Farm G Bulk Storage Tanks. 
Designers G Builders 
Bulk Plants and Service Stations 





PENNSYLVANIA 





RUTLEDGE EQUIPMENT CO. 


334 Bivd. of Allies Pittsburgh 22, Pa 
Rutledge Service Station Flood Lights 
GGB Equipment—Buckeye Valves GO 
Fittings 
Granco Pumps G Meters—Alr 
Compressors 








E. O. HABHEGGER CO. 


24th & Fairmount Aves 
PHILADELPHIA, 30 


Engineering G Equipment 
BULK TERMINALS TRUCKS 


SERVICE STATIONS 
MEMBER NAOEJ 








WEST VIRGINIA 





SMITH METERS 


H. H. TRUITT 


1403 Bth Ave 
Huntington |, W. Va 


Westinghouse Air Compressors 


Service Station or Bulk Plant Equip 

















Oil Marketing 
Equipment Jobbers 
This Is Your Market Place! 


Write today for Advertising 
Space Rates 


NATIONAL PETROLEUM NEWS 
330 West 42nd Street 
New York 36, N. Y. 














— new equipment 


by the company are fire resistance and 
low maintenance cost. Armco Drain 
age & Metal Products, Inc., Middle 
town, Ohio. 


Circle No. 21 on Coupon, p. 148 


= PERSONALS =: 
 ) ie 


formerly 

Atlantic 

sales manager, 

now is general 

sales manager for 

White Motor 

Co.’s truck divi- 

sion, with head 

quarters in Cleve- 

land. Tobin, who 

has been with 

White in 

posts 14 years, will be responsible for 

all the truck division’s field operations 

as well as sales and service activities 
in the home office. 
. 

J. A. Roberts, of P. B. Mutrie Trans- 
portation, Waltham, Mass., is new 
president of National Tank Truck Car- 
riers, Inc. Vice presidents are O. B. 
Maxwell, Maxwell Co., Cincinnati; 
Frank L. Grimm, O'Boyle Tank Lines, 


Tobin, 
North 
regional 


P. Bz Tobin 
sales 


Washington, D. C., and Jack B. 
O’Harra, R. A. Conyes Tank Lines, 
San Pablo, Calif. Willard L. Lemmon, 
Lemmon Transport Co., Marion, Va., 
is treasurer and C. Austin Sutherland, 
NTIC managing director, secretary. 
© 

Walter V. Hall, 

who becomes gen- 

man- 
ager of Salsbury 
Corp.’s Tiremas- 
ter division, Los 
Angeles, formerly 
was sales manager 
of Bear Manu 
facturing co. 
Among his earlier 
posts was the 


eral sales 


W. V. Hall ; 
sales managership 
of Allen Electric & Equipment Co. 
maker of battery chargers and engine 
analyzers 
7 
Ray I. Mitchell has been promoted 
to sales manager of Vulcan Steel Con- 
tainer Co. Mitchell served in World 
War II and spent several years in in- 
dustrial sales before joining Vulcan in 
1953. His headquarters will be at the 
company’s main office and plant in 
Birmingham, Ala 


STATIONMASTER 


18° Wide A 


Combines graceful styling... finest 


engineering... extra rigid, extra solid, super 


tough, one-piece body 
will not sag weather sealed 
fully gasketed 


natural light without harshness 


has fully adjustable sliding pole fitters 


Send for Catalog 


COMPCO corPorRATION 


2251 W. St. Paul Ave. 
Chicago 47, lilinois 


produces more glare-free 


ngle Horizontal ''T'' Light 


A New 
Design 


built like a bridge 


in Station 
Lights! 








Green for Miss Liberty 


The grass is greener around 
the Statue of Liberty this sum- 
mer because of an idea hatched 
by Fertilene Corp. of America, 
Worthington, Ohio, and its pres 
ident, Edwin J. Frank 

Fertilene donated enough liq- 
uid fertilizer to treat the entire 
250,000 sq. ft. of grass at the 
base of “Miss Liberty” on Bed- 
loe’s Island in New York harbor. 
A troop of New York City Girl 
Scouts made the application. 











O. L. Cruzen, 59, co-founder and 
partner in Cruzen Oil Equipment Co., 
Memphis, Tenn., died May 30. He 
entered the oil equipment business in 
1927 as an Alton & 
Burge, Memphis jobbership. In 1937, 
he became a pump and tank salesman, 
then formed a jobbership with H. A. 
Burge, Sr., in 1942. He and his son, 
Warren, formed Cruzen Oil Equip- 
ment in 1946 on Warren’s discharge 
from service. 


employee of 


—— MANUFACTURERS 


Three manufacturers report they 
are expanding plant facilities. 

Lion Uniform, Inc., of Dayton, 
Ohio, has added 12,000 sq. ft. of floor 
space by taking over the adjacent Day- 
ton Aircraft Products plant. The serv- 
ice station uniform maker also plans 
to break ground soon for a $100,000 
building that will have 15,000 sq. ft 
of floor space. 


Vulcan Stamping & Mfg. Co. of 
Bellwood, Ill., is working on a plant 
addition that will allow loading of all 
railroad cars and additional trucks in- 
side. The structure is 460 ft. long. 

Betts Machine Co. of Warren, Pa., 
maker of manifold valves and truck 
safety lamps, already has moved into 
its latest plant addition, the second in 
three years for the 54-year-old com- 
pany. 

+ 
Several changes have been an- 
nounced by Lindquist Pump Corp. of 
Texas. General sales offices and engi 
neering department now are located at 
2207 Border St., Torrance 3, Calif., 
and a new southwest warehouse has 
been established at 3110 Lone Field 
Dr., Dallas. New distributors in the 
southwest include Western Pump Dis 
tributors, Lubbock, Tex.; Alliger & 
Sears, Houston; and Layne-Louisiana 


Co., Lake Charles, La B 
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SPECIFIED 


Increase Warm Weather 


= 6) TBA Sales with 


~’ KOOL KOOSHION 


Since 1920 





TBA sales jump when your customers 


“SIT ON A BREEZE” 


on KOOL KOOSHION .. . the best ' vn Hill DOOR-EASE: 


made and fastest selling auto cushion 


in the world! \‘s | STAINLESS STICK LUBRICANT 


KOOL KOOSHION is cooler, cleaner, Where cleanliness and perfor- 
softer and more comfortable than or My mance is a MUST nothing 
dinary auto cushions. Constructed "| does the job like DOOR-EASE 
with sturdy galvanized wire, strong Stainless Stick Lubricant! Un- 
Vinyl plastic covering makes it dur A like soft grease or oils, DOOR- 
able—-will not lose shape. So pertectly EASE leaves a smooth-spread 
ventilated you can see through it ‘ 
‘ J HUH ing, tough, long-wearing film 
KING SIZED CUSHION fits fi if 1 that won't flake or rub off 


Our 35th Anniversary Special é on sate Won't mage clothing or uphol- 
big 2214 inch seat! stery No wonde1 D¢ JOR-EASE 
"{ole) Mn delet] lieyy | is specified for all exposed 
parts and fittings by leading car 
manufacturers and oil com- 
panies. Shop size for service 





For information, and folders write 
direct or contact our representative MANUFACTURING COMPANY 
in your area. OKLAHOMA CITY, OKLAHOMA 








use; Universal for resale. From 
jobbers everywhere 


Use DOOR-EASE at these points 
=| f ” 


H Ds 
‘ i 


Door Lock Bolt and Striker Assemblies 





you'll find 
CHAMPION gives a a 7 | 
Money-Ahead SERVICE a Trunk Locks and 


Hood Locks Weather Seals 
... Years L onger! 
That's right! You'll find a job-matched Cham- 


—y 

* 

pion will be your choice for dependable, economical, 36) 

years-longer Service! And no wonder. Your Cham- » 

pion is performance-designed for economy and endur- f all 

ance. It incorporates the finest materials and workr Champion Features Door Bumpers Glove ¢ ompertments 
ship plus having 34 years of compressor specializ ) yp<¢ thot ASSURE Years 
standing squarely behind it. That's why Champior i Single Stage Longer Dependability Rubber Bumpers, Strips and Hood Lac 
Compressors have the stamina to stand up /onger und Pat cata and Economy ings Dove Tail Wedges Dome 
rugged automotive service Conditions—at lower oper Dome f NS Light Switches Ash Trays Pedal 
ing and maintenance costs! Look them ALL ove owes roa ue Shafts and all exposed working parts 
compare features—you'll choose one of Champion's 5 ; and fittings 

models to match your job needs exactly! Yo 

money ahead—years longer with Champion! ro 


Write TODAY for a copy of Champion's NEW : | s N r Add REMEMBER eee 


410 9 WG 
Catalog—job-matching is easier and faster with "Cu washer t ics A little DOOR-EASE 
~ IEA iGS 4 . 
new simplified charts and diagrams. ‘ 














goes a 
‘@ * eamivenance long way tops squeaks 

lasts the life of a lube 
job. Withstands sum 


HAMPION (= >! ap oe tener soe 


eroouct } cold; water resistant 
AIR COMPRESSORS De §=6AMERICAN GREASE STICK CO. 


Champion Pneumatic Machinery Co., 846 N. Pleasant St., Princeton, Ill. 9 MUSKEGON, MICHIGAN 


AN ® 


July, 1955 * NATIONAL PETROLEUM NEWS 





4 


this station derived from theu 


TIGHT MERCHANDISE ConTRo: and a THA sales increase of over $200 per week were benefits 


National Full-Shelf-Cash-Control Plan 


“Our ational System 
saves us *2,000 a year... 


pays for itself every 12 months!” 


— Savage Service Station, Detroit, Michigan 


 ] 
**We have a closer check on merchan- 
dise than ever before,”’ explains Mr. 
Savage, ‘“‘since installing our Na 
tional Full-Shelf Plan. In fact, this 
system has produced amazing results 
for us, Our shortages have decreased 
to the vanishing point and the weekly 
difference between inventory and cash 
revenue has been eliminated. 

“This National System has also 
encouraged our attendants to be more 
sales conscious. Not only have our 
TBA sales increased over $200 a week, 
but, in addition, we are now able to 
balance and check out at the end of 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


977 OFFICES IN 94 COUNTRIES 


the day in just 10 minutes. Formerly 
this took us over an hour. 

“A printed, unchangeable record of 
all transactions, individual sales rec- 
ords for each attendant as well as 
a separate cash drawer—plus better 
customer service all make our Na- 
tional Full-Shelf Plan a_ profitable 
investment. We know our National 
System saves $2,000 a year and re- 
pays its cost every 12 months! Any 
service station operator would be wise 
to investigate the benefits provided 
by a National System.”’ 

You, too, can obtain results such 


NATIONAI 


es ae Rs 
THIS MODERN SERVICE STATION has ob- 
tained 100% control over inventory and 
sales with a modern National System. 


MR. WILLIAM Savage, Owner, explains be- 
low how his Savage Service Station now 
saves $2,000 yearly 


as these for your service station. Do 
as Mr. Savage and investigate the 
advantages of a modern National 
System for your service station. Just 
call your nearby National representa- 
tive, a trained systems analyst, for 
the complete story. His number is in 
the yellow pages of your phone book. 


*TRAOE MARK REG. U 6 PAT OFF 


CASH REGISTERS » ADDING MACHINES 
ACCOUNTING MACHINES 
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—# Money-Making Ideas | 


ES rs BR nee ENTER 


$ A General Petroleum dealer in Oak- 
land, Calif., is not only good at keeping 
records, but sometimes gives them a 
sales twist. The dealer, Ernest Apodaca, 
has a large sign posted on his driveway, 
with a small blackboard in the center. 
At the top of the sign is the phrase: 
“We Have Time For ” while along 
the bottom run the words: “Lube Jobs 
Today.” As the flow of lube work rises 
or drops, he estimates his capacity for 
the rest of the day and changes the 
figure on the blackboard accordingly 


York, 


confidence in 


Goodling Electric Co. of 
says building 
the company leads to profits 
mote 
Goodling 


customer 
Io pro 
its automatic heating oil delivery 
pays customers $1 per de 


gree for every degree under 70 il 


they 
have 


ever run out of oil. Payments 


been few 


Hy 


S 


An I SSO 
ee 
products. It 


station in’ Phillipsburg 


does more than just sell oil 


offers motorists charcoal 


grills which to burn it, seat covers 


Car rugs, power mowers, picnic ice 


boxes and toys for the children 


A big 


tire display 


sign board surmounts a used 
rack 
General Petroleum dealer Insolo 
at Indio, Calif. On a black 


board bottom Insolo chalk 


station of 
Pete 


narrow 


outside the 


across the 


up tire sales and special Campaigns 


ig 


Dealers of Don P. Neverman 
Oil Co., Marinette, Wis 
with him as a team to get part 
the local 
Individual deal 
ers contacted te lephone company offi 
that, as telephon 
entitled to a 


company 


Neverman 
wor ked 
of the 


telephone 


gasoline business of 


company 


cials to point out 


subscriber thes 


were 


part of the telephone s busi 


ness. Credit cards now have been 1s 


sued for the phone company s service 
trucks 


their purchases at Neverman 


and cars which make some of 


stations 
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NEW 


When 
Lome & 


Station 


two partners in Chie 
Friedman 


they 


Opened thei 
tled in service 

a special get-acquainted 
price of the service call w 
hand 
full 


charge I he 0) 


in the form of mer 


station to the mount 
\ ill 


many cu 


service 
the service 
brought stomers back 
station 

tg 


e 


A giveaway in the form of a 
parakeet 1S being otfered b 


Ind | 


four tire 


dealer in Anderson 
chaser of a set of 
the bire 


bond 


along with 
back for a 
the customer te 
Mobil Tires Ihe dealer doesn't ex 
pect to take back many parakeets. It 
takes 60 to 90 days to teach one to 
talk and by that 
families will be deeply attached to 
During the first week 
offer, the dealer 


an option to buy 
S100 government 


iches it to ty Buy 


time the custome 


birds end ol 


sold 10 sets of ti 


> 


When 


deliveries 


Pure Oil oO tarted | 
Jun ft 
Minneapol 
sponsored a “Bar 


early in 
Lemont, Ilb., 
St. Paul, tt 
Comin 


om it 


refinery to 


contest it if Iwin 


service stations. [he object 


guess the exact time the new 
towboat the {nike 
Minn 
were iWatlabl 


rile 


rou nr 


powered 
Christy 
Entry 
Pure 
Iwin ¢ 


awarded 


would dock in 
blanks 
stations within SO 
Num 


those cu 


ittes 
tomer 
closest to gue ing the 
2 
Phillips Petroleun 
ippeal at One of its 
pumps by placing trash 
island These are used 
drums 
vith the st 


gest use 1s easy disp 


painted orang 


imon OlO 


paper 


It is often 
cant 
Jerry Tomseth 
Springfield, Ore 
Double Eagles « 
of 94 sales. He 


ind bot 


dealers 


one helper 
tire price cards in 
premium tire ratio 
that 


eldom sell better 


attained even 
volume in the 


+ 


icturine Co., Phoenix 


med a jumbo battery 


mounting on service 
1 poles. It 


performs 


the same tion as the small, open 
now in use tor tak 


I he dit 


sized 


circuit voltmeters 


ing individual ce ll readings 


f that this is an 


FETCHES ovel 


instrument with a large-taced dial 
motorist in the 


Quick 


isily visible to the 
il It's illed the 
Battery Lester 


C ourtesy 


Ny 


bor promotion purposes in ou and 
is often made of 
ind pictures ot old 

inds. In the West, where the ¢ 
Oil Co promotion 
something different 
small booklet called 
the “History of Cattle Brands I he 
booklets are distributed to dealers 


ing the 


iutomotive lines, use 


tories automobil 
arter 
operate the sales 
department tried 


They put out a 


dut 


umme! \ eason, and are 


tome! 


popular ul 


! 

i two-way stimulu 
ile Around a stack 

lated inner tubs is tied a 
ing Hood Beach Lube \ 
| ibout a ecil bonu 
the vord 
\longside are 
Hood tire 
nition to 


ind 
pla 


Get Your 
Hood tire taund 


ind tire 


i 


$ A new piece of machinery in the 
Union Oil Co. home office is used to date, 


number and sign checks, while recording 
all of the check data on check 
sheets. If 
Cash Register Co 


register 
designed by National 
specifically for Union 


was 





— fj markets 


Light Fuels Easy; Heavy F 


IGHT and heavy fuels continued 
| 4 in Opposite price trends in mat 
kets east of the Rockies. At mid-June 
it was apparent that light fuels stocks 
were Climbing more rapidly than re 
finers would like to see them and that, 
pricewise, bottom had not been 
reached in some primary 
kets 


Heavy fuel, meanwhile, continued 


supply mar 


tight and bids fair to enjoy one of the 
strongest summer markets of record 
Prices rose 15¢ in the Mid-Continent 
and remained Elsewhere 
with industrial and bunker 


buoyant 
demand 
heavy, suppliers held a firm grip on 
inventories 

Gasoline’s status varied from mar 
ket to market about the country. Even 
though retail price wars were on the 
mend in some eastern markets, others 
were marked by 


strife and falling 


prices 

A flurry of gasoline buying at the 
Gulf was followed by a slow period 
and product became readily available 
Product 
was strong in the Midwest, however 


as refinery runs increased 
and demands on terminals along the 
Great Lakes Pipe Line system put 
some refiners in the market as bor 
rowers and buyers. Michigan also was 
an area where considerable improve 
ment was noted in gasoline prices 
especially to large transport buyers 
Ihe continued tightness in heavy 
fuels resulted in much speculation in 
the trade as to how high prices would 
have to go in the interior to make it 
profitable for refiners to shut off their 
cokers. Some said this point would be 
reached if and when No. 6 fuel hits 
$1.80, Group 3 
that $2 
point 


Others maintained 
Group 3, was a break-even 
residual 


between coking and 


fuel because of by-products from 

coking operations 
Meanwhile, the East 

tinued to draw heavily on the West 


Coast for badly needed residual fuel 


Coast con 


Light fuel prices dipped in the Mid 
Continent and throughout the Mid 
west, but with no appreciable pickup 
in buying interest 

Competition took a sharper turn in 
the East as far as light fuels and gaso 
line are concerned, with Phillips Pe 
troleum Co, signing up Fuel Oil & 
I quipment Co. of Roanoke. Other 
Virginia jobbers also have been ap 
proached and company is said to be 
acquiring terminal sites in Portsmouth 
on the coast and near Richmond 


158 


DISTRICTS 
Gulf Coast 


Except for persistent demand for 
heavy fuel there was very little activity 
at the Gulf 


line early in June was 


A buying flurry in gaso 
followed by a 
With the rise in 

several refiner 


decline of interest 
crude runs to. still 
buyers ba ked away trom July and 
August gasoline offerings 

Light fuels also were in a_ slack 


period. Some refiners, finding no tm 


mediate buyers for kerosine, dumped 
the product into No. 2 fuel storage 


tank 
Prompt bunker Cc” fuel. 


while, remained tightest of products. 


mean 


Low-sulfur material commanded pre 
miums ranging from 5¢ to as high as 
» 

¢ 


over the $1.95 quotation for ordi- 
nary bunker oil 


Atlantic Coast 


lightness in heavy fuels continued 
relieved to a degree by West 
Coast-to-East Coast 


to be 
shipments. A 
tandoff between buyer and seller con 
tinued in light fuels 

Over-all, the retail picture in gaso- 
line was litthe changed. While prices 
were pointed up in some bad retail 
situations, they were headed down- 
ward in others 

There was little immediate reaction 
supplywise to a strike of workers on 
about 200 U. S. flag tankers called by 
National Maritime Union late in June 
About half of the East Coast’s inship- 
ments of crude oil and products arrive 
in foreign flag tankers, and conse- 
quently were not affected by the strike 

Companies whose shipments were 
affected generally indicated they had 
sufficient supplies on hand, or in tran- 
sit, to weather at least a 20-day cessa 
Also, 
non-struck 


tion of receipts from the Gulf 
plants of 
companies could be stepped up since 


crude runs at 


operating rate for the district recently 
has been only about 90% of capacity 





COMING NEXT 
MONTH 


People are earning more... 
How this affects marketers 











uel Tight 


Mid-Continent 


Heavy fuel prices were higher in 
the Mid-Continent with low quota- 
tions, Group 3, rising 15¢ to $1.75 
bbl. for No. 6 oil. Despite this un- 
precedented summer advance, traders 
reported the market remained firm 
and some said they believed the No. 6 
market would hit $2 by next winter. 

Prices for Nos. 1 and 2 fuels dipped 
(.25¢ and $.375¢, respectively. Quota- 
tions for No. 1 fuel began at 9¢, 
Group 3, No. 2 fuel at 8.375¢. Trade 
comments indicated that the floor in 
summer spot prices still had not been 
reached. There was a general lack of 
interest on the part of buyers who 
were keeping an eye on the rising 
stocks in District I 


Midwest Wholesale 


Gasoline took a place alongside of 
heavy fuel as a strong product in Mid- 
west wholesale markets. Product was 
in short supply, with some shippers at 
several Great Lakes Pipe Line termi- 
nals, and there was some borrowing 
and buying to make up differences be- 
tween supply and demand 

Strong upward pressure was created 
on wholesale prices by the fact that 
refiners, to cover their shortages, in 
some instances paid higher prices for 
gasoline in the Great Lakes system 
than those quoted to resale agents. 

Easiness in light fuels was pointed 
up by a 0.375¢ drop at Minneapolis- 
St. Paul for both Nos. 1 and 2 fuels 
and a 0.125¢ lower price at Chicago 
for No. 1 fuel. While the new low 
quotations were said to be firm in the 
Twin Cities, Chicago prices for both 
Nos. 1 and 2 fuels were subject to 
shading even though gailonage was 
negligible. 

Heavy fuels were firm at both sup 
ply points. At Chicago, however, No 
6 high-sulfur fuel readily 
available after being tight for some 


became 


time 


Western Penna 


Neutral oils and, to a lesser extent 
bright stock, moved into tight supply 
positions along with crude scale wax 
and petrolatums 

Neutral oils for most part 
closely held. Only one refiner was 
offering these oils freely in the open 
market. Quotations for pour test 
150 vis. neutral were up 1¢, to low 
of 164 


were 


it 
25 
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MARKET BAROMETER 


PRODUCTS VS. CRUDE GULF COAST PRODUCTS VS. CRUDE MID-CONTINENT 


+ + 


REGULAR 


+ +—+ —+ 


GRADE GASOLINE 


+—+ 
30 GRAV. LOW COLD 


TEST COASTAL CRUDE D.CONT CRUDE 


CENTS PER GALLON 
CENTS PER GALLON 


NO. 6 FUEL 


+ 
+ 


J FMAMS J 


1955 


CRUDE U.S., CALIFORNIA EXCLUDED PRODUCTS VS. CRUDE U.S., CALIFORNIA INCLUDED 
oon ooo rr a . ’ 
4 + + > 


a + 
Z g 
- Or 
Bs B 
Z 
< < 
7 ov 
2 os 
g é 
ro) 


+ 


+ $+—+ +4 ) ae | +—+ SPREAD PRODUCTS OVER CRUDE 


J FMAMS J JFMAMJJASOND 
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—{e} prices REFINERY AND TERMINAL 


MOTOR GASOLINE 


Guilt Coast Cargoes 10 June 3 May 27 
07 oct. pren L 13.26 6)14-13.25 4 
96 oct prem 4)12-12 4)12-12 12-13 (4 
94 oct prem. . (2)11. G11 76(2) (2)19.6-11.76(2) (2)11.6-11.76 2)! 
© oct reg 2514 rh 4 (21-11 

#7 oct reg ‘2)10 6-12 (2)10.6-12 (2)10 6-12 

84 ort reg 10-10 26 10-10 26 10-10 26 

83 ort reg 9.876-10.126(2) 9.876-10.125(2 9.875-10.125(2 
70 wet 0.76-9 876 0 76-0 #75 9 7! 9.76 


June June 10 


11.75 


Okla. Group 3 (Northern shot 
(2)10 6-12 ‘ 


10-10 26 


é 


16-9 875 yee: 
70-72 oct M tMé4 


leaded 9.6-9.76(2) 9.6-9 76(2) +9. 76/2 


Albany, N.Y ' 
05 ort prem 17. 8(3) 17 3(8) ; 
BY ort reg 14 814 


Baltimore, Md 
05 cet prem 


ho ort rey 


Boston, Mase 
05 ot 14 16.9 
13 3-14 4(3) 


pret 
#O oct reg 
Buflelo, NY 
05 oct prem 

#0 oct reg 
Charleston, 8. C 
06 oct pren 

BO oct reg 


142 
16 6(2) 


18(2) 18 MA 


16 6(2) Bip (3 E. Tex. (Truck transport lots 


14% 
12.48 


16,46(2 
12.0612 


14.410 4812 3 
12.8 17,9612 12.8 


16.4612 
12,.08(2 
Chicago, ti. 

94 oct, pren 

rey 

reg é 

Corpus Christi, Tex 

06 ort prem J 

nO oct reg iB 


nu ‘ 
) On 


BH oct 


toArk. &La 
Houston, Tex 
15 oct prem 
80 oct reg 


13.7 

12. 26(8) 
Kans (For Kar 

Jeckeonville, Fla A 

06 oct prem 

9 oct reg 

Miami, Fie 

96 oct pren 

KY oct reg 

Mopls-St. Paul, Minn 

04 oct. pret (f 

KA oct. reg 


46 


14 (6 ‘ ; 14.015 , 
13.1 "g AGG 


13 4(7) 

49 Westerr 
134 4 : } i 
6 ort reg 
Ol City 

2 oet preg 
RA oct reg 


Penna 
oct pren 4 75 


13 5 


14 


Mobite, Ate 
05 oct prem 
AY ort reg 


Pitteburgh 


New Haver, Conn Ohic— Quotation of © O, Obie 
05 oct prem 16 KS ‘ } 3 ’ BH ort reg 
BY oct reg 14 3(3) ‘ ‘ Central Michigan 
New Orleans, La (4 oct pren 
05 oct prem 16.7 7 
AO ort reg 13.2 
New York Harbor 
06 oct prem 

do barges 
KO oct reg 

do barges 
Norfolk, Va 
65 oct prem 
RO oct reg 


KK ot reg 


California Los Angeles District 
! b 


18 06 
13 86 
12 46 
11.76 


13 06 
13 #6 
12 45 
11.76 


146-163 
13-13.7 


1446163 
1313.7 
Pensacola, Fla 
05 cet prem 

FO oct reg 
Philadelphia, Pa 
06 oet prem 

80 oct reg 

Pt. Everglades, fia 
05 oct prem 

80 oct reg 
Portland, Me 

05 oct prem 

AO oct reg 
Providence, A. 1 
95 oct prem 

BY oct reg 
Savannah, Ga 

05 oct prem 

BO oct reg 
Tampa, Fla 

05 oct prem 

89 oct reg 
Wiimington, N.C 
06 oft prem 

80 oot reg 


7(2) San Francleco District 
7(2 


2(2) 


4 
4 


16.2 16 ® 
13.7-143 

Gulf Coast, Cargoes June 10 
14 0(3) 
13 4(6 


17(3 
14. 6(3) 14.613) 
fuel ( 


( 


1Op.t $2 60 
16.03) 
14.4(4) 


16. 0(3) 

14 4(4) 
Albany, N.Y 

No. | 


K erosine 


(2)14. 6 14 
(2)13 1-18 


(3) 
4(5) 


4614 
)13.1-18 


#(3) 
4(5) 


(2 
(V1 " 14 No 2 fuel 

Diesel 
plants 


oil, shore 


814) 
3(5) 


43-14 
12 8-13 


(4 3 
3(5) 28 


14 &(4) 43 4 6 ‘ 
13. 3(6) y 3.30 No. 6 fuel 
guar 

16 362) 
12. 85(2) 


13.9-16 35(2) 
12.36-12.85(2) 


3.0-15 35(2) 
36-12. 85(2 


16 


13.9 »- 16 Bi 
12.36 95-128 
Refinery herewith 
gram Price 

Prices 
tions, 
pipe 
terminal 


terminal p 


daily p 


and ces Platt’s Oil 


Service a iblieati 


shown in refinery an 


or general offers, of 


line terminal 


operators 
at for irrent 
specified 
Following of pric t 
therefore are included in price tables 
off a specified price; ‘market date 
contracts; prices arrived at 
to date of sale. Prices made to brokers, and prices 
actions, also are not considered in the tables except as 1 
Priees shown are for quantities in bulk such as tank 
transport lots or barge lots. Prices applying only to barge 


types es are not tor °* en 


| 
not Prices a 
ot -shipment pri 
in rdance with 


ace ar 


ots 
lots, or 


car tr 


carg 


160 NAT 


W. Tex, (Tex. & New Mex. shpt 


Bradford. Warren 
“Pty” 


for delivery 


MOTOR GASOLINE 


June 3 May 27 May 20 


N. Tex. ‘Tex. & New Mex, shot 


Truck transport lots 


s. destinations only 


f 14.76 14 75 
y 13. 6-13.9 13.613 9 


13 76 


12 6 


15 
13.6 


13.76-15 
12.6 14 56 


to Obie 


pointe 


DISTILLATES & FUELS 


June 3 May 27 


in cents per 
where dollar 


ns. Pr d 


ces 
News 
resale 
other 


and are 
cate that 


mint 
octane 


ate panies quoting when two 


wn, Letter indicates price change 
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REFINERY AND TERMINAL 


DISTILLATES & FUELS DISTILLATES & FUELS 


May 2 2 June 10 June 3 May 27 May 20 
Baltimore, Md Jacksonville, Fla 
Kerosine/No. | heros h 1 1) a(il 11 @(h) 11 &(11) it atl) 
do barges ) sel 10 6(8 10 6(8 10 68 10 6(8 
No. 2 fuel y 
do barges t ! f | f Tt 10 6 
Diese! oil, shore 
plants 
No. 4 fuel 14(2 2 i lot 
de barges } 
No. 5 fuel kers 
do barges ) ( ( | ker Ct 
No. 6 fuel, no «ulf 
potty $2. 381 $2. 381¢ Miami, Fla 
do barges 6 I fh 
Light Diesel 
bunkers 
Heavy Diesel 
bunkers 
Bunker C, bunk: ra 


ght Diesel 


® 


Baton Rouge, La 


Kerosine/No 1 


No 2 fuel 
Diesel oil, shore 
planta 
No. 6 fuel 
No 6 fuel no sulf 
guar 
do barges 
Light Diese! 
bunkers 15 (2 2 
Heavy Diesel M 
bunkers | 
Bunker C, bunkers 


oblle, Ala 


Boston, Mass 


Diesel 


No. 5 fuel 
No 4 fuel, + 

guar 

do barges 
Light Diesel 

bunkers 
Bunker C, bunt 
Buffalo, N. Y. 
Kerosine 
Deine! oi! 
No, 2 fuel, 
No. 6 fuel 


I ker CI hers 

New Orleans, La 
Charleston, 8. C Kerosine/) 
Kerosine/No | " 
No. 2 fuel 


Diesel oil, shore 


Tiere! otf 
plants 
plants No. 6 fuel 

No. 6 fuel, no sulf No. 6 fuel 
guar... ‘ ( 2 2 guar 
do barges 2 lol 

Light Diesel Light Diesel 
bunkers bunkers 

Bunker C, bunkers 22 » 2 y vv Diese 

Chicago. 1! bunkers 


Range oil/N tunker C, bunkers 
‘ i 


of New York Harbor 


no sull 


rges 


sulfur 
Cleveland, Ohlo 


Corpus Christi, Tex 
No 6 fuel, n0 sulf 
guar 
do berges 
Bunker C, bunker 


Detroit, Mich 
Keronsine 
Dicse! o anes 

No. | fuel 2 1(2 2f d 2.4 Norfotk, Va 
No. 2 fuel 1 28 ‘ 


af 
) 


| ‘ P rf 


No. 6 fuel 


Houston, Tex 
Kerosine/No. | 
do barges 
No. 3 fuel do bernss 
do barges 9 25 25 »-9 2 9 25 Light Diesel 
Diese! oil, shore 
plants 
No. 6 fuel, 0 sulf 
guar 
Light Diesel, Pensacola, Fle 
yunkers } Kerosine/No. | 
Heavy Diesel No, 2 fuel 
bunkers Diesel oil, shore 
Bunkee C, bunkers 2 05 ) 2.06) plaots 


bunkers 
Heavy Diesel 

bunkers 
bunker ©, bunkers 


July, 1955 « 





J prices REFINERY AND TERMINAL 


DISTILLATES & FUELS 


June 10 June 3 May 27 
Philadeiptia, Va. 
Kerosine/No. } 10. 8(10) 
do barges 10.667) 
No, 2 fuel 
do barges 
Diesel el, 
plants 
No. 4 fuel 
No. 6 fuel 
No. 6 fuel, no eull 


1006110) 
9.87) 9.6/7) 
shore 

10 45(6) 10. 4604 


1(2) 63.31(2 
$3 06/5) $3 0615 
$2 36/7) $2 35(7) 
$2 32/6) $2 3216 


x92 5004 
x82 
Light Diesel, 
buvkers 
Hieavy Diesel, 
bunkers 
Bunker C, bunkers 


Pt. Everglades, Fis 
Kerosine/No. | 
No. 2 fuel 
Diesel oil, 
plante 
No. 6 fuel, no sulf 
guar $2 23/2 $2 23/2 
de barges $2 2013) $2. 20(3) 
Light Diesel, 
bunkers 2 "4 
Bunker C, bunkers 


Portland, Me 


Kerosine/No | 
No. 2 fuel 
Diesel oil, 
plants 
No 6 fuel, no wulf 
guar 
do larges 
HBuuker C, bunkers 


1) Ki6 
10 6/4) 


11. 6(B) 
10 614 
shore 


10 614) 10 614 


46214 
$2 2013) 


shore 


Providence, Ri. 1 
Kerosine/No. 1 
No, 2 fuel 
Diene: oil, shore 
plants hh 10 65(4) 
No. 6 fuel $3. 26/3) 
No. 6 fuel, no eulf 
guar 
do barges 
No. 6 fuel 
1% wulf 
do barges 
Light Diesel 
bunkers 
Bunker C, bunkers 


$2 3016 

$2 3614 
mar 
$2 54 2.64 
$2 61 
64.28 $4 2h 
$2. 36(3) $2. 46(3) 
Savannah, Ga 


it #(7) 
10. 6(7) 


Kerosine/ No, | 

No. 2 fuel 

Diesel oil, 
plants 

No. 6 fuel 

No. 6 fuel, no sulf 
guar 

do barges 

Light Diesel, 
bunkers 

Bunker C, bunkers 


11. 8(7) 
10 6(7) 


1) 8(7) 
10 6(7) 
shore 
10 606 
$2.87 


10 6(5) 
$2 87 


10 615 


$2.87 


$2 3015 
$2.27(6) 


$2 3015 $2 3016 
$2.27(6 2 2716 


$4 45216 
$2.2716 


$4 452(6) 
$2. 27(5) 


$4 45206 
$2.27(5 
Tampa, Fla, 


11.7(8) 
10. 5(6) 


11,7(8) 
10, 5(6) 


11.7(8 
10 6(6 


Kerosine/No. | 
No. 2 fuel 
oil, shore 


10 6(6 10 516 10 5(6 
$2.20(4 


$2 18(4) 


$2 2014 $2. 2014 
$2. 18(4) $2. 18(4 


guar 
do barges 
Light Diesel, 
bunkers 
Bunker C, bunkers 


$i 41(6) 
$2. 18(5) 


$4.41(5 
$2.18(5 


$4 4115 
$2. 18(6 


REPUBLIC 


TT [Weems 


Hopewell, Vo 
Wilmington, N.C 
Charleston, 5. ( 
Savannah, Ga 

Port Everglades, Fla 
Tampa, Fla 


a” 
'“” NOW 
AVAILABLE 








SOUTHERN TERMINALS 

Panama City, Fla 
Birmingham, Alo 
Montgomery, Ala 
Columbus, Ga 

Greenville, Miss 
Knoxville, Tenn 


DISTILLATES & FUELS 


May 20 June 10 


Toledo, Ohle 


Kerorine 11.9 
Diese! oi) 11.9 
No. | fuel 11.65-12 05 
No. 2 fuel 10. 65-11.05 


o. 5 fuel 8. 25/3) 
| 7F 
75 


Wiimington, N. C 


Kerosine/No, | 

No. 2 fue 

Diesel oil, shore 
planta 

Light Diesel 


bupkers 


Okla. (Okla. shpt.) 


42 44 w.w. kero 

Kange oii 

6B & abv. di 
Diesel 

No. 1 fuel 


0. 2 fuel 26-9.25(2)x 


6 tue i y Kd 


Okla. Group 3 (Northern shot.) 


42 44 w.w. kero (4)9.5 if 
Kange oil 9 5 9 625 
68 & abv. di 

Diesel 
No. | fuel 
No. 2 fuel 
} 6 fue | x 


N. Tex. (Tex. & New Mex. shpt 
42 44 ww. kero 92-10 
di 
(2)0 9.75 
$1.75-2.00 


W. Tex. (Tex, & New Mex. shot.) 


10-10 76 
0 75-10 25 
9 25-95 


$) 65-1. 90 


42.44 w.w. kero 
No. 1 fuel 
No. 2 fuel 


No. 6 fuel 


E. Tex. (Truck transport lots) 
2 44ww.kero. (2)0 6 9.76(2) ( 
68 & abv. di 
Diesel 
». 6 fuel 


& 759 75 


)$1.75-2.00 


Cent. W. Tex. (Truck transport lots) 


42 44 w.w. kero 05 
68 & abv. di 
Dieeel 
No. 2 fuel 
No. 6 fuel 
No. 6 fuel 


Kane. (For Kans. destinations only) 


75-10(2)x ( 
9.625 


42-44 w.w. kero xv 
52 & bel. d.i. Diese! 


x0. 5-9 .75(2) 
No x9. 5-0.76(2)u ( 
No. 2 fuel x8.75-0.125(2)x 
No. 6 fuel $2.20-2.35 
No. 6 fuel $1.70-1.85 


(4)9 25 


9.625(2)x (2)9 375 9.75 


5) x(6)8 


June 3 May 27 May 20 


9 
1) 9 


11.9 
11.9 
11 65 11. 65-12.06 
10 65-11 05 10. 65-11 05 


5.2514 ) ) 


> OF 
2 05 


20 


4.4005) 4.4008 ; (3) 


9 625 10 

9 625 9.75 
9 875 
8 75.9 375 


$1.70-1.50 


95-9. 87512 
9.5-9 625 


9 9 625(2) 
9 25-9 625 
75-9 


$1.70 


10-1075 10-10 76 

9 75-10 26 9.75-1 9.75-10 25 
925-95 9 259.56 9259.5 
$) 65-1 .90 $).65-1 00 $! 65-1 90 


2)9.6-9.75(2) (2)9.5 9 75(2) 
8 75-9 75 8 759 76 
1 75 200 xf? 7 2 Of 


875 10.125 (3)90.875-10.125 


9.625 


3)0.876-10.125 (3)9 
9.625 9.625 
9.625-9.76(2) 

4)9.625-9.875 


9.625 -9.75(2) 
(4)9.625-9.875  (4)9.625-09.875 

8.875-9.25 6 8.875-9.25 8875-925 
$2. 20-2. 35 x$2.20-2.35 $2. 10-2, 35 
$1.70-1.85 . $1.70-1.85 2)$1.70-1, 85x 


9.625-9.75(2) 





Highest Quality 
Petroleum Products 


e Gasoline 

e Kerosene 

e Diesel Fuel 
e Heating Oils 








NATIONAL 


ATLANTA, GA. 
1401 Peachtree Street 


PITTSBURGH, PA. 
Benedum-Trees Bidg. 
TEXAS CITY, TEXAS 


Refinery 
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REFINERY AND TERMINAL 


DISTILLATES & FUELS 
June 10 June 3 May 27 

Ark. (For shpt. to Ark. & La 
42-44 ww. kero 
Tractor fuel 
52 & bel. d i, Diesel a. 
68 & abv. 1i 

Diesel 
No 2 fuel 
No. 4 fuel 
No. 5 fuel 


Western Penna 
Bradtord- Warren: 
Kerosine 

55 cetane Diesel 
No. 2 fuel 

36 40 gravity fuel 
Ol City: 

Kerosine 

50 cetane Diesel 
No. | fuel 

No. 2 fuel 

36-40 gravity ‘uel 


Pittsburgh: 


Kerosine 

50 cetane Diesel 
No. | fuel 

No. 2 fuel 

36 40 gravity fuel 


Central Michigan 
46-49 ww. kero 
Range oil 

P. W distillate 
No 2 fuel 

U.G. 1. gas 

Vo. 5 fuel 

No. 6 fuel 


\ 


Ohio— Quotations of 5. O. Ohio for delivery to Ohie | 
Kerosine 12 
No. | fuel 12 
No. 2 fuel 11 


California - Los Angeles District 
Rack 
Stove dist 
PS 100 
Diese! fuel 
PS 200 
Light fuel 
P'S 300 
Heavy fuel 
PS 400 
Tank Car 
40-43 w.w. kero 
Stove dist 
PS 100 
Diesel fuel 
PS 200 
Light fuel 
fs 300 
Heavy fuel 
PS 400 
Tank Truck (400 gal 
40-43 w.w. kero 
Stove dist 
P8 100 
Diese! fuel 
PS 200 
San Francisco District 
Tank Car 
40-43 w.w. kero 


Stove dist 
P8 100 





aragon 


"0 orrrver 


30 £. 40 St., N.Y.C. EV 8-4100 











May 20 


Pacific Coast 


e bunkers 
San Pedro, Calif 
Sunk rp 4 
San Francisco, Calit 
Sunker c Ps 400 


Seattle. Wash 


Western Penna 


Viscous Neutrals 


DISTILLATES & FUELS 


June 10 June 3 May 27 


NATURAL 


LUBRICATING OILS 


June 10 June 3 May 27 


200 vis. (180 at 100°) 420-425 fi, 


10 pt 
15 pt 
26 p.t 


Fluorescent color for 
solvent extracted and 
additive viel ons 

. 


Petroleum Colors 


PATENT CHEMICALS, 
NCORPORATEO 
i ee ee 





New York 





Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


Boston 
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HARTOL 


PETROLEUM CORPORATION 


INDEPENDENT 
MARKETERS 


Maine to South Carolina 


630 FIFTH AVENUE 
NEW YORK 20,N.¥ 





fe] prices REFINERY AND TERMINAL 


160 vie. (142 at 100 
10 pA 
16 pA 
25 pt 


Bright Stoek 


146-166 vis. at 210°. No 8 col sol 
10 pt 19 6 


16 pt 


25 pr 7 


Cylinder Stocks 
600 ar. filterable 
6h ar 

600 flanl 

640 flash 


Mid-Continent 
FOU Tulew tania, fe 
at 100° 0-10 ps 


Bright Stock Convent 


20 vie. D 


10 2h py 1) 


160 '60 vie D 
0-10 pp 
10 26 pp 
120 vie 1D) 
0 Wpp 


Bright Stock 
160 160 vie 
0 Wpp.,bbvi 6 


Solvent 


Neutral Olle Convent 
1) B56 via 

No 2 rol 
BH 110 vie 

No, 2 col 
160 vie No 3 
nO vie 
200 via No 3 ee 
250 via No. 3 
280 vie 
400 vie, No 3 


No 3 


No. 3 


Noutral Olle 
170 180 vie 
200 210 vie 
WO vie 
Cylinder Stocks 
600 ar 

olive green 


Solvent 


Guilt Coast 
for export 


Bright Stock vis. at 210 


160 160 vie; 
0 Wt, 06 v4, 


Neutral Olle Vis. at | 
100 vie 
200 vie 
S00 vie 
500 vie 


400-406 fi 


(2)16.2 


Bolvent Kefined Oile from Mid-Continent gr 


(4)19 20 





LUBRICATING OILS 


June 10 june 3 May 27 


South Texas 


LUBRICATING OlLs 


June 10 June 3 May 27 May 20 


Vie. at 100° F FOR 8. Tex. refineries for domestic and/or export shipment 


Pale Oils 
100 via. No. 1% 
24% col 
200 via. No, 2-3 
f ; 400 vis. No, 2-3 
col 
500 vis 
344 col 
750 via. No. 3 
col 
1200 via. No. 34 
coal 
2000 vis. No. 4 col 


No. 244 


Red Oils: 


100 vis 
col 
200 vie 
col 
100 vie 
col 
500 vie 
col 
750 vie 
col 
17 7 7 7 1200 vis. ! 

col 


2000 vie 


w domestic ehipn neutrals ¥ No 


No 


tonal 


col 


0 


lonal Pale Oils 


Gutt Coast, 
Cargoes 
Cirade 115/145 
Grade 110/130 
Grade 91/96 


Baltimore, Md 
96 vi 1 1ng 


(2)16. 6-16 44 9)ib f O16 ' TT, ; : rade 00/1 


(2)16 


5-16.75(4 16 7f (4) (2) 7614) (2)16.75-16.7614 Grade 80 
16-17.26 
Boston, Mass 


r 10M 
16 6 16 6 15 f Pee ar r 
at Gull 

Charleston, $. C 


06 
(4)10 20 


00°; 06 v.1., 0-10 9. 
14.5-1¢ 146-4 ; 5 Houston, Tex. 


15-16.75 15 >| if ule 100/1 


YOU'LL FIND PRICES in perspective 


for long range planning in the 


National 
Petroleum 
News 


Statistical & Reference 
YEARBOOK of 
Oil and TBA Marketing 


mailing to all NPN subscribers May 19th 


IF YOU ARE NOT AN NPN SUBSCRIBER, 
write now to NPN’s Reader Service Dept., 
330 W. 42 St., N.Y.C. 36 for your own 
personal copy of this ready reference 
book for oil marketers. Price per copy: $1. 








June 10 


12. 25(6) 12. 25(6) 12 2516 


13. 76(6) 3.7516 13 75(6) 


14 25(6) 25(6) 14 25(6 


14 75/6 7516 14 7516 
5(6) 6 15/6 


15 516) 


16(6) 


15 5(6) 
16(6) 


12. 25(5) 
13 76(6) 
14 25(6) 
14 75(6) 
15(6) 

15 6(6) 16 5/6) 


16(6) 16(6) 


AVIATION GASOLINE 
(MIL-F-5572) 


June 3 May 2 





This Is Your 
Market Place! 


Write today for Advertising 
Space Rates. 


NATIONAL PETROLEUM NEWS 


330 West 42nd St., 
New York 36, N. Y. 











’ LUBRICATING 


a Rock 


of Uniform High Quality 
for TANK CAR BUYERS 


DEEP ROCK OIL CORPORATION 


BOX 51 PHONE 2-435! 
TULSA, OKLA 


PO 
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REFINERY AND TERMINAL 


AVIATION GASOLINE 
(MIL-F-5572) 


June 18 June 3 
New Orleans, La. 
Grade 


a 
rade 
u 


i 


New York, N. Y 


Norfolk, Va 
ude 


Toledo, Ohio 
Grade 
Grad 


Cirade 4 


JET FUEL 
(MIL-F-5624) 
Gulf Coast, 
Cargoes June 10 June 3 


Grade JP-4 


NAPHTHAS & SOLVENTS 


June 10 June 3 May 27 
Baltimore, Md. 
Mineral spirite 16.514 16.54 


Boston, Mass. 

V.M. & P. 
naphtha 

Mineral spirits 


New York Harbor 

V. M. & P. 
naphtha 

Mineral spirits 


Philadelphia, Pa. 

Vv. M. & P. 
naphtha 

Mineral spirits 


Providence, R. |. 

V.M & P. 
naphtha 

Mineral spirits 


FOB Group 3 


Btoddard solvent 
Cleaners naphtha 
.M. & P. 


paphtha 
Mineral spirite 
Rubber solvent 
Lacquer diluent 
Bensol diluent 


Weatern Penna. 
Oll City: 


Stoddard solvent 


oe 1. 
Stoddard solvent 16(3 16(4 


Ohie— Quotations of 8. O. Ohio for delivery to Ohio pointe 
V.M.&P 

naphtha 18 18 
Mineral spirite 17 
Stoddard solvent 17 17 
Rubber solvent 15 875 15 875 


E. Tex. (Truck transport lots 
Stoddard solvent 12 25 


Cent. W. Tax. (Truck transport lots 
Stoddard solvent 11.5 


PARAFFIN WAX 
June 10 June 3 
Western Penna. (tc. in bulk 


124-6 AMP white 
erude scale (2)6. 25-6. 66 2)5 26-6 66 2)6 26-6 66 (2)6. 26-6 66 
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PARAFFIN WAX 
Atlantic Seaboard 
Melting points are AMP, 3 " than EMP. | es for carload lota. Vomestic prices 
FOB refinery; scale in bags or bbis.; full efined, slabe loose, Export prices FAS; scale in 
bags or bbis.; fully refined 


New York Domestic 


24-6 white clude 
scale 


f refine 
ily re } 


0 fully 
ed 
fully refined 


ly refined 


efined 


New York Export 
24-6 white crude 
scale 

23-6 fully refined 

125-7 fully refined 


128-30 fully 


PETROLATUMS 


Western Penna 


s 





_* 


“You can quit now. The compressor’s fixed.” 














fe] prices TANK WAGON 


Prices for gasoline do not imclude taxes; they do, however, include 
mspaection fees as shown in next column. Gasoline taxes, shown in separate 
column, include 2¢ federal and state taxes; alse city and county taxes 
as indicated im footnotes. Kerosine tank wagon prices also do not include 
taxes; hevosine taxes where levied ave indicated in footnotes. Discounts 
if any, are shown in footnotes. These prices in effect June 15, 1955, 
as posted by principal marketing compantes at their headquarters’ offices 
but subject to later correction 


Socony Mobil 


Mobilgas Aircraft 
Grade Grade Grade Mobilgas (Regular Grade) 
Gasoline 80 91 100 Cone. Nr. Cons. Dir. 
Taxes T.W. TW. TW. TC. TC, T.W. 
New York City 
Manh 
Bronx 
Kings 
Queens 
Richmond 
Albany, N. Y 
Binghamton 
Buffalo. . 
Jamestown 
Mt. Vernon 
Platteburg 
Rochester 
Syracuse , 
Bridgeport, Conn 
Danbury 
Hartford 
New Haven 
Bangor, Me 
Portland 
Boston, Masa 
Coneord, N. H 
Lancaster. . 
Manchester 
Portamouth 
Providence, ft 
Burlington, Vt 
Rutland 
Tank Wagon Prices 
Mineral Spirits 
V.M ar Naphtha 
Taxes: N.Y.C. prices are 
Discounta: Mobile Kerosine 
Mobilfuel Diesel All poin tank wagon leas 0.fe 
Mobilheat-—New York City (all boroughs) and Mt 


Notes: Premium-grade gasoline t.w. prices 2.5¢ above 
xEffecti 11 


16 
16 
16 
15 
16 
16 


16 


22 Doe se mw 


NOs 
OO OF 68 OD OO OO oO oO oe 


oc 


I 14 


16, 


Buffalo 
19.6 
21.6 


Roche 
20 
22 


city sal 


N.Y. City 
18.0 
19.6 

8% 2% 

Vernon 


ex city sales tax. Syracuse 


York City 


prices ex 


Mt 


A (all boroughs) and 
for 
Vernon, tank 


regular. Jamestown 


Ne 
t 

wagon 

t.e 


e May 


Ohio Standard 


tank wagon less 0.6c for deliveries of 300 gals 
deliveries of 800 gals 


] on fees per gal., included in both gasoline and kerosine prices 

less otherwise specified, are as follows 

Ala. 1/40c on gasoline; Ark. 1/20c; Fla. 1/8c; Ill. 3/100c; Ind. 2/25¢; 

Kans, 1/100c; La. 1/32c; Minn. 5/200c; Mo. 1/25¢; Neb. 2/100c; Nev 

1/20c; N. C. 1/4e; N. D. 1/20¢; Okla. 2/25¢; S. C. 1/8e; S. D. 1/40c; 

Tenn. 2/5¢; and Wisc. 3/100¢ 
Kerosine inspection fees only: Ala Mich. 1/Se. 


iI , 


1/2c; Iowa 1/50c; 


Mobilheat 
(No. 2 Fuel) 
T.Cc, Yard T.W 


Mobilfuel 
Di 


Mobil Kerosine 


rt. ard T.W TAC, 


11.65 
12.05 
Hartford 
20.0 
21.6 


tax) 


12.4 

12 8 evee 

Providence 
19.6 
21.6 


Roston 
19.0 
20.6 


Syracuse 
22.0 
23.6 


eter 
6 
6 


es tax, applicable to price of gasoline (ex 
or more 
or more 

leas 0.6¢ for deliveries of 300 gals. or more. 


prices are delivered prices, all other t.c. prices are FOB bulk terminals 


Sohio X-Tane Gasoline 


Aviation Gas.-Cons. T.W. 

; i Sohio Solio 

Avia. Avia 
91 100 


(Regular Grade 
Co Re- 


sumer sell- 
T.W. 


Casoline 
Taree 
7.0 
7.0 
7.0 


Akron 
Canton 
Cineinnatl 
Cleveland 
Columbus 
Dayton 
Tima 
Mansfield 
Marion 
Portamouth 
Toledo 

Y oungstown 
Zanesville 


24 
24 
24 
24 
24 
24.7 
24.7 
24 
24." 

23.76 

23.76 

23 76 24 


can purchase aviation t 


Taxes: Hangar less e 
to supplier 
Discounta: Sohlo 
Notes: Kerosine, Nos 
Naphthas & ] 
Premlum-grade gasoline prices 
*Price subject to 0.5¢ 


xEffective June 14 


operators gasoline 
Aviation 
1& 


on contract 
2 Fuels 


to hangar operators and resellers 
Prices are for 100 gal. or more; f 

for t.w. and drum of 600 ga 
consumer t.w. & a.8. 38¢ above regular, resell« 


allowance 


1 


So are deliveries 


“voluntary Ww 


Indiana Standard 


listed below were obtained 
where the company's prices 


NPN 
publiely 


by 


are 


Tank wagon prices 
Indiana bulk planta 


correspondents 
of posted 
Standard Furna 
100- 100- 
174 349 
gale gals. 


Red Crown 

100 
gale 
a over 


Caso- 
line 
Taxes 


(Reg. Grade) 
Dlr. 
T.W. 
8 


Cone. 1-99 
’ F gale. 
Chieago, Il. 
South Bend, Ind 
Detroit, Mich 
Mpls.-St. Paul 
Des Moines, la 
St. Louls, Mo 
Wichita, Kans 
Omaha, Nebr 
Farge, N. D 
Huron, 8. D. 
Milwaukee, Wisc 


x Effective May 5. 


18.8 
19 
18 


16 
18 
17 
1h 
16 
16 


0 
0 
8 0 
71.0 
7.0 
6.0 
7.0 
8.0 
7.0 
7.0 
6.0 


1 
6 16! 
15 
15 
14 
14. 
13 
13 
15 
16 
16 


16.3 
14.§ 


t) 

’ 
9 
q 
7 


oe 


13 
13 .§ 
12 
12 
14 
14 


. 


166 


who 


175- 


gals. 


Cons. T.W. 
Sohio Kerosine 
Sol- 1 
vent 
22 
22 
22 
22 
22 
22 
22 
22 
22 
22 
22 


Solvents 
V.M.&P. 
Naph- 
tha 
23 
23 
23 
23 
28 
23. 
23 
23 
23 
23 


23 


Naphtha & 
S.R. p.c, No. 1 
Sohio- 


No. 2 

Sohio- 
Heat 

14 
14 
14 
14 
14 
14 


Sol- 
vent 
21 


21 


Varno- 
ene 
0 
0 
0 
0 


Naph- 
tha 
23 
238 
23 
23 
28 
28 
28 
28 
28. 
23 
23 
23. 23. 
23 23 8 

supporting purchase with State Tax Exemption Form A-10 


F 


6 


Ee) 


8 
8 


woe 


> 
. 


aw 
G2 G8 Go Oo So Go Ge co ce ce ce ce co 


Road Tax by 


off consumer t.w 


wal., add 1¢; 1-49 gal., add 2¢ 


or more 


above regular. S.s. prices are at company ated stations 


T.W. 
Standard 
Heater Oil 

16.6 
15.6 


Fuel Oils Chicago, Il. 


visited Standard 

1-99 gals. 
100-149 gals. 
150 gals. & over 
100-899 gals... 
400 gals. & over 


oe Oil 

350 850 
gals. gale. 
& over a over 


B49 


Stanolex 
Fuel C 
9.0 
8.26 


gasoline tax includes le 
city tax. Des Moines, Ia., kerosine and furnace 
oil prices do not include 6c state tax. State 
sales, occupation, consumer and use taxes to be 
added, where applicable 


Red Crown 
to varying 


1-749 
760 ga 


Taxes: St. Louis, Mo 


10.156 
9.4 


als. 
& over 


CTW 


discounts 


Discounts: 
points subject 
tity deliveries 


prices at some 
for quan 


Note: Premium-grade gasoline t.w. prices gen- 


erally 2c above regular. 
*“Temporary” price. 
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TANK WAGON 


Standard of CHEVRON imperial Prices are per imperi val. : te Taxes: Gasoline ar ov ial taxes 
~ " (Regular) Av. 80/87 Gaso- Oil arrive at 5 P é al., Notes: 
California ‘Oy rT. line 


. subtract 1/6t! emium-grade gasoline rices Se above 
Gals. & over Taxes 


Faso Casoline eguiar 

San Fran., Cal 16.4 19.9 8.0 Regular Grade Kero- *Price Is for premium grade 
Los Angeles 15.9 19.4 
Fresno ~ wee 21.0 
Phoenix, Ariz. 19.1 22.6 
Reno, Nev 18.9 

Portland, Ore 16.9 

Seattle, Wash 16.9 

Spokane 19 

Tacoma 16 

Boise, Idaho 18 

Salt Lake 17.4 

Honolulu, T. H 17 

Fairbanks, Alaska 29 

Juneau 18 


0 Dealer Gasoline sine 

0 r.W Taxes r.W. Humble 

0 St. John’s, Nfld On 4 17.0 ‘ Humble Gasoline Caso- Kerosine 
5 Halifax, N S 9} 17 0 a4 ¢ oil Regular line Tank Re- 
0 St. John, N. B ‘ ' > T.W. Retail Taxes Wagon tail 
5 Charlottetown, P 2 13 Dallas, Tex 14 19.9 6.0 138.38 

» Montreal, Que 21 1 ) 25 Ft. Worth 14 19.9 6.0 13.8 

, Toronto, Ont 2% 11 Z Houston 14 20.0 6.0 13.3 

9 Hamilton, Ont 23 l 25.1 San Antoni 15.0 20.3 6.0 13.3 

0 Winnipeg, Man 7 
5 Brandon, Man. 24.5 ; Notes: 
9 Regina, Sask 1 11 2 

Saskatoon 
Calgary ( 

eaanes ton, Itz ‘ 2.7 Premium-grade gasoline t.w prices 2.5¢ 
Vancouver, 21.$ ) 24.7 above regular 


ee @I 22 ODO D4 =e 


0 T.W. prices are to all classes of dealers and 


nsumers 


Standard Standard 
Diesel Standard Stove 
Kerosine Fuel Furnace Oj 
‘Bele T.F. OD} T.F. Boeke 
(400 gale. & over) (ex all taxes) 
San Fran 17.6 13.0 13.0 14 
Los Angeles 17.1 12.5 14.0 
Fresno 19.6 13 8 13.8 15.3 
17 
t 


= | || CUT YOUR FREIGHT COSTS ! 





Tacoma 19 6 
Boise 29.6 
Salt Lake 18.56 ; { 

Honolulu 18.7 ; SEATTLE 
Fairbanks 34.2 sa | 

Juneau 23.3 


Taxes: 
Boise—8c gas tax applies to motur fuel only PHILADELPHIA 
avgas taxes are 2c federal, 2.5¢ state. 
Salt Lake—Te gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 4c state. CHICAGO 
Honolulu—8.5 gas tax applies to motor fuel SAN FRANCISCO 
only; avgas taxes are 2c federal, 3.5¢ terri- a 
torial. Standard Diesel/furnace oil price is ex 
le territorial liquid fuels tax. All T.T. prices FALLING ROCK, 
are ex Hawaiian gross income tax of 1 to LOS ANGELES 
reseller, 2.6% to consumers. * 


Notes: 

Gasoline—?or other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0¢ for 40-199 gals; 
0.5¢ for 200-299 gals., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5¢ differential applies 
to 40-399 gal. delivery; for less than 40 gals 
add 5.0c yval.; except at Honolulu add 5.0¢ for 
less than 46 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap 
ply to all s in excess of 40 gals 
Prices for Chevron Supreme (Premium) are 
2.5¢ gal 4 except at Boise and Salt Lake 
which are c gal. higher—-than Chevron (Reg- 
ular) for quantity delivered. For leas than 40 
gal. deliveries, add 56.0¢ gal. to 400-gals.-and- 
over price, except at Honolulu, add 6.0¢ gal 
for less than 40 gals. (Marine) and less thar 
100 gal. (Shoreside). Add to Chevron Aviation 
80/87 quantity delivered prices, 2.0¢ for 91/98 


6.0e for 100/130 and 8.0¢ for 115/148 ; Elk has modern storage facilities located at the points 


NEW ORLEANS 


Kerosine—T.T. prices apply to deliveries of indicated on the map above. These modern, nearby facili- 
400 gals. and over. For other deliveries: less . 

than 40 gals., and llc. 200-399 gals., add 3c | ties can save you freight and also keep your inventories 
40-199 gals., add f tank car/truck trailer, . 


deduct 3 trimmed—safely! 
Standard Diesel/Furnace Oil and Standard 

Stove Oil--T.T. prices are for deliveries of 400 

gals. or more. For other deliveries: 40-199 gals., 

add gy 399 gals., add 0.5c; less than 40 against sudden market price increases and immediately 

gals ade rT, 

. 


Our sensible customer-supplier agreement protects you 


tandard No. 2 Burner Oil give § you the he nefit of price dec reases. 


Fire-Chief Gasoline 

Texas (Regular Grade) Kerosine | 
Co. Dealer Gasoline Dealer 

rw. Taxes T.W. | 
Dallas, Tex BO a4 
Ft. Worth 5.0 8.1 WRITE, WIRE OR PHONE 
Wichita Fall ; 4 
twee: A oH ) . ‘ for samples and details, without 
FP pd 3. obligation. Important: We do 
t] Paso 


13 
13 
13 
13 
13 
14 ps ze 
18 not “high-pressure” our pros REFI g | y G COM PANY 
. pects. We tell you the merits 
13 C le 
3 of our proposition and let you = Garleston 24, W. Va. 
1 

Refiners of Highest Quality Pennsylvania Grade 
Notes: Dealer t.w. prices apply also to all 6 
classes of consumers with minimum delivery Petroleum P.G.C 0 A. Permit No. 25 
of 50 gals FOUNDED 1913 


Premium-grade gasoline t.w. prices 2.5¢ 
above regular 


Houston 
San Antonio 
Port Arthur 


3.1 | be the judge 
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—fe] prices TANK WAGON 


Atlantic Casoline 


Refining P anes See ) 
I TW 


Kentucky 
Standard 


Kero. & 
No. I1* 
Fuel 


No, 2* 
Fuel 
'.W (rown (,anso- 
Net 


Dealer 


Taxes 
Allentown, lime 

Pa 
Altoona 
Erie 
Greensburg 
Harrisburg 
Philadelphia 
Pitteburgh 16.2 16.7 
heading 16.7 16 
Wilkes Barre®l4.9 913 
Williamsport 15.7 165.7 
Wilmington, 


16.7 laxes 
16.2 
16.2 
16.2 16 
165.7 16 
16.3 4313 


16 
14 
16.4 


o~ 


x ( 


eo ~ ww 


} 
} 
) 
4 
} 
; 


t 


7 
7 
7 
7 
7 
7 
7 


del 
Hartford, 

Conn 
New Ha 
Boston, 

M ase 
Springfield 
Prov., 1 
Camden,? 
Newark 
Albany,? 
Binghamton 
Buffalo 
Kimira 


Ke 


Esso 


chester 
yracuse 
Watertown 
baltimore, 
Md 
Kichmond, 
Va 
Charlotte, 
N 
Jackson ville, 
Kia 
Miami 


ta 


16 9.0 
16.1 15.1 9.0 
16.4 16.4 9.0 
Mineral Spirite V.M.AP 
Ww Ww 
1 


on { 


Conoco Demand 
bral 
(rade 
Wagon 


(raso- Kero- 


linne mine 


Philadelphia, Pa laxes Ww 


Pittaburgh 


18.6 
22.0 


Heavy Fuel Oile  T.W 


(Charlie 


Philadelphia, 
Notes: 
Premium-grade 


above regi 


wasoline ee 
xcept Georgia ind Florida 


ilar, ¢ 
Thru Pa. & 
veriea of le 
Add le 
leas than 
pirite prices 


Kerouine 
for t 
time 
wals., 2e for 

Mineral 8 
Solvent 

Effective 
tJune 3 
“Pr 


Del 
s than 
for delis 
100 gal 


add le 
100 gale 


per gal 
at one 


ries of 100-299 


w. deli 


Camden ‘ 


apply te toddard 


*May 4 *May 15 xMa 4 


dates 
®June 6 
ubject 


VENTALARM 


Ak wen MEO 


the Original aud Dependable 


WHISTLING TANK FILL SIGNAL 
~ Ouer 4.000.000 | 
household fuel t seule 


‘ 
15 


ve to Oe 





CULE 
VENTAL ARM 


=o 


= 
= 
= 











to 30° 
and 


from delivery 


Ass 
VENTALARM Signals are Underwriter 
Laboratorie Listed and appr by 
Leading Fire and Safety Authorities 

A full variety of models 
tank condition, new or 


FULL PATENT 


Saves 
costs 


or 


fe atety cle antline + ! 


ved 


t 


ld 
PROTECTIC 


t 


y 


»N 

















SCULLY SIGNAL COMPANY 


174 Green Street, Melrose 76, Mass. 


Canadian Licensee: EMPIRE BRASS MFG. CO., LTD., London 


Ontario 














NATIONAI 


Standard 


-arkersburg 


Wheeling 


PI 


yi te 


TROLEL 


city 


ec 
Santa 


> and 


than 


Kaso Casoline 
Kegular Grade 
(,asoline 

Cons 


Niplit has 
Min 


rw. 


Spirits 


& Steel Bbls 
VM ar 
19.56 


Ors 
No. 1 


I 
No 6 
$2 956 


2.88 


price 
re; add le 
100 gals 


rices 2° 
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CRUDE OIL Domestic—in $ per bbl. of 42 U. S. gals. at tne well 
FIELDS EAST OF CALIFORNIA 


SCHEDULE 2 t G H I J 
Gravity 
Below 12 
12-12.9 
13-13.9 
14-149 
Below 15 
15-15.9 
16-16.9 
17-17.9 
low 18 
18.9 
19.9 


9 

9 

9 

36-36 .9 

37-87 .9 

B3R-38 9 

39-39 .9 
40 & abov 





fields east of California were ef MISSISSIPPI—Fayette & Other Fields rEXAS—North, North Central 
I F Schedule \ Continental Gulf Magne 


ur ind Tex 


Prices in 
fective as of 7 a.m., June 15, 1953, except as Schedule O: 
noted. Prices as shown by states and by gen- 
eral areas in most states. Details of fields MISSISSIPPI—Overton & Other Fields 
where each company posts and exceptions to Schedule N: Esso rEXAS—Northeast 
gravity schedules as shown above will be fur (Asphalt Crudes) 
nished on request to NPN. Scattered fields on MONTANA—Sweet Crude ( . & Othe 
gravity schedule as well as fields for which Schedule A: Carter, Phillis iM, Star Schedule K 
flat prices are posted are shown in the Flat lind, Texace Ta & Ot 


Price Section < 
MONTANA—Sour Crude chedule I 


, Schedule R: Carter, Con 
GRAVITY SCHEDULES Stanolind rE XAS—Panhandle 
' “a a : Schedule A: ( 
ARKANSAS—Sweet Crude NEBRASKA—All Gelés sotal 
— At Arsene FOR, s Schedule A: Pure, Sinclair ' 
re la 
NEW MEXICO—Intermediate Crude TEXAS ray oe 
ARKANSAS—-Sour & Other Crudes Schedule D: Atlantic, Cities Servi I el na & © — 
Schedule M Ark. Fuel oO} nental, Gulf, Humble, Magnolia, Phill > ‘ — I: ¢ 
ble tar 


he Sinclair, Stanolind, Texac \ 


Kelaey & Othe 
Schedule 
M nido & 


Schedule 


COLORADO—Sweet Crude 
Schedule A: Continental, I i , NEW MEXICO—Sour Crude 
lair, Texac Schedule C: Atlantic 
nental, Gulf, Humble 
KANSAS—AIl fields tanolind, Texaco Refu & Other 
Schedule A ( 5 t ' schedule G (2040 Gravity) 
Tr ; , NORTH DAKOTA—AIl fields ; . H e PI ‘ 


nental, Gulf Ph 
Sche ¢ 
teanolind. Te chedule A tar 


2¢ below 


OKLAHOMA—Sweet Crude TEXAS—West Central 
? bi rea Schedule A: H ‘ 


LOUISIANA—Central Schedule A 
I 


Catahoula Lake & Other Fields 
Schedule N I =m d : 
H: yhill & Othe 
Schedule oO: | ; ' rEXAS—Weat Texas Sweet 
Olla & Other I OKLAHOMA—Sour Crude Schedule lantie, Cities 
Sehedule P: Ark , Schedule A : é Humble, M Ph 


LOUISIAN A—Coast: cay: of 
icaste. @ Otte TEXAS West Texas Intermediate 

) . " Schedul D At nt ( 4 

Schedule F: Gu TEXAS—East Texas Field Humble. M Phillioe, Pure 
Eunice & Othe Field $2.90 Flat Price: Ark. Fuel, Atlantic 34 ; is : 
Schedule E (24-29 gravity) ervice, Gulf, Humble, Magr 

Ame ' Phillis he ir 
Texace rEXAS Weat Texas Sour 


in 


LOUISIANA—Ea Schedule ( 
Delhi & Othe rE XAS—East Central H ¢ Mi 
Schedule N Schedule B: Humble, ! 
Fairview & Othe l 
Schedule O ) rEXAS—Gulf Coast WYOMING 
Aldine & Other Field Schedule 
LOUISIANA—North Schedule P: Pan An Pure 
Athens-Pettit & Othe j — , 
in Other Fields 
Schedule M: Fase i pete Ph F: me . he * 
Cadd Home & Other ‘ ; Par  paomaettlese 
Schedule A Ark. Fue . " ' ’ a ’ 1erica 
ett Iincis r 
& Other Field 
Schedule J: Atlantic, Philliy ure FLAT PRICES 


WYOMING—Sour Crude 
Schedule KR ( t 


LOUISIANA—South 
Schedule P: Citic , ! nts - 
Gulf. Magr ? ee ose Creek & Other Low Cold Teat ield Listings also include some fields on gravity 
Texaco Schedule E (24-30 Gravity) H s achedules) 
Ame an, Stanolind, Sun, Texac« ARKANSAS 
Hastings & Other Fields Limestone Condensate 
MISSISSIPPI. ' Other Fields Schedule E (24-40 Gravity): Atlantic i andstone Condensate 
Schedule Q #80, l Humble, Pan American, Btanolind mackover (Ark. Fuel 
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aC] prices CRUDE OIL domestio—in § per bbl. of 42 U.6. gals. at the well 


ILLINOIS 


Ill. (Ohio Oil 8- 
Basin (Ashland 7-9- 
5, Ohio Ol & 
Shell 8-19-66, 
3-24-66) 
Ii} Se 
Ill, (Sohio, 
lil. (Bohio, 
fields 
Plymouth 


Kastern 


iil 
Magne 
shio 
10-1-64) 
Ol 


(Ohio 


INDIANA 
All fields 
Western 


& 
Ind 


pools 
(Ohio Oil 
KENTUCKY 
Butler Co Area 
7-12-64) 
Owensboro 
Ragland 
Somerset Grade 
Western Ky 
(10-1-64) 


LOUISIANA 


Pigeon (Republic 

(Continental) 
(Atlantic) 

Creole (Pure) 

Hay nesville-Smackover 
Condensate (Art 
Crude (Ark. Fuel 

Nenle (Atlantic) 

North Louisiana 
Cotton Valley 
Gloyd @ 

South Louisiana 

Sweet Lake (Pure) 

Urania (Ark. Fuel) 

Ville Platte 


Arena 


Grade 


(Ashla 
(Ashlanc 
all flelds 


Bayou 
Hear 


vens 


Conde 


Wao) 


Conden 


Fi 
Gulf) 


it 0) 


16-66) 


54, 


Gulf 6-16-56, 


yiie 


10-1-64) except flelde below 2.90 
10-1-54) Dudley field y 
Elbridge 
4-16-66) 


(Sohio, 
8-16-65) 


(Owensbore 


nd 
. F 


(Ashland, 
& 


) 


iel, 


n 


(Continental) 


1-9 
pool ohlo 


Schedule O 
Carter 4-16- 
Pure & 
& Texaco 
$2.90 
2.59 
& Stoy 
Bchedule O 
2.57 


10-1-64) 2.90 


Schedule O 


Ashland, 


1-9-54 
9-64) 
9-54) 


Gulf) 


MICHIGAN 
Only lowes 
pany are shown 
obtained on 
Bay Pipe Line 
Elmwood 
Lake George 
Leonard Pipe 
Clare City 
Fork & 
Pure 
Adama & Deep Kiv 
Coldwater (10-28 
imrall 
Grant (65 
Sarryton 
ohio 
Coldwater (10-1! 


t and highest postings « 
other post 
NPN 

4) 


below; 
request to 
(10-16 


Stony Lake 
Line (6-1-64) 
other fields 


er 


4) 


29-54) 


jun Denslov (10-1¢ 


54) 


MISSISSIPPI 
Baxterville 
Condensate (Gulf) 
Crude (Gulf) 
Central Miss. Condenas 
Fayette (Faso) 
Gwinville (Ke 
Pickens crude (( 


MISSOURI 


t. Charles ( 


0) 


arter 


ohio, 10-1 
MONTANA 

Cat Creek 
Darling 
Pondera 


(Continental) 
(Carter) 
(Phillips) 


OHIO 


Cleveland 
Corning 
Corning 


& other fields (Sohi 
(Ashland 11-11-54) 
(Seep, 11-1-54) 





Lima (8.0. Ohtlo) 


PENNSYLVANIA—Penn. Grade 
(1-21-55, except as noted) 

Allegany, N. Y. (Sinclair 2-1-56) 

Bradford, Pa. (Seep, Tide Water) 

Eureka, . Va. (Seep) 

Middle Penna. (Seep) 

Southwest Penna. (Seep) 

Zanesville, Ohio (Ashland) 


of each com 
ings may be 


$2.50 
2.98 


2.62 
2.98 
TEXAS 
Agua Dulee (Republic) 
Atlee (Republic) 
Jenedum Condensate (Shell) 
Cayuga Condensate (Pan 
Chapel Hill: 
Condensate (Sinclair) 
Crude (Sinclair) 
Charlotte (Humble) 
Clay Creek (Sun) 
Conroe (Humble, Sun, Texaco) 
Darst Creek (Humble, Magnolia, 
Texaco) 
Pearsall (Humble) 5¢ below 
Quitman-Paluxy (Pan American) 
Tomball (Humble, Magnolia, 
Van (Humble, Pure) 
Willamar (Pan American) 


80 
04 


4% 
3.06 


04 
5¢ above 


Schedule 


WYOMING 


Beaver Creek (Stanolind) 
Big Sand Draw Condensate 
Byron (Ohio Oil, Stanolind, 4 
Garland (Ohio Oil, Stanolind 
Hidden Dome (Ohio Oil) 
North Sand Draw (Sinclair) 
Oregon Basin (Ohio Oil, 
Texaco, 4-16-55) 

Riverton Dome (Stanolind) 
Wertz (Sinclair) 


2 
26 


Schedule 


11-1-54) 





American) 


Stanolind) 


(Sinclair) 
55) 
-§5) ] 


4-16 


$3.50 
3.50 
2.97 
3.37 
3.08 
2.72 


3.10 
3.05 
2.90 


2.90 


2.90 
2.83 
Schedule B 
2.65 


3.13 


2.7 
Schedule C 
2.76 
3.13 
2.73 
2.70 


Schedule D 
2.90 
1.80 
RO 

1.65 
Schedule D 


Stanolind, 


1.75 
Schedule D 
Schedule C 





8. O. Califorala prices effective Sept 


SCHUPDULE 

(iravity 
12.9 
3.9 
4.9 
16 9 
169 
17.4 
18.9 


26.4% 
27.4 
28 


HEDULE 
vity 
12.9 
18.9 
14.9 
15.9 
16.9 
17.9 
18.9 
19.9 
20.9 
21.9 
22.9 
28.9 
24.9 
25.9 
5-26 .9 
27.9 
28.9 
29.9 
80.9 
$1.9 
42.9 
43.9 
$4.9 
865.9 
86.9 
87.9 
na.9 
$9.9 
40.9 


Sched 


Aliso Canyon 
Belridge 

Buena Vista Hills 
Canfleld Ranch 
Coalinga 

Coles Levee 

Cymrte 

Del Valle 

Fast Coyote 

Edison 

Elk Hille (Shallow). . 
Flk Hille (Stevens Zone) 
El Segundo.... 


170 


ule 
87 
87 
82 
18 
n4 
11 
a6 
18 
28 


11 
8 


i 


wShwrts 


Elwood 

Gato Ridge 
Greeley 
Guijarral Hille 
Huntington Beach 
Inglewood 

Kern Front 
Kern River 
Kettleman Hills 
Lakeview Area 
Leffingwell 
Lost Hills 
McKittrick 


CALIFORNIA 
1, 1954. 
6 7 f 
Cravit 

24 


78 
78 
84 
90 


$1.91 $1 
1.97 ] 
2.04 1 
2.11 1 
2.19 
2.27 
34 
2.42 
2.49 
2.56 


9 


Schedule Sched 


14 Midway Sunset 

f Mission 

Montalvo 
Pool) 


West (Colonia 


Montalvo West (McGrath 
° 


Pool) 
Montebello 
Mountain View 
Mt. Poso 
Newport-Anaheim 

Area 
Newport—Other Than 

Anaheim Sugar Area. 


Sugar 


SCHEDULE 


9 


All gravities above those quoted take highest price offered for the field epecifed 


i) 10 11 12 13 4 
¥ 

$2.5 

2 

2 

O°" 

9 


Senn nnwoewr 


nee — 


NPN NwNwNMNONwsoN 


) 


SSW NNVNNN NWN NN MOowr 
SWNONNNNNVNNNNNN <= 


BBWBRBDBSBSNNNNNNNNNVNNONNN——— 


— ) - 

cece co core rome rns 

C2 OS GO CONN NN PS PS OS PS PO OS NH NY SP 
SeSVsBaeswsewswwoownwnrnwn 


ule 
82 Oxnard 

25 Pleasant Valley 
ee Race Track Hill 
ee Raisin City 
Richfield 
Rosedale 11 
Rosedale Ranch 35 
Round Mountain 1 
Santa Fe Springs 10 
Santa Maria Valley 5 
Seal Beach 9 


Schedule 
21 
34 
11 
34 


o7 
“i 


Tejon Hille 
Torrance 
Wasco 
West Cat 
Flores 
West Cat 
quoe Zone) 
West Coyote 
Wheeler Ridge 
Whittier 
Wilmington 


Signal Hill (Long Beach) 


Canyon 


Canyon 


15 


NNW NNNK- = 


nerrn 


toro nn 
SBOSONNNNHNNNNNNONWH 


SeSeVaeenwsawsewansaea 


Schedule 
19 
17 
26 
11 
Los 

4 

(Sis 
4A 
30 


28 
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CRUDE OIL 


Venezuelan Crude Prices 


Prices per bbl. for cargo-lot quantities, FOB vessel at ports shown; : 
and to availability and other terms stated below; 2¢ per bbl. differential per degree of gravity applies for gravities below 
except as noted. Prices for crude oi] sold at points other than those indicated subject to variation from prices shown below 
transportation and terminalling requirements 


Foreign—in $ per bbl. of 42 U. S. gals., except as noted. 


effective at time vessel tenders for loading; subject to change without notice 
und above those shown, 


to reflect any change in 





Creole Petroleum Corp 
API Price (Bbl. 

16.§ $1.80 

18.§ 11 

B5 

30 


Effective Date 
2-18 
2-18-56! 

1 

18-5 

18-5E 

18 

18 

23 - 6% 

18 

23 

18 

18-5 

18 

18 

18-BE 


Crude FOB 


Las Piedras or Amuay 
Las Piedras or Amuay 
Las Piedras or Amuay 
Amuay 

Amuay 

Amuay 

Las Piedras or Amuay 
Tucupido 

Puerto La Cruz 
Puerto La Cruz 
Caripito 

Caripito 

Caripito 

Boca de Uracoat 
Capure (Pedernales)1 


Cardon 
Cardon 


Gravity 
**16.5 
**18.5 

Flat 
*26 .5 
*26 .0 
81.0 
*29 [ 
48 
41 
32-32 
36 
32-32 

**16.1 
*20 f 


0-2 


Bachaquero 

Tia Juana Heavy 
Lagunillas Heavy 
Tia Juana Medium 
Tia Juana 102 L. P. 
Tia Juana Light 
Mara , 
Cumarebo 

San Joaquin 
Oficina. 

Mulata 

Jusepin.. 
Quiriquire 
Temblador 
Pedernales 


Canadian Crude Prices 


26 .§ Postings of Imperial Oil Ltd. Prices are in 
25 

B1.§ 
29 § 


dian dollars per bbl. of 36 Imp. gal 


effective 3-1 


ny Plair 


bo) 


1)-2, 


Alberta 


Acheson 


NWewnwnwmne-— 


1-3, L.« 


St« 


Armisie L.C 

Duhamel D-2, D-3 
Excelsior D-2 

Fenn-Big Valley D-2, D-3 
Golden Spike D-2, D-3 
Joarcam-North 


= == DO PO PO PO GO GO PO OO OD OD > 


be be fo PO 8 


*21 


ment Co 
99 
58 


Colon Develo 
37.9 
30.9 


West Tarra 
La Cruces/Los Manueles 


87 
30 


Joarcam-South 
Leduc-Woodbend D-2 
Malmo D-2, L.C, 
Malmo D-3 


» 


ter 


ompania Shell de Venezucla 
41.9 
32.9 
33.9 
4 
9 
4 


San Joaquin 
Oficina 

Paconsib 

Lagomar 

Mara 

Cabimas 

Lagunillas. .. 
Bolivar Dist. Heavy 


41 
32 
33 


#99 


Puerto La Cruz 
Puerto La Cruz 
Cardon 
Cardon 
Cardon 
Cardon 
Cardon 
Cardon 


04 
82 
70 
45 
40 
15 
85 (fi 


65 


1).3 


New Norway 
29 
29 
99 
22 
e3 
12 


New Norway 


PS O DS PO DS 


+0 
oa Pembina Cardium 
+99 

appro at Redwater D-3 


**12.6 


owe 


5 
9 
Manitoba (Effective 2-16-55) 


oil ¢ 
; a Daly area-Missiasippian 


8.06 
2.86 


Socony-Vacuum of Venezuela 
12.0-42.9 
14.0-34.9 


deg. grav.: *2.5¢ bbl. 


Middle East Crude Prices 


Prices are per bbl. of 42 U.S. gals., exclusive of local port or other governmental charges, sales 
taxes, etc., if any; FOB loading port indicated, for gravities shown; 2¢ per bbl. differential per 
degree of gravity applies for gravities below and above those shown 

Persian Gulf 
Gravity Price 
Arablan (ex Rastanura) 86-86.9 $1.97 


San Joaquin 
Oficina 


Puerto La Cruz 
Puerto La Cruz 


ow draft 


Virden area-Missisalppian 


Differential per ! **3 5¢ bb! all 


Ontario (Effective 4-25-55 
Oil Springs Receiving Station 
Sarnia by t. w. or t. ¢ 


12th Line Recelving Station 


Saskatchewan (Effective 1 
Eureka-Viking 2 6 
Viking 224 


Crude Gravity Price 


81-31.9 1.67 


Crude 


Iranian (ex Abadan) Smiley 


Esso Export (7-27-58), Soc.-Vac. Overseas Sup- 
ply (7-24-53) 

Arabian (ex Rastanura) 

M. E. Crude Sales (7-21-68) 
Basrah (ex Fao, Iraq) 

Esso Export (7-27-63) 
Iranian (ex Bandar Mashur) 34-34.9 1.91 

BP Trading Ltd., Esso Export, Shell Petroleum 


84-34.9 1.93 


86-36.9 1.92 


BP Trading Ltd., CFP, 
Petroleum (10-29-64), 


Iranian 
Iran 


86-36 
16-63), Soc.-Vac 


Iraq (ex Fao, Iraq) 9 
BP Trading Ltd. (7 


Supply (7-24-63) 


Iraq (ex Fao, Iraq) 
Shell Petroleum (7-20-68) 


9 


Branch, § 
California 
(12-29-64), Soe.-Vac. Overseas Supply (11-83-54) 


1 


Overseas 


1 


hell 

oO 

Alta) Crude (2-1 Prices 
tankage, begin 23-33.9 
with 2¢ differential per deg. of 
ver at $4.285 


Valley 
producers 
at $2.665 
to 64 & « 


Parner 
FOB 
grav 
grav 


with 
92 


90 


(10-29-54), CFP, Iranian Branch, Iran Cali 
fornia Oil (11-1-654), Gulf International 
(11-56-54), Soe.-Vac. Overseas Supply (11-33-54), 
The Texas Co. (Iran) (11-4-54) 


Iranian (ex Abadan) $4-34.9 1.86 
BP Trading Ltd., CFP, Iranian Branch, Faso 
Export, Shell Petroleum (10-29-54), Gulf In- 
ternational (11-5-64), Iran California Oi) 
(12-29-64), Soc.-Vac. Overseas Supply (11-8 
64), The Texas Co. (Iran) (11-17-64) 


Kuwait (ex Mina-al-Ahmadi) 81-31 .9 1.72 
BP Trading Ltd., Gulf Exploration (7-16-53), 
Soc.-Vac. Overseas Supply (11-3-54) 

Qatar (ex Umm Said) 40-40 
BP Trading Ltd. (7 

Qatar (ex Umm Said) 
Shell Petroleum (7-20-53), 
Supply (7-24-63) 

Qatar (ex Umm Said) 

Esso Export (7-17-63) 


Eastern Mediterranean 


3} 9. 2.08 Far East Crude Prices 
89 39 
Vac 


9 2.06 


1 8S. dollars 
Overseas t lola 


eal port or 
within gravity 
lots, FOB port 


bbl. of 42 


other « 


P ric 
U vals 
charges, for 
loaded in full cargé 
Crude 
Company 
Gravity API 
Price 
FOB 
Effective Dates 


es are in per 


Soc 


vernment 
stated, 


ated 


ex | 
range 
indie 


36-36 .9 2.00 crude 
eria Light 

da tat 
47 
$2.40 
Sarawak 


41-54 


Crude Gravity Price Sarawak Oilfie 


Iraq (ex Tripolf, Lebanon / 
Bantas, Syria) 

BP Trading Ltd 7-16 538 

7-17-63), Sheli Petroleum (7 

Overseas Supply (7-24-53) 


Crude Gravity Price 

Arabian (ex Sidon, Lebanon) 86-36.9 $2.39 
Esso Export (7-17-63), Soc.-Vac. Overseas Sup 
ply (7-24-53) 

Arabian (ex Sidon, Lebanon) 


M. E. Crude Sales (7-21-53) 


1) 
36-86 .9 
» Easo Ex 
20-63), Soe 


ay 
Sg 


34-34.9 2.86 ac 





Crude-Products pap nr 
NOadIIICS 
BLS figures, with petroleum indexes based on Platt’s 

OILGRAM quotations, follow (1947-49 equals 100): 

Change 

May ’55 
vs. 

May ’54 


109.9 110.5 110.9 


(*) Preliminary 





Change 
May May vs. 
1954 April ’55 
120.6 


Mav* NPN Gasoline Index 
1955 


120.4 


April 
1955 
120.4 


Dealer 1.W. Tank Car 


(cents per gal.) 
Crude pe 


Crude and 
products 
Gasoline 
Kerosine 
Distillate fuels 
Residual fuels 
Lubricating 
oils 
Natural 
gasoline 


June 1° 
Month 
Year 


16.23 
lf 
16.14 


x 


Ago 


111.5 Ago 


113.3 
116.1 
120.6 
101.6 


111 
112 
119 
123 
100 


111.7 
116 
113 
117.8 ; ex 
9] 


Dealer dealer t 
tank 
Tank car index 
for 
terminals: Oklahoma 

Paul, Western Pennsylyv 
bor, Philadelphia, Jack 


ink 


index is a v ge of 


<y 


Wagon price 


follo 
FOB 


Minne Apol 


is weighted average of wing whole 
refineries of 
is-St 


New York Har 
ind Gulf 


gasoline 
District 
ilifornia 


Boston 


regular-grade 
Chicago 
inia, ¢ 


sale markets 


26-9 


onville Coast 


63.6 
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statistics 


Gasoline Consumption by States, February, 1955“ 


(American 


January 
195% 
Gallons 


Tax Kate? 


Alabama 
Arizona 
Arkansas 
Californi 
Colorads 
Connecti 
Dela 
Dietrict 


orida 


Ma 
Mat 
Mia 
Michis 
Minne 
Missal 
Missour 
Montana 
Nebraska 


land 


Hamps 


Oregon 
Vennayl 
Ithode | 
jouth 
outh 


nin 
land 
Carolina 
Dakota 
Tenne er 
Texas 

Utah 


Dall 
Change 
Total ch 


lVercentume 


iniee 


* In wenet 
for a taxi 
+ Thee 
r) Revi 


iré 


ed 


Gasoline Prices for 50 US. Cities 


for 


Texas Co 


Averages of regular-grade gasoline June | as 


The to Americ 
(i) and (d) indicate 


prices on 


reported by an Petroleum Institute. Figures 


in ¢ per gal decrease as compared 


May | 


increase Of 
with 
Posted 
Dealer 
t/w price 
(ex tax) 


Gasoline 
Tax 

(incl, 24 

federal 


Service 
Station 
(incl. tax) 


Service 
Station 
(ex tax) 
Average U.S i ] 1.59 
Portland, Me 
Manchester, NH 
Burlington, Vt 
Boston, Mass 
Providence, RI 
Hartford, Conn 
Buffalo, N.Y 
New York, NLY 
Newark, NJ 
Philadelphia 
Dover, Del 
Baltimore 
Washington 
Charleston 
Norfolk, Va 
Charlotte, N« 
Charleston, S.¢ 
Atlanta, Ga 
Jacksonville, Fla 


16.3 
15.70 
16.450 


d-29.05 
i-29.90 
6.90 
9 70 
24 
19 
19 


00 
OO d 
16.90 Oo 
OO 90 
OO 90 
OO 90 


, 


oo) {) 


00 90 
OO 90 


Pa 00 +90 
(M) 

Md 

D« 


W. Va 


i) 
00 
i) 


90) 


OO) 
O00 
00 
oO) 
00 
9.00 


») 
1 


” 


90 
SO 
RO 


d 30.80 
d-19,90 


d-28.90 


172 


Petroleum 


lnatitute figures) 


Month of 
-bruary 

1955 
Gallons 


5000 


, 000 


feder 


Ala 
Miss 
Tenn 
Ky 
Ohio 
Ind 


Birmingham 
Vicksburg 
Memphis 
Lexington 
Youngstown 
South Bend 
Chic ill 
Detroit, Mich 
Twin Cities, Minn 
Milwaukee, Wis 
Fargo, N.D 
Huron, 8.D 
Omaha, Neb 
Des Moines 
St. Louis, Mo 
Wichita, Kan 
Okla 
Rock, Ark 
New Orleans, La 
Houston, Tex 
Albuquerque, N.M 
Denver, Colo 
Casper Wyo 
Butte, Mont 
Roise Ida 
Salt Lake ¢ 
Reno, Nev 
Phoenix, Ariz 
San Francisco 
Portland, Ore 
Spokane, Wash 


(*) Includes Ix 
(%*) 


Tulsa 
Little 


ity 


Includes 0.5¢ 


NATIONAL 


Calif 


219 


1 


February 


1 


lf 
( 


1054 
Gallons 
497 


14,860,000 


. O28 OOO 
11.000 
4223 000 
532.000 
1k7.000 
449.000 
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‘es ENTURIES ago Voltaire said, “He who 
makes two blades of grass grow in place of 
one renders a service to the State.” The job 
of Standard Oil Company (New Jersey) and 
its affiliates is something like that — to pro- 
duce oil where none was produced before and, 
by so doing, to create wealth for everybody. 


How well have we been doing this job? 


Our Annual Report for 1954, which has just 


been sent to the 300,000 shareholders who 


own Jersey Standard, tells about it 


It tells how wealth was created by extend- 


ing known oil fields And by discovery of 


new ones By converting crude oil, itself 


of litthe value, into hundreds of useful prod- 


ucts By moving petroleum products from 


where they were made to where they were 


needed 
All these things helped the people and 
the nations where w 


strengthened e do 


business. 
Some highlights of these activities, drawn 


from the Annual Report, are set forth here 


as a matter of public information 


STANDARD OIL 
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About Oil People | 


= —_—_-_ OCC Clr rl || — 


At The NOJC May Meeting 


Rapp Bartkus Kessler McCusker Bussey Calkins 
COLORADO Petroleum Marketers Assn. became the newest 
member of National Oil Jobbers Council after NOJC voting in 
St. Louis. Delegates are Herb Rapp, Denver; Tony Bartkus, 
Boulder; Jim Kessler, Dick McCusker, George Calkins (presi- 
dent) and Gorden Bussey (secretary) all of Denver 


Hahn Elliott 
INTENT TALKERS on the way to one of the NOJC programs are 
Clint Elliott, of Elliott Oil Co., Pine Bluff, Ark., and Herb H. 
Hahn, secretary of Nebraska Petroleum Marketers, Inc. 


Marvin L. Neverman of the 


president of Sinclair Oil Corp. since 


Gosney, execulive vice 


1949, ts elected chairman of the com 
elected treasurer 
Named to the 


pany’s board of directors. Gosney 
joined Sinclair in 1917 as treasurer of 
Sinclair Refining Co. In 1925. he 
moved to New York to become assist Oil Co., 
ant treasurer of Sinclair Oil Corp. He the 
became treasurer in 1940. He was Oil Co., 
elected vice president in 1941 and a 


director in 1942 


. Stewart P. Coleman, a director of 
Standard Oil Co 
elected a vice chairman and chairman 


John I. Kaiser of the Eau Claire 
Golden Rule Oil Co., Eau Claire, was 


elected president of the Wisconsin of the trustees of the National Indus- 
Board 
a vice chairman is R. G. Follis, chair- 
man of the board of Standard Oil Co 


Petroleum Assn. at its annual conven trial Conference 
tion. He succeeds Don Condon of the 
Condon Oil Co., Ripon 


Chosen as vice president was Don of California. 


Madison, was re 


board of directors 
were Dave Gluck of the International 
Milwaukee; Arthur Curry of 
Lafayette County 
Darlington, and E. R. Egdahl 
of the Egdahl Oil Co., 


(New Jersey) is 


Neverman Kaiser Hall 
HASHING OVER an upcoming agenda after one of the morning 
sessions are these three young jobbers: Don Neverman, 
Marinette, Wisc.; John |. Kaiser, Eau Claire (president of Wis- 
consin Petroleum Assn.); and Myles Hall, Duluth, Minn. Never- 
man is 36, Kaiser is 37, and Hall is 39 


Yerly Mills Sr Gemlo Horning 
RELAXATION time for Everett Yerly, La Crosse, Wisc.; Miles M. 
Mills, Sr., Des Moines; Thomas H. Gemlo, Minneapolis, and 
H. F. Horning (secretary of Northwest Petroleum Assn.) 


Neverman Oil Co., Robert Crane of Reel-Strong Fuel 
Marinette. A. C. Breuch of the Penn- Co., Cranford, heads up Oil Heat 
sylvania Oil Co., 


Council of New Jersey for the new 
year. Mitchell Rile of Mitchell Oil Co., 
Montclair, is vice president and Leo 
Kramer of Monarch Fuel Oil Co., 
Elizabeth, is treasurer 

Co-operative * 

Philip R. Crippen of the Apex 
Motor Fuel Co., Chicago, is new presi- 
dent of the Illinois Petroleum Market- 
ers Assn. He succeeds M. G. Schermer- 
horn of The Schermerhorn Co., La 
Salle. 

W. M. Patterson of Patterson Bros 
Oil Co., Williamsville, was re-elected 
first vice president. Clyde O. Lyddon 
of Smith Oil & Refining Co., Rock- 

(Continued on p. 176) 


Wausau 


Also elected 
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RHEEM DOES THIS:.. 











INSTEAD OF THIS... 








chemical 
residue 


pa’ Ae 


nS 


...£0 give you longer lasting 
linings for steel drums 


Rheem-lined steel drums last longer, and here are two 
good reasons why: 


1. INTEGRATED LININGS 2. SHOT-BLASTING 


Yes, Rheem linings are bonded directly to the steel with 
a bulldog grip. They’re integrated linings. There’s 
nothing between the steel and lining to cause flaking 
or peeling—nothing that can be attacked by packaged 
chemicals! And the linings last longer. 


Rheem physically cleans and roughens its steel by 


YOU CAN RELY ON 4D 


7600 S. Kedzie 


Chicago 29, lil. 


MANUFACTURING COMPANY 


shot-blasting. Bombarding the steel with high-carbon 
shot, Rheem can thoroughly remove scale and properly 
roughen the surface that must accept the lining. There 
is no chemical residue that could interfere with the lining 
application, and the hills and valleys of the steel 
offer a more positive gripping surface for the lining 


Next time you place an order for steel containers 
remember this: Only Rheem drums have integrated 
linings. And because they last longer, they give you 
better protection for your product 


ND AND SOUTH GATE CALIF 
NEW YORK, NEW ORLEANS, LINDEN 


AND SPARROWS POINT MARYLAND 


“It’s better to ship in steel”’ 


World’s Largest Manufacturer of Steel Shipping Containers 





—fy about oil people 


ford, was named second vice president 

New members elected to the board 
were Russell Stewart of Stewart Oil 
Co., Champaign, and Leo Bennett of 
Bennett Oil Co., Windsor. Directors 
re-elected were A. L. Lake of Liberty 
Oil Co., Waukegan; Karl D. Friend of 
K. Friend & Co., Chicago, and Frank 
Ford of Ford Oil Co., East St. Louis 

° 

W. H. Beim, formerly general man 

age! ot W H. Barber Co's Chicago 


division, joins Pure Oil Co. as manager 


of its national accounts and bulk oil 
sales. He is succeeded by T. R. Jenkins, 
formerly petroleum sales manager in 
the Barber organization 
© 

A. L. Gilbert is elected secretary of 
Southwest Grease & Ojl Co., Inc., 
Wichita, Kan. Gilbert previously spent 
13 years with Cities Service Oil Co., 
and was secretary of W. W. Virtue 
Co., Inc., until that firm was succeeded 
by the J. M. McDonald Co. He came 
to Southwest Grease in August, 1954, 


and has been serving as office manager 


Lion's Quick Quiz: 
Who in the past 
since clothes were worn 


have been well known 


af and forbidden fruit 


for their 
uniform? 


formed 


a potent team pitted against poor, unsuspect- 
ing Adam. With a combination like that, how 


could she lose? 


Today, Lion's distinguished 


uniforms offer as much 


oil trade as Eve's daring duds 


service 


station 


sales appeal to the 
brought to the 


male market. In the neat, efficient comfort of 


a Lion uniform, service men look 


That's why: 


like and mean business! 


MORE MAJOR OIL COMPANY 
THAN ANY 


MEN WEAR LION 


BRAND! 


Write ~ 44 Webb Street 


business- 


SERVICE 


OTHER 


NATIONAI 


Robert M. Gray, advertising and 
sales promotion 
Standard Oil Co., is new vice president 
of the Advertising Club of New York. 

. 


manager of Esso 


William Naden 
is elected execu- 
tive vice president 
of Esso Standard 
Oil Co. He suc- 
ceeds Marion W. 
Boyer, who has 
been elected a di 
rector of Stand- 
ard Oil Co. (New 
Jersey) 
William Naden Naden has been 
an Esso director 
since 1946 and a vice president since 
1950. He joined the company 28 years 
ago as a chemist at Everett, Mass 
During World War Il he served a 
term as director of District I, Petro- 
leum Administration for War. His of- 
fice is in New York 

* 

Jack Davidson of Cities Service Oil 
Co,, Bala-Cynwyd, Pa., is president of 
Philadelphia Oil Heating Service Man 
George R. Moore of 
Elliott Lewis Corp., Philadelphia 1s vice 
president. Other officers are Charles 
R. Schaffer of Sinclair Refining Co., 
Philadelphia, secretary, and Louis Bat- 
tista of J. E. Kinkel Co., Philadelphia, 


treasurer 


agers’ Assn 


George H. Glenn is named manager 
of The marketing 
research division. Glenn was formerly 
assistant sales manager of the com- 
pany’s 14-state Northern territory. He 
has been with the company since 
1924. He will make New York his 
headquarters 


Texas Co.’s new 


. 

P. C. Spencer, Frank M. Porter, and 
Lt. Gen. Ernest O. Thompson were 
representatives at the fourth World 
Petroleum Congress in Rome, June 
6-15. Spencer, president of Sinclair 
Oil Corp. and chairman of the board 
of American Petroleum Institute, and 
Porter, who heads Fain-Porter Drill 
Oklahoma City, and is presi- 
dent of API, participated in the Cong 
ress as industry representatives to the 
Committee of Honor. Gen. Thomp 
son, a member of the Texas Railroad 
Commission, served on the Committee 
of Honor as one of three U. S. govern- 
ment representatives, with Secretary 
Douglas McKay and 
Ambassador to Italy Clare Boothe 


ing Co., 


of the Interior 


Luce 
oe 
QO. H. Lindmark, formerly assistant 
manager-consumer in Standard Oil 
Co. (Indiana) Peoria, Ill., division, is 
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appointed assistant manager-reseller at 
Decatur, Ill. H. F. Riedel assistant 
manager-reseller at Peoria, will suc 
ceed him there. K. G. Blanchard, 
assistant manager-reseller at Decatur, 
is transferred to the same position at 
Peoria. Lindmark and Blanchard have 
been with Indiana Standard since 
1930. Riedel joined the company in 
1938 


F. C. Love will 
be the first presi 
dent of the new 
Deep Rock Oil 
Co. The organi 
zation has been 
set up as a wholly 
owned subsidiary 
ot Kerr-McGec¢ 
Oil Industries, 
Inc., after trans 

F, C. Love actions earlier 
this spring in 
which Kerr-McGee purchased $17 mil 
lion worth of assets from the former 
Deep Rock Oil Corp. The new sub 
sidiary will operate all of the Kerr 
McGee refining, marketing and pipe 
line facilities, including those acquired 
in the recent sale. Headquarters will 
be Tulsa. 

Love will remain as general vice 
president of Kerr-McGee. He joined 
Kerr-McGee in 1948 as vice president 
and director and is a member of 
American Petroleum Institute 


J. G. Campbell W. M. Murray 


John G. Campbell is one of five 
new vice presidents selected for the 
company. He will head distribution of 
branded products. Campbell came to 
Deep Rock Oil Corp. in 1948 as head 
of its supplies and economics division 
In 1954 he was promoted from gen 
eral sales manager to vice president 
for marketing. He is a member of API 

William M. Murray will be vice 
president for bulk sales. He has been 
in the Deep Rock organization for 
more than 25 years. He is a past chat 
man of the API lubrication commit 
tee and a member of tts marketing 
division general committee 

James J. Kelly, who will be vic 
president for asphalt and unbranded 
pipeline sale joined Kerr-McGee in 
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Many a petroleum supplier 
looks on the distributor 


as a “mechanical man” a robot 


who grinds out the gallonage. 


This cold, remote control 


doesn’t exist for Independent 

Richfield Distributors. 

Marketing exclusively through 

these Independents, Richfield 

knows its distributors 

not as robots, but as men. 

Think what this means! 

As a Richfield Distributor, 

you deal personally with 

petroleum experts who are 

acquainted with and actively interested in you and the business 
you run. It’s a unique spirit that has given rise to the 


saying “Richfield men act more like partners than suppliers.’ 


Moreover Richfield sees that its distributors enjoy 
the freedom of a franchised territory, the benefits of big-time 
advertising, the rewards of expert marketing know-how, 


and countless other advantages 


If you feel you’re a mechanical man—contact Richfield today. 


RICHFIELD 


OIL CORPORATION OF NEW YORK 


579 FIFTH AVENUE, NEW YORK 17, WN. Y. 


Serving the Eastern Seaboard from Maine through Florida 


17 ] 
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State Jobber Groups Hold Conventions 


Dickey Ritchie 


TENNESSEE Oil Men’s Assn. president Gilbert B. Dickey, Jr., 
checks registration list with executive secretary James |. 
Ritchie at TOMA‘s Gatlinburg spring convention 


all 
Bryan Roberts 


NORTH CAROLINA Oil Jobbers Assn. director-officers met for 
breakfast before their duties began. They are: vice president 


Hilts 
Bertch 


EMPIRE STATE Petroleum Assn. officers are (front row) George 
L. Savory, vice president; Frank D. Bertch, president; Richmond 
F. Meyer and Harry L. Cool, vice presidents; (back row) E. C. 


178 


Schuster Williams 
INDIANA Independent Petroleum Assn.'s outgoing president, 
Francis J. Schuster, wishes luck to new president Russell Wil- 


liams. Both men are from Indianapolis 


\ a | 
Maultsby Little 
Swannie D. Bryan, president Forest C. Roberts, treasurer G. E. 
Maultsby, and attorney James C. Little 


| 


Park Townsend 
Meyer Cool 


Drake, treasurer; Harry B. Hilts, secretary; H. Halsted Park, 
vice president; Elbert Townsend, chairman of executive board 
and retiring president 
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1946. Before that he was engineer and 
vice president of Allied Materials 
Corp. He will continue as a vice presi- 
dent of the parent company 

Robert M. Chesney and Jack W. 
Roach are vice presidents in charge of 
the company’s two new refineries 
Chesney joined Deep Rock in 1951 as 
a refinery manager. Roach came to 
Kerr-McGee in 1952 as refinery divi 
sion Operations manager. Both are 
members of API 

* 

H. R. Swisher, marketing account 
ing department manager of Sun Oil 
Co., and R. F. Blewett, managing 
director of Belgian Sun Oil Co., a 
subsidiary, are elected directors of a 
new Sun affiliate, Sun Oil Svenska 
Aktiebolag (Swedish Sun Oil Co.) 
Company operations started June 1 

. 


P. A. Peterson 2. Gately, Jr 


P. H. Kennedy . E. Powley 


M. E. Powley, John E. Gately, Jr., 
Parker H. Kennedy, and Perry A. 
Peterson figure prominently in a new 
reorganization of marketing territories 
by Cities Service Oil Co. (Pa.), The 
company is the marketing subsidiary 
of the Cities Service system in thirteen 
northeastern states and the District of 
Columbia 

Powley, formerly division manager 
at Newark, N. J., becomes manager 
of the New York district. It will com 
prise New York, Connecticut, and 
northern New Jersey, Gately, for- 
merly manager of the old New York 
division, becomes manager of the 
Philadelphia district. This includes 
southern New Jersey, West Virginia, 
Pennsylvania, and Delaware. Peter 
son, who has been assistant director of 
marketing for Cities Service Petro- 


leum, Inc., will be regional manager 
at Baltimore, with jurisdiction over 
marketing in Maryland, Virginia, and 
District of Columbia. Kennedy will 
continue at Boston, where he has been 
New England division manager. The 
new Boston district includes Maine 
New Hampshire, Vermont, Massa 
chusetts, and Rhode Island 

Thomas F. McGarey, former man 
ager of the company’s Philadelphia 
regions, is elected vice president for the 
asphalt division. He will divide his 
time between New York and Philadel 
phia, and will continue as district 
chairman of the Oil Industry Infor 
mation Committee 

J. L. Rieley, division manager at 
Richmond, is transferred to the com 
pany’s New York offices as an assist 
ant general sales manager. Rieley will 
be in charge of wholesale sales. He 
will report directly to general sales 
manager E, W. Lang. Rieley has been 
with Cities Service since 1930. He 
was appointed to his last position in 
1954. He is succeeded by O. W. Wine, 
formerly sales manager at Richmond 

+ 

Douglas Campbell, Pure Oil Co 
public relations director, moves to 
Washington to become the company’s 
representative there. He succeeds 
Floyd A. Calvert, who retired May | 
Calvert joined Pure in 1926 as assist 
ant division attorney and came to 
Washington as special representative 
in 1950. He plans to move to Okla 
homa City, where he will specialize in 
oil and gas practice 

Gordon Ewen, who joined Pure last 
January, takes over as company pub 
lic relations director. He is a former 
associate editor of Commerce maga 
zine and served as assistant managing 
editor of Chicago Journal of Com 


merce, 


* 

William M. Norton, Jr., of Norton 
Oil Co., Phillipsburg, is the new presi 
dent of Fuel Oil Distributors Assn. of 
New Jersey, succeeding Willard Hed- 


den of The Hedden Co., Dover. Other 
officers are Willard Hegerman of Wel 
ler’s, Asbury Park, vice president 
R. G. Matthews of A. M. Matthews 
& Co., Orange, treasurer; and Herman 
Mandell of Sparta Fuel Oil Co 
Sparta, secretary. 

W. R. Fitzpatrick, manager of Con 
tinental Oil Co.’s Lincoln, Neb. divi 
sion for the past 10 years, has been 
named “roving ambassador” for the 
company. His job will be to contact 


Conoco’s various’ division head 
quarters 
Succeeding him as Lincoln division 


manager will be Kenneth R. White, 
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You get 
speed, 
safety, 
economy 
when you get 


EVER-TITE 


QUICK 
COUPLINGS 


Ever-Tite Couplings 
give you connections 
that are always 
tight...safe...fast. 


No sliding 
rings; absolute 
tightness is pre- 
determined in 
manufacture by 
positive gasket 
compression. 


You just slip the 
coupler over the 
adapter, and close 
the handles. 


EVER-TITE 
Standard 
Adapter and 
If you want to make Coupler 

it fast, make it 
Ever-Tite—the first 
choice where per- 
formance is the first 
consideration, In 
stainless steel, bronze, 
aluminum, steel and 
malleable iron. Ask 
your distributor now. 


EVER-TITE COUPLING CO. INC 
254 West 54th Street 
New York 19, N. ¥ 


EVER.-TITE 
Adapter and 
Coupler 
for 
Tank Car 
Unloading 


EVER-TITE 
Coupling 
Elbow and 
Check Valve 
Unit 
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assistant manager since 1953 ceeds Kenneth Wilkins. Wilkins Gayvert, former head of E. L. Gay- 
Fitzpatrick began in 1917 with resigned to become partner and presi- vert and Co., Towanda. Gayvert is 

Mutual Oil Co. at Kansas City. When dent of Ken-Wil Oil Co., which will now living in Florida 

Mutual merged with Conoco in 1919, distribute Kendall lubricants from its e 

he became plant manager at Fremont, Charlotte N ( headquarters Herbert Krechevsky of Kay Petro- 

Neb. He entered the Lincoln division Thomas joined Kendall in 1952. He leum Co., East Hartford, is the new 

office in 1926 and became division will reside in Shelby, N. ¢ head of the Northern Connecticut Oil 

manager in December, 1945 e Heat Assn., succeeding Louis P. LeBel 


. Bruce Wemett of The Wemett of W. C. Mason & Co., Hartford, who 


Barkley Thomas is Kendall! Refining Corp., Hemlock, N. Y., is elected to was elected a director. 
Other officers are Dick Wetstone of 


Pilgrim Oil Burner Co., Hartford, vice 
president; George A. Mellen of Mel- 
len, White & Palshaw, East Hartford, 
treasurer; and Ned Glenney of W. G 
Glenney Co., Manchester, secretary 

ae 


ANOTHER NEW rie ie 
| Major Oil Company on seen 
Loading Rack in Action... b halen Cs. 

by. 100 friends 
and UOP- em- 
ployees Harris 
served in various 


Co.'s new division manager in the the Empire State Petroleum Assn 
company's Carolina division. He suc board of directors. He succeeds E. L. 


eet ane 


D. W. Harris engineering and 
execultve posts with Cities Service and 
its subsidiaries from 1913-1945 betore 

=\ (Mey ‘. aT resigning from the company to head 
"we os Jo UOP 
es 

bi. Hayden A. Glatte is executive vice 
pyc iy? w - mat president and general manager of 
: ee Inter-State Oil Co., Kansas City, Kan 
‘: He has been associated for the past 15 
years with Flintkote Co., manufac 

turer Of building materials 


operating with OILCO a 
man becomes 

LONG-RANGE LOADER sales promotion 

manager in Phil 

lips Petroleum 

Co.'s sales de 

partment. He suc 

ceeds H. R. Cun- 

ningham, who 


Sizes 3” and 4” retired May 1 

Kinderman joined 

W. J. Kinderman Phillips in 1930 

To meet the requirements of the in- proof loading line valve, and two aoe Sens ~ 20 

dustry—distributors, bulk plants and Model 857 swing joints equipped with 

marketers—Oilco has perfected this TIMKEN tapered roller bearings to 1935. In that position he edited the 

assembly of extreme long range—a insure positive alignment and greater dealer publication, Selling 66. His 
new loader which, without re spot friction-free load capacities headquarters is Bartlesville, Okla 

ting, loads transports and tank cars The above illustration shows a . 

in a jiffy. No intricate mechanism. It new, modern installation employing . : 

does its work quickly, easily and 24 of these new Spring-Matic loaders W. G. Moore retired May 9 as 

efficiently on two racks, performing the job for assistant to the president of Gulf Oil 

This Spring-Matic assembly in- which it was intended and doing it Corp. He is a veteran of more than 

cludes No. 150 self-closing, shock- well 20 years with the company. He will 


sistant sales promotion manager in 


continue to live in Sewickley, Penn 


Write for Folder A-7 for complete description 


L. E. Riffe becomes vice president 
OIL EQUIPMENT MANU ACTURING co. in charge ol asphalt and refined oil 


- TLUST nT ee sales and purchases for Anchor Petro 
3100 VERMONT 1, KY 
° AVE., LOUISVILLE 1%, leum Co., Tulsa. Riffe joined Anchor 
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1952. He was manager in his de D. Higgins, who has been appointed town post. He joined Sun in 1946 
retail sales manager for the Ohio Val Raymond Ek. Martin becomes dis 
region at Cincinnat! trict manager at Brownsville.-He has 


in 
partment before his promotion 
. ley 

Pr. W. Wilson is named manager of Ralph P. Smith, Jr., replaces Osgood been acting manager of the company’s 


the sales promotion division of Esso at Youngstown. Smith has been in the Beaver, Penn., district. He came to 


Standard Oil Co. Wilson joined Esso Sun organization since 1936. He has Sun’s Pittsburgh office in 1945 
in 1935. He was administrative assist been district manager at Johnstown Walter J. Foley is the new acting 
ant in the advertising division betore Penn., since 1952 district manager at Beaver. He has 


promotion. His office is in New Edward D. Hemingway moves trom been merchandising manager for Sun's 


his 
region at Pittsburgh & 


York Brownsville, Penn., to fill the Johns central 
“ 
Beverley Matthews, C. B. E., Q. ¢ 
is elected to the board of British 
American Oil Co., Ltd. Matthews ts 
a partner in the legal firm of Me 
Carthy and McCarthy, Toronto, Ont 


. GET THE COMPLETE STORY ON 


Lillian Rosa 


Kraemer, market 

ing assistant in 

Esso Standard Oil } a 

Co.’s LP-gas divi 

SION, New York, a a) @2 


is the author of a 
new children’s 


ems STEEL SHIPPING CONTAINERS 


position Press 

Miss Kraemer’s 

Lillian K. Kraemer book The 
Wheelchair Adventures of Jeannie and 
the Wallpaper Children tells the 
story of a crippled child's fantasy 
: th ’ { : illustrations of all of the 
excursions rough time and space ; J many G. P. & F. Steel Ship 


aboard her wheelchair. Miss Kraemer! ping Containers that com 
{ bine Product Protection 


with Package Appeal 
© 


is vacationing in Europe, collecting 
material for a sequel to the book 


” 
complete information 


Fitzhugh C. Moore is elected presi clay ae sntogy and «data or apaciti 
— ‘ oie b ‘ ane dati on capacities, 
dent of Virginia Petroleum Jobbers : weavers sizes, shipping weights, 
Assn. He ts associated with York Oil } number to carload, et 
= 
Co., Hampton, Va * 
. srscincancoms descriptions and illus 
eet (an oe “ 
= trations of the various type 
Thomas J. Daman is new manager _ cana : , ents —_ eL. 
i 0 pouring spouts aval 
of the petroleum products sales divi : ae ane B able for every purpose 
sion of Service Petroleum Co., Tulsa : ~ oo e 
Harold O. Wolfinger becomes manage! “ vague tea information on G. P. &t 
lithographing facilities for 
placing your own trade 
’ : : mark or advertising mes 
the Universal Petroleum Co., Tulsa = sage on your ships ion ~ 
a , } Ip ; cu 
Wolfinger was with Consolidated Gra tainers 


& Equipment Co., Denver 
* 


sei We-tepend eee ‘SEND FOR YOUR COPY TODAY! 


has been appointed to the California 


of the company’s LP-gas division 


Daman was tormerly associated with 


cosa, PAESCHEE & FRET 


state industrial accident commission 
by Gov. Goodwin J. Knight. His term 
will end in January, 1959. Stewart 
retired recently as Sacramento division 
manager of Shell Oil Co., after 33 
years with the company 

° 


GEUDER, PAESCHKE & FREY CO. 
425 N. 15th Street 
Milwaukee 1, Wisconsin 
Please send me your new brochure describing G.P.& F. Steel Shipping 
Containers No cost or obligatior 
Emory M. Osgood becomes man 
ager of Sun Oi: Co.’s Pittsburgh sales 
district in one of five new appoint 
ments in the Sun marketing system 
Osgood joined Sun in 1946 and has 
been district manager at Youngstown 


NAME 


COMPANY 


ADDRESS 


CITY . ZONE STATE 


Ohio, since 1952. He succeeds Thomas x aa ee SE ee ee a a a a a a a 
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| Coming Meetings . 


twa wanwmeoeneaenenanaanwnwnwananana ems 


JULY AAmerican Society of Mechanical Engineers, Independent Petroleum Assn. of America, 
Petroleum Division, annual meeting, Roose annual mecting, Jefferson Hotel, St. Louis, 


Truck Trailer Manufacturers Asen., Ine., Ho- . ’ 
) velt Hotel, New Orleans, Sept. 25-28 Oct. 30-Nov. 1 


tel heraton-Cadillac, Detroit, July 
Independent Oil Compounders Asen., annua! 
AUGUBT meeting, Hotel Bismarck, Chicago, Sept. 26 National Labricating Grease Institute, annual 
. ST. meeting, Edgewater Beach Hotel, Chicag« 
South Carolina Oil Jobbers Asen., Hotel Fort Oct. 31 ey 1 2. ‘ maine ‘ , 
Sumter, Charleston, Aug. &-9 Ohio Petroleum Marketers Assn., Inc., fall 
conference and golf tourney, Netherland 
wonety of qpsemeteve pono egg Soe 2 ana Plaza Hotel, Cincinnati, Sept. 27-28 NOVEMBER 
ereary, eh OF ie otel Multno ' ‘ 
Senay, Teme, a —— “r ‘ itn ANational Oil Jobbers Council, annual meet- 
4 , , sie OCTOBER ing, Sherman Hotel, Chicago, Nov. 2-4 
National Congress of Petroleum Retailers, Inc., " ’ 
annual meeting, Sheraton-Cadillac Hotel, De American Society for Testing Materials, ASociety of Automotive Engineers, fuels and 
troit, Aug. 21-26 Committee D 2 Petroleum Product and lubricants meeting, Bellevue-Stratford Hotel, 
Lubricants, Statler Hotel, Washington, D. C., Philadelphia, Nov. 9-10 


Oct, 2-6 
Packaging Institute, Petroleum Packaging : , 


Committee, Royal York and King FKdward Texas Mid Continent Oil & Gas Asen., annua! American Petroleum institute, 35th annual 
Hotels, Toronto, Canada, Aug. 40-31 meeting, Hotel Baker, Dallas, Ox > meeting, San Franciseo, Calif., Nov. 14-17 


_ Indiana Independent Petroleum Assn., Hotel Transportation Group of the Petroleum In- 
SEPTEMBER Severin, Indianapolis, Oct. 12-13 dustry, annual meeting, San Francisco 
A . of D ick ¢ ‘ Calif., Nov. 14-17 

san. of Desk and Derrick lubs of North South Dakota Independent Of! Men's Asan., i ‘ ; 
America, fourth annual convention, New j 
York City, Sept. 2-3 annual meeting, Merchants Hotel, Mitchell eS y 
, - Oct. 12-13 DECEMBER 
Interstate Oil Compact Commission, Hotel 


ANorth Carolina Oil Jobbers Asen., annual Nebraska Petroleum Marketing Inc., annual 
LakFonda, Santa Fe, Dec. 1-3 


meeting Mayview Manor, Blowing Rock, meeting, Paxton Hotel, Omaha, Oct. 18-19 

Sept. 5-7 : 

AThe Oil Industry TBA Group annual meet 

ing Chase Park Plaza Hotel, St. Louis, Dee 
4-6 


Petroleum Marketers Assn. of Texas, annual 
AMichigan Petroleum Assn., annual meeting, meeting, Adolphus Hotel, Dallas, 19-21 
Pantlind Hotel, Grand Rapids, Sept. #-9 
Pennsylvania Petroleum Agsan., annual meet- . 
> wens o Packagin Institute, Petroleum Packagir 
Oil Industry Information Committee, Conrad ing, Pocono Manor Inn, Pocono Manor, Oct pei ~ py in Radon $1 Hotel, Phila 
Hilton Hotel, Chicago, Sept. 8-9 $-25 delphia, Dec. 6-7 
National Petroleum Aassn., 53rd annual meet National Assen. of Oil Equipment Jobbers, 5th AOil Industry Information Committee, full 
ing, Hotel Traymore, Atlantie City, Sept annual meeting, Hotel President, Kansa membership meeting, Waldorf catneie Taw 
14-16 City, Oct. 24-26 York City, Dec. 8-9. : 


Florida Petroleum Marketers Assn., Daytona AVirginia Petroleum Jobbers Assn., Roanoke 
Plaza Hotel, Daytona Beach, Sept. 16-16 Hotel, Roanoke, Oct. 27 
Empire State Petroleum Asan., fal! meeting, 
Akentucky Petroleum Marketers Asen., Concord Hotel, Kiamesha Lake, Monticello, 
Phoenix Hotel, Lexington, Sept. 22-23 Oct. 30-31, Nov. 1-2 Afkirst Listing 





_ 


TRUCK TANKS FOR 
FUEL OIL AND 
GASOLINE DELIVERY 


SOUTHERN’S custom designed 
TRUCK MODEL STYLE #5S-21M 
1800 GAL. CAPACITY 


a re ee es ee ee ee ee oe ‘ 


Features 
that mean better 
Service 


| =" 
METROPOLITAN gh 7 


Sufficient enclosed space for 
all pumping equipment 


oe wor spor FURMACE OH g 


Service from either side for 
efficient delivery on one-way 
streets 


200 feet of 114” hose 
Electrically -operated reel 


2” meter 


@ “Over the road” experience with Southern Truck Tanks is why 90% of our 


Rem 
sales is repeat business. You can own truck tanks that give you dependable ote contvets Ver — 


take-off 


——-—--—-—-—-—-—-—~—--—-—-—-—-—-----5 


performance, economical service, and an 
extra in years of operation if you specify 
Southern. One of our standard models 
may be exactly right for you or one of OUTHERN TANK & MFG. , nc. 
these models adapted to your require- 
ments. Contact us for full cooperation. 


r 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


150) MAYNES AVENUE OWENSBORO. KENTUCKY 
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CLASSIFIED 


UNDISPLAYED RATE INFORMATION DISPLAYED RATE 


$1.50 a line. Minimum 3 lines. To figure ad BOX NUMBERS count one additional line in The advertising rate is $14.50 per inch for 
undisplayed ads 


vance payment count 5 average words as a DISCOUNT OF 10% if full payment is mad Equipment and Business Opportunity advertis 

line. (see { on Box Numbers in advance for four consecutive insertions of ing appearing on other than ao contract bosis 
undisplayed ads (not including proposals Contract rates quoted on request 

POSITION WANTED. Undisplayed rate is one AN ADVERTISING INCH is measured % inch ws “te gan iin sa 

half of above rate, payable in advance vertically on one column, 3 columns—30 inches mployment advertising rate is ) Pp 

PROPOSALS, $1.50 cents a line an insertion to a page inch and is subject to Agency Commission 








Send NEW ADVERTISEMENTS to Classified Advertising Division, NATIONAL PETROLEUM NEWS ow f2ud St., N. Y. 36, N. ¥ 
SECTION CLOSES July 8th for August issue 





rhe @ 
“NEW YOI (Be z Pa Gpreress $0 pacer t a 
SM ee <2) KAISER ALUMINUM PETROLEUM 
One of Nation's three largest fully integrated a 


“EMPLOYMENT. il producers of aluminum . . . 75 basic and to service major oil com 


smi : : panies and field supply houses 
finished aluminum products produced in 10 sine semeatelie’ ei be 


Positions Vacant — modern plants. the development and extension 


Wanted Accountant-Office Manager by oil of aluminum pipe into all 
company in Florida; salary and bonus. Submit Excellent employment opportunities now phases of the petroleum in 


references, age an ’ e <p rat e wan application available with the youngest yet fastest grow dustry, including production, 
sie tssist noraeaneoorneinanenee neem ing aluminum producer that is setting the transportation, and refining 


: : : will operate out of national 
pace in the aluminum industry Solemn Gan 


HAD 


Bookkeeper to act as office and credit manager 
for small gasoline and fuel oil distributing plant 
in Northern New Jersey. Unusual opportunity 


Call HAwthorne 7-1000 Applicants now being considered for a Pe Please forward complete per 


troleum Pipe Specialist position. sonal resume to: 
Positions Wanted 


Bulk Plant Operator with 22 yrs. experience *R. E. BANKERT 


in all phases marketing operations in Philadel 
Catal ak caeaehen, auptee. Cae KAISER ALUMINUM and CHEMICAL SALES, INC. 
eensccccethamannie ccm sin 919 North Michigan Ave., Chicago 11, Illinois MOhawk 4-6900 


All replies to be held in confidence 











Wish to amgetste with major oil co. distributor 
or jobber ollege graduate, age 26, and have 
yperated a successful medium sized bulk plant 

Experience in TBA sales, commercial sales and 
bulk plant management. Desire connection in 
Southwest with good future and opportunity to 


become part owner or tockholder PW-6728 Oil Terminal Leases 
National Petroleum News Contractor specializing in oil terminal construction 





will build and lease pipe-line or deepwater oil ter 
Mechanical Engineer 49 years diversifed oilfield Gas W deed ak ee lee ch foe Railroad Tank Car Tanks 
and construction experience in Latin America constructed numerous terminal jobs Including com 6,500 te 12,000 Gal. Cap. 
Prefer foreign assignment. Languages Spanish plete design of some Colled and Non-Colled 
Dutch, German American citizen. PW-6761, Na BO 6645 National Petroleum News Cleaned — Painted — Tested 
tional Petroleum News 330 W. 42 St.. New York 36, N.Y Heavier Sater : Cheaper 
é . ther Tanks Too 

TBA Market Research and Sales Analyst desires Also L. , oe Tank Cars 
challenging opportunity. Now with major mid 8,000 and 10,000 Gal. Cap 
west national chain. Prefer relocate in Fast Your inquiries Solicited 
Broad operational experience all levels of di 


chasing” FUCSTIar Natoecl"Patisas Nose. | Sate plant with meter of eermpeny dterie MARSHALL RARWAY 

Secuems gocaeed be? wilt copelion ony siee. EQUIPMENT CORPORATION 

Hil BUA UO MT Give full details of plant, business volume 50 Church Street 
NTs tirplus. operating costs and net income Phone: COrtiond? 7-8090 

| | TT TT | HTT ) ill W-6644 National Petroleum News New York 7, N. Y 


ufhuttl 
330 W. 42 St., New York 36, N.Y 











For Sale 











1951 Ford Fi, new motor, 1951 Vrosier tank 


Capacity 4991 gals. Comp. 1292-542-676-1295-1186 
Air brake like new 100x20 tires $5500.00 FOR SALE 
ready to roll. Write Box 6325, Okla. City 11 WAN 0 
Okla 

' 7 Old, Established 
Will h lable f le by M 15th, 
2000 “4 n, two v- mpartmen ets or with $14 PETROLEUM 


Diamond T Tracts wd condition Price 


i e EMPTY CANS enero 


For Sale: Combination: Fuel Oil jobber, heatin 

service, and coal yard. Largest fuel outlet 4 SURPLUS STOCKS MISPRINTS Southeastern Obie 

ante west city with market area of over 75,000 a Handling Major Oil Company Products 
lation. All property and equipment owned DISCONTINUED BRANDS — OVER RUNS F cing Available 

febt free Bulk plant capacity 240,000 wal. Ar = AL en 

nual oil sales 100 gal. FS-6739, N siinme UTHO 1 & 5 QF, &56 To Qualified Parties 


enn ree WARREN OIL CO. WRITE BOX 311 


"BUSINESS OPPORTUNITIES rou NEWARK, OHIO 


Bulk Oil Plants—Propane Gas plants selected LLING YOUR BUSINESS? a i 

properties throughout the midwest. We specialize SE Tank Trailers For Sale 

in petroleum properties. Petroleum Marketer ow confidential methods protect your good will Single and Tandem, | to 6 compartments. Some 
. , , Jur erione ets you tot rice 

605 Produce Bank Bldg., Minneapolis 3, Minne Beste vee el va ~ Ahn I rem aces os tee of with Meters, every unit clean and guaranteed 

sota price you want For Gasoline, Water, Asphalt, Fuel Oil 


j Call Hilend 1385 
For Sale Bir gham, Alab , off equip s Without obligation 
supply co., exclusive lines for state 5,000 in OIL BUSINESS EXCHANGE, INC Bruce E. Hackett Co. 
stock and equipment. BO-6678, National Pe \" Wall St., New York 5,N.Y. WH 44008) 621 West 58 St, Kansas City, Missouri 
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ADVERTISERS 


This index {i 


ICnc?e to the 


published as a conven 
reader kvery care is 
taken to make it accurate, but Na 
MONAL PETROLEUM NEWS assumes no 


responsibility for errors or omission 


AC Spark Plug Div 
General Motors Corp 
American Flange & Mfg. Co 
American Grease Stick Co 
Ashland Oil & Refining Co 


Avondale Marine Ways, Im 


Barmotive Products, In 
Bennett Industrie 
Birmingham Tank Co 


Bishman Mfy. Co 


Blackmer Pump Co 


Bowers Battery & Spark Plug Co 
Bowers, In 
Brodie Co., Ralph N 
Buckeye Iron & Brass Work 149 


Butler Mfg. Co 


nd Cover 


Calvin Co 
Canfield Oil Co 


Champion Pneumatic Machinery 


Co 


hevrolet Motor Div 
General Motors (¢ orp 


Chisholm Industries, Inc 
Cities Service Oil Co 
Coca-Cola Co 
Columbian Steel Tank Co 
Commercial Solvents Corp 
Compeco Corp 
Continental Can Co 
ontinental Oil Co 
rown Cork & Seal Co., Inc 


Can Div 


Deep Rock Oil Corp 
Delco-Remy Div. of General 
Motors Corp 
Dill Mig. Co 
Dunlop Tire & Rubber Corp 
DuPont de Nemours & Co., Inc 
I l 69, Facing Page 


D-X Sunray Oil Co 
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Electric Auto-Lite Co 
Elk Refining Co 
Enjay Co., Inc 
Equipment Sales Co 


Ever-tite Coupling Co 


184 


Ethyl Corp 
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Firestone Tire & Rubber Co 
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Fruehauf Trailer Co 


General American I ransporta- 
tion Corp 
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Goodall Rubber Co 
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Hunter Engineering Co 
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Joy Co., Edward 
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Le Roi Co 
Lincoln Engineering Co 


Lion Unitorm Co 


Mark IV, Inc 

Marlow Pumps 
Milwaukee Valve Co 
Monsanto Chemical Co 


Morrison Bros 


National Cash Register Co 
Neptune Meter Co 106 
New England Petroleum Corp 
Oil Equipment Mtg. Co 

OPW Corp 


Oronite Chemical Co 


Paragon Oil Co 

Patent Chemicals, Inc 
Petroleum Educational Institute 
Philadelphia Valve Co 

Pratt Poster Co 

Progress Mfg. Co., Inc 

Pure Oil Co 


Purolator Products, Inc 


Renick & Mahoney, Inc 
Republic Oil Refining Co 
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Rheem Mfg. Co 
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Rockwell Mfg. Co 24-25 
Roper Corp., Geo. D 100 
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Rutledge Equipment Co 
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Seiberling Rubber Co 
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New threadless suction fit- 
ting fits all 1% inch riser 
stubs. Has flexible seal and 
armored ground conductor. 


Easy access— 
easy fo install— 
easy to adjust— 


New design puts meter ad- 
justing disc in the open where 
it is easily reached. Meter is 
direct drive design. 


New flanged fitting permits 
hose replacement without re- 
moving end shells. In addi- 
tion, it prolongs hose life. 


— 


4) A\ 


Improved suction strainer with 
"O”" ring seal can be quickly 
and easily removed for 
cleaning or inspection. 


New larger junction box per- 
mits pulling service wiring 
through conduit straight into 
box. Speeds installation 


Large, explosion-proof switch 
box, containing power and 
light switches and interlock, 
is conveniently located 


-/ Why Service Men prefer 


The New Tokheim 300 


It's no wonder service men are enthusiastic about the new 


Tokheim “300”. It’s easier to install and easier to adjust than 
any other pump ever built. At all points of service you'll find 
design improvements that add much to convenience. Components 
have been arranged to minimize piping and conduit, and many 
of them have been repositioned or redesigned for greater acces- 
sibility. You see some of these features here. To get the whole 
story—to learn why the new Tokheims are out ahead of the field 
in looks and performance as well as service ease—call your 
Tokheim representative or write the factory. Do it today! 


There is no substitute for TOKHEIM QUALITY / 


MODEL 300 


TOKHEIM CORPORATION 


DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 


FORT WAYNE SINCE 1901 INDIANA 


OKHEIM 


America’s Foremost Builder of 
GASOLINE PUMPS 





Subsidiaries: Tokheim N. V., Leiden, Holland—GenPro, Inc, She byville, Indiana 
Factory Branch: 1309 Howard Street, San Francisco 3, California 
Canadian Distributor H. Reeder, 205 Yonge St, Toronto, Ontar 





) 





Modern storage facilities, 
strategically located, permit 
volume pick-ups... flexibility 
in operations, bigger profits. 


Convenient Sun Warehouses and Terminals 


allow quick deliveries...reduced inventories 


For you who blend and compound, 
Sun’s conveniently located terminals make 
it easy to get quick deliveries of blending 
stocks and grease bases from one _ reliable 
source of supply. This means you can main- 
tain minimum inventories and increase the 
flexibility of your operations. 

For marketers who do not blend, each 
terminal and warehouse has blending facili- 
ties to provide fast shipments of finished 


lubricants. A complete line of finished prod- 
ucts includes motor oils for each API Service 
Classification—SAE 5W-20 through SAE 50 

and all types of greases for every kind of 
automotive application. 


To obtain complete price and delivery in 
formation, together with product and blend- 
ing data, call your Sun representative or 
Wholesale Manager at any of the offices 
listed below or any Sun District Office. 





HU bbard 2 DALLAS . 


HArrison 7 


BOSTON 


CHICAGO DETROIT ... 


CINCINNATI GA rfield 3930 JACKSONVILLE 


CLEVELAND VU lean 383-6100 MONTREAL 


PRospect 1611 NEW YORK CITY. LF xingtor 


WO odward 1-7240 PHILADELPHIA KI ngsley 
EX brook %-5715 


WI lIlbank 213! 


PITTSBURGH 


TORONTO 





GENERAL WHOLESALE DEPARTMENT 


SUN OIL COMPANY, PHILADELPHIA 3, PA. 


IN CANADA: SUN OIL COMPANY, LTD., TORONTO AND MONTREAL 





